JUNE + 1961 


omestic ngineering 


i) 


AND THE JOURNAL OF MECHANICAL CONTRACTING 


A special report hy the 


— editors of Domestic Engineering 
eeu 


MTT Ti 


Radel, || 














Be a Leader in the SF 
- Profit Upswing.. . page 81 








IMPROVED DESIGN FEATURES AND 
HIGHER PERFORMANCE STANDARDS 





. were needed for the expanding Hydronics market. To meet the demand, 
Watts introduced its No. 1000 — an all-new circulator made possible by 
advanced design knowledge, manufacturing skill and field experience. 


Quiet performance and minimum maintenance were Watts engineers’ 
twin goals. They succeeded, by incorporating unique design features pro- 


viding these outstanding advantages: 


LESS NOISE Hydraulic, electrical and mechan- 
ical sounds eliminated. 


LESS MAINTENANCE Fewer parts. Impeller 
attached directly to motor shaft. Unitized con- 
struction eliminates impeller shaft, bearing 
bracket and coupling. 


LESS FRICTION Power is used to move water, 


not mechanism. Reduces wear and tear. 


LESS SPACE Compact 9%” x 11%” size ideal 
for small utility rooms and modern package 
boilers 


LESS WEIGHT Only 25 Ibs. shipping weight. 


MORE QUALITY Premium performance without 
premium cost. Design proved under toughest 
on-the-job conditions and exhaustive laboratory 
tests. 


MORE PERFORMANCE More than ample start- 
ing torque means reliable operation. Rugged, 
dependable parts throughout. 


MORE CIRCULATION Correct hydronic perfor- 
mance curve assures flow design standards for 
modern piping and zoning. 


MORE EFFICIENCY Unitized construction with 
dynamically balanced motor matched to design 
for long life. 


MORE STYLE Neat, 


design. 


modern, complimentary 


“Visit cur display at NAPC Exposition—Booth 324” 
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COMPLETE LINE OF 
WATTS HYDRONIC ACCESSORIES 


To complement the No. 1000 Circulator, 
Watts introduces five new Hydronic 
accessories. With them, and with Watts 
tempering valves and ASME safety relief 
valves, your forced circulation hot water 
heating jobs can provide premium per- 
formance at competitive prices. Call 
your wholesaler or write us for Bulletin 
F-1000. Watts Regulator Co., Lawrence, 
Massachusetts. 


No. 2000 
Two-Way 
Flow Check No. 5000 
png sacs 
ir Eliminator 
No. 4000 with Flow Check 
Combination 
4-in-1 


Tank Drain 


No. 3000 
Radiator 

Diversion 
Fittings 


No. 560C 
Feed Water 
Pressure 
Regulator 





lf there is ever a better flush valve.:.its name will be 
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FLUSH VALVES 


; li 
SLOAN VALVE COMPANY + 4300 WEST LAKE STREET +» CHICAGO. 24, ILLINOIS “wt - a 


Continuing research by 
SLOAN for more than 50 
years has made the ROYAL 
Flush Valve the standard 
by which all other flush 
valves are judged. Prod- 
uct improvements—such 
as no regulation, non- 
hold-open, inside cover, 
segmented rubber dia- 
phragm, parts of Du Pont 
Delrin®—are made only af- 
ter years of thorough field 
testing. Thus, long lasting, 
low maintenance perform- 
ance is the result of excel- 
lenceinengineering and re- 
search. This is the bonus 
of quality you expect, and 
receive, from SLOAN. 
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QUALITY ... three ways from 


IMICO 


Vhe Standard for Setter Pipe Fitting 


PRODUCT 


Unexcelled Materials, 
Finishing, 
Reliability 


Since 1880 the construction industry has 
been able to rely on IMICO for a com- 
plete line of malleable and grey iron 
fittings, standard and heavy types, made 
to unexcelled specifications in every de- 
tail. Highest quality iron, accurate ma- 
chining and uniform finishing are ‘‘musts”’ 
at IMICO. Threads are always clean and 
true, correct angles always maintained, 
internal fragments never a problem, and 
smooth chamfering for easy starting in- 
variable! These are just a few of many 
reasons why you will be glad you used 





Convenient, Accurate, 
Complete Product 
Identification 


IMICO is the on/y full line fitting manu- 
facturer now cartoning ALL products in- 
cluding cast iron and drainage up to 2” 
size. Handy as this “extra” has proved 
to be, IMICO goes a step farther and 
gives you added product identification by 
labeling galvanized fittings in red, black 
fittings in black . . . one size and type to 
a carton. IMICO packaging is “tops’’ for 
stock keeping and labeling, and saves you 
money by protecting against loss and 
corrosion. 


Easy to Understand, 
Easy to Use, 
Profitable! 


Current 
IMICO 
Price Schedule 
Available 
From Your 
Distributor! 


For the first time in history, IMICO has 
furnished the industry with a trade price 
schedule anyone can understand. It saves 
days of time in figuring costs and is a 
reliable assurance that you will get your 
FULL profit every time. In one sheet: 
simplified pricing . . . full cartoning in- 
formation! It makes ordering a pleasure! 


If unable to contact an IMICO Distributor 
write Illinois Malleable Iron Co. and we will 
advise by return mail the name of the IMICO 
Distributor nearest you. 


Sold Through Authorized IMICO Distributors Only 


ILLINOIS MALLEABLE IRON COMPANY 


(Division of Appleton Electric Co.) 


1701-59 Wellington Avenue Chicago 13, Illinois 


Check 6-005-202 on Reply Card 
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RIGHT SUPPLY 


QUALITY CONSCIOUS 
CONTRACTORS 

choose Spee- Deluxe 

6" O.D. Supplies. 

They tell the builder 

and home owner you 

install the very best. 


COST CONSCIOUS 
CONTRACTORS 


select — — 
the job calls for from 
combinations and 
250 valve styles. 


SPEED CONSCIOUS 
CONTRACTORS 


make replacement 

iorte, jobs easier and 

faster by sweating 

REMODELING JOBS or compressing 
Speedway Supplies 

direct to copper stub. 


40 SPE, 


 ¥ brass eS GAs 


+ } 

° 

Fe ye® MANUFACTURING COMPANY 
UR $ 


THE “SUPPLY CENTER’ OF THE INDUSTRY WHERE OVER 2000 KITS ARE CUSTOM-PACKAGED TO FIT YOUR NEEDS 
VISIT BRASS-CRAFT BOOTH #453 AT NAPC ee 


Check 6-007-203 on Reply Card 
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DUNKAN- 


NEW SALES POLICY 
HELPS 


CONSULTING ENGINEERS 
ARCHITECTS 
CTORS 


CONTRA 
WITH INSTANT SUPPLY 


me sate ch, lp 


NOW /...Hot Water Specialties... 


FROM RECOGNIZED WHOLESALERS ONLY 


IMPORTANT MAIL FOR V.I.P.’s 


Recently, wholesalers received several important communications from Dunham-Bush 
announcing a drastic change in distribution policies. Effective February 1, 1961, all orders for 
hot water specialties, A-5 and A-9 centrifugal pumps and four and six inch converters must 
go through recognized heating, air conditioning and refrigeration wholesalers. 

Dunham-Bush, is shooting the works to make this new policy profitably successful in your, 
the wholesalers’, behalf. The complete package has been sent to you including 
price lists, discount information, etc. 

At last a major brand, long-line manufacturer has teamed.up with wholesalers and the 
response has been tremendous. Your analysis of Dunham-Bush wholesale policy mailings will 
demonstrate that here are highest quality brass goods at lower prices; pumps with ratings 
and performance that can't be matched; stellar performing steam converters backed by over 50 
years of Dunham-Bush heat transfer experience. 

IF you haven't acted yet, IF these mailings have missed your desk, then by all means contact 
Department HP, Dunham-Bush, Inc., 179 South Street, West Hartford, Conn. 














Check 6-008-204 on Reply Card 
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_. Centrifugal Pumps... Steam Converters 


FROM RECOGNIZED WHOLESALERS ONLY 


AND MORE “SALES-SOCK” STOCKING OPPORTUNITIES 


Heating and refrigeration wholesalers may also selectively stock other 
“‘one source—one responsibility’’ Dunham-Bush products. These include: 
steam specialties, unit heaters, condensate pumps, radiation, 

baseboard, cooling/ heating units, etc. All are choice wholesaler items. 


DUNHAM-BUSH, INC. 
WEST HARTFORD 10, CONNECTICUT, U.S.A. 
SALES OFFICES LOCATED IN PRINCIPAL CITIES 

















Check 6-008-204 on Reply Card 
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Montgomery Ward in Bid for Volume Plumbing 
and Heating Sales in New Construction Market 


Cuicaco — A new and perhaps 
formidable competitor for plumb- 
ing and heating wholesalers and 
contractors in the field of new con- 
struction has come upon the scene. 

Montgomery Ward, long a thorn 
in the side of the plumbing indus- 
try in single fixture sales and home 
remodeling installations, is now 
moving into the new house and 
commercia! contract phases of ma- 
terial supply in our industry. 

The firm announced last month 
that it is establishing a new sales 
department “to negotiate contracts 
for merchandise, supplies and 
equipment for contractors, builders, 


large business firms, public and 
private institutions and govern- 
ment agencies.” 

Under the new program, Mont- 
gomery Ward will be selling 
plumbing and heating fixtures and 
supplies direct to volume builders 
and other large-scale buyers. 

Special financing plans will be 
available for negotiated contracts. 

C. W. Wagner, manager of the 
new department, told DE that, for 
the present, Ward will handle mul- 
ti-unit residential sales, or com- 
mercial sales that can be served 
with present residential products. 
Eventually, he said, the chain may 





Experimental Water Heater Designed 
to Free Floor Space for Other Uses 


CLEVELAND—A water heater that 
“disappears” is the latest develop- 
ment at the American Gas Assn.’s 
laboratory here. 

The trick involves “dividing” the 
water heater into two parts—the 
heat exchanger and storage tank 
respectively — and installing the 
parts separately in convenient 
places, thereby freeing valuable 
floor space. 

In the model produced at the 
AGA lab, the parts were installed 
above and below a built-in oven. 

The divided water heater is not 
being produced commercially as 


10 


yet. However, research engineer 
J. C. Griffiths pointed to the pop- 
ularity of built-in appliances and 
said that a water heater that makes 
additional floor space available 
should be welcome to homeowners, 
particularly those who have little 
room in which to have a conven- 
tional water heater installed. 


TRICKY: This water heater “disap- 
pears.” At least it’s out of sight when 
in use, divided into two parts and in- 
stalled above and below a built-in 
oven. The heater was developed at 
the American Gas Assn.’s lab. 


expand into still larger commercial 
installations with a new line of 
plumbing-heating products. 

Wagner said the firm “probably 
would not offer the traditional 
wholesaler services, such as coop- 
erative advertising programs.” 

The program will be introduced 
initially through 57 of the compa- 
ny’s retail stores. Contract office 
personnel will include a sales staff, 
a decorator and a draftsman, ac- 
cording to Wagner. 
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March Shipments of Gas 
Water Heaters Up 20% 


New York City—Factory ship- 
ments of gas-fired automatic water 
heaters jumped 20.7 percent from 
February to March, according to 
a report from the Gas Appliance 
Manufacturers Assn. 

The association’s monthly sur- 
vey showed that 249,000 units were 
shipped in March, 42,700 more 
than in the previous month. 

In the first three months of this 
year, 682,200 units have been 
shipped, 0.7 percent more than the 
677,600 shipped in the first quarter 
of 1960. 


Vermont Contractors 
Name New Officers 


St. Jonnsspury, Vt.—The largest 
convention ever held by the Ver- 
mont State Assn. of Plumbing & 
Heating Contractors elected Carl- 
ton Winslow of Manchester as its 
president for the coming year. 

Thomas Symonds, Montpelier, 
was named first vice president; 
J. R. Lanou, Burlington, was 
elected second vice president, and 
Harry Teachout, Essex Junction, 
was named secretary-treasurer. 


Mfagrs. Urged to Form 
Wholesaler Councils 


Cuicaco — A bulletin aimed at 
encouraging manufacturers in the 
p-h industry to organize whole- 
saler advisory councils has been 
issued by the Central Supply Assn. 

Titled “How to Utilize Whole- 
saler Councils,” the bulletin reports 
on a recent survey of industrial 
supply manufacturers and their 
experience with councils. 

According to CSA secretary Jim 
Peery, such councils consist of 10 
or 12 wholesalers, selected by the 
manufacturer on the basis of size, 
interest and geographic coverage. 
They meet once or twice a year to 
discuss policy problems. 

“While many people think such 
meetings are costly, they can be 
very valuable. To skip them may 
be even more costly,” Peery said. 

CSA began a drive to get whole- 
saler councils organized last year. 
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FAVORABLE ACTION on a bill (H.R. 10) that would enable self-employed 
businessmen to set aside $2,500 annually on a tax-deferred basis to set up 
retirement income funds is the topic of conversation here. The bill was re- 
ported out by the House Ways & Means Committee last month, the first step 
in getting it through Congress. From left are Lawrence Hogan, Washington, 
D.C. Assn. of Plumbing Contractors; Rep. Eugene Keogh (D-N.Y.), the bill’s 
sponsor; and Jerome Hendrickson, National Assn. of Plumbing Contractors. 





Construction Contracts Up 4 Percent. 
Housing Gain Is Biggest in 19 Months 


New York Ciry—Notable gains 
in residential building and heavy 
engineering construction sparked a 
4 percent rise in total construction 
contracts in March, according to 
the F. W. Dodge Corp., construc- 
tion analyst. 

March totals came to $3,165,816,- 
000. Heavy engineering construc- 
tion amounted to $767,594,000, a 
12 percent gain over March, 1960. 

Residential building contracts in 
March totaled $1,370,984,000, up 6 
percent over the same month last 


year. The number of dwelling units 
represented by March contracts 
was 103,075, a 5 percent gain over 
March, 1960. This is the first such 
gain in 19 months, according to 
Dodge analysts. The gain came 
primarily in apartment buildings, 
not in single-family homes. 


ws March contracts for non-resi- 
dential buildings dropped 4 per- 
cent, although commercial and 
religious buildings were both up 
(Please turn to page 12) 





Non-residential 
Residential 
Heavy Engineering 


Construction Contracts 


March 1961 
$1,027,238,000 
1,370,984,000 
. 767,594,000 


March 1960 
$1,067,460,000 
1,293,607 ,000 
685,278,000 


% Change 
—4 
+6 
+12 





Total 


Ist 3 Months 1961 
Non-residential $2,639,443,000 
Residential 3,208,070,000 
Heavy Engineering 2,023,547,000 


Total Construction $7,871,060,000 





$3,165,816,000 


$3,046,345 ,000 +4 


Ist 3 Months 1960 
$2,557,957 ,000 
3,199,669,000 
1,700,065,000 


% Change 
+3 
+.5 
+19 


+6 


$7,457,691,000 











News ... continued from page 11 


laundry in Germany, located near Frankfurt. 


washers and six dryers. 
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The laundry has 10 Maytag 


Europe has a large market potential for coin-op 


laundries, the company says, because of a growing apartment house popu- 


lation. The products are manufactured in the company’s Des Moines, la. plant. 


Non-Air Conditioned House Soon May 
Be Obsolete, FHA Commish Says 


WitminctTon, Deu.—‘‘Air condi- 
tioning has become such an im- 
portant part of modern living that 
it’s not hard to visualize the day 
when the home without it—par- 
ticularly in certain parts of the 
country—may be considered ob- 
solescent.” 

This was the viewpoint ex- 
pressed by Neal Hardy, Federal 
Housing Administration 
sioner. 


commis- 
The occasion was a dinner 
kicking off a test marketing pro- 
gram here, sponsored by the Air 
Conditioning & Refrigeration In- 
stitute and designed to “prove to 
builders that 
conditioning, 


home summer air 
aggressively pro- 
moted, is a highly effective tool for 
increasing the sale of new homes.” 
(See DE for April, page 13.) 
Referring to the “Wilmington 
residential project,” as the test 
program is called, Hardy said it 
“represents the first step in a well- 
coordinated program to help re- 


vitalize housing markets and at 


the same time spread the benefits 
of better living through quality 
construction.” 

Noting that air conditioning is 
rapidly being accepted either as a 
necessity or normal accessory 
rather than a luxury, Hardy 
pointed out that “FHA gives full 
valuation for any air conditioning 
of any kind that is installed.” He 
added that an increasing number 
of air conditioned homes are being 
financed with FHA assistance. 

“Research has demonstrated that 
air conditioning can benefit the 
health and general welfare of the 
home’s occupants, that it can be 


MARYLAND’S QUEEN of Flowers, Pat- 
ricia Connor, looks over Better Heat- 
ing-Cooling Council literature with p-h 
wholesaler Leon Waclawski in a home 
show booth sponsored by the Mary- 
land BHC. The show, held in Balti- 
more, was sponsored by the Home 
Builders Assn. of Maryland. 


Construction Contracts 
Up 4 Percent in March 


(Continued from page 11) 

more than 10 percent over 1960. 

For the first three months of 
1961, total construction is up 6 
percent, Dodge said. Non-resident- 
ial building is 3 percent over the 
same period in 1960 and heavy 
engineering is up 19 percent. 

Total residential building is up 
approximately 42 percent over the 
first three months of 1960. 


installed at much less cost than 
formerly and that its operating 
costs to the home owner are fre- 
quently offset by savings on clean- 
ing, laundry and even medical 
expenses,” Hardy said. 

An audience of more than 200— 
made up of local builders, real 
estate personnel, architects, sup- 
pliers, contractors and representa- 
tives from banks, insurance 
companies and other lending insti- 
tutions—attended the kickoff din- 
ner for the project. William 
Goldsmith (York Division of Borg- 
Warner), general chairman, out- 
lined the four-phase program, 
which includes sales training for 
builder and real estate salesmen, 
advertising, public relations and 
sales promotion. 

Builders taking part in the Wil- 
mington promotion will air condi- 
tion their model homes and sell 
homes with air conditioning on a 
non-optional basis. 
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Paul Kroeschell Dies 
Aboard French Liner 


Cuicaco—Paul Kroeschell, one 
of the nation’s best known big-job 
contractors, collapsed and died last 
month on board the French liner 
Liberte while en route to Europe 
with his wife, Hazel. 

Mr. Kroeschell, 69, was head of 
the Kroeschell Engineering Co., 
Chicago-based heating, piping and 
refrigeration firm. 

He was long active in the Me- 
chanical Contractors Assn. of 
America and was embarked on a 
tour presented to him by the 
Chicago chapter of MCA when he 
collapsed. Besides his widow, he is 
survived by a son, Robert. 


Coyne & Delany Has 
New Company Logo 


BrooKLyN—A new logo design to 
give continuity to its product liter- 
ature, advertising and promotional 
pieces has been announced by 
Coyne & Delany Co., manufacturer 
of flush valves. 

The design features wavy blue 
vertical lines, symbolic of flushing 
water. A gray horizontal line un- 
derscores the word “Delany.” 

“We're emphasizing the last half 
of our corporate name—Delany,” 
said vice president J. J. Delany III, 
“because it’s the popular terminol- 
ogy by which our valves are known 
in the field.” 

The logo made its debut in the 
firm’s recently issued catalog. 








THEY’LL PILOT MECHANICAL CONTRACTORS: New national officers of the 
Mechanical Contractors Assn. of America were elected at the group’s annual 
convention in Miami Beach, Fla. last month. From left in the photo are Arthur 
Nagel, A. R. Nagel Co., Cincinnati, treasurer; Leon Munier, Wolff & Munier, 
New York City, senior vice president; and Frank McBride, Frank McBride Co., 
Paterson, N.J., president. At right is the immediate past president of MCA, 
Joseph Kearney of Northwestern Heating & Plumbing, Evanston, Ill. 


Contract System Is ‘In Trouble UA 
Official Tells Contractor Group 


Miami Beacu, Fra.— “The con- 
tract system is in trouble unless 
mechanical contractors stem the 
trend by manufacturers to have 
their in-plant crews do new con- 
struction work.” 

This was the warning sounded 
by a United Assn. officer at the re- 
cent convention of the Mechanical 
Contractors Assn. He’s John 
McCartin, the UA’s assistant gen- 
eral president. 

“At missile 


bases particularly, 


Wholesaler Offers Truck, Mink Cape, 
(etc.) to Dealers in Selling Contest 


Newport News, Va.—A water 
systems promotion and sales con- 
test for its contractor-dealers and 
company sales personnel has been 
launched by the Noland Credit Co. 

The firm is a time-payment sub- 
sidiary of Noland Co., well-known 
wholesaler with some 36 branches 
in nine southern states. 

Goulds water systems, manufac- 
tured by Goulds Pumps Inc. of 
Seneca Falls, N. Y., are featured 
in the promotion, which has a west- 
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ern theme and is billed as a “Gould 
rush.” 

Here’s how the contest works: 
Every time a contractor sells a 
Goulds water system under a No- 
land Credit Co. time-payment plan, 
he gets an incomplete jingle on the 
time-payment subject. He com- 
pletes the jingle and sends it to 
Noland. Fifty winning jingles will 
get prizes ranging from a pickup 
truck to a mink cape. The contest 
closes next July 31. 


but at other construction sites as 
well, the mechanical contractor is 
a subcontractor for some missile 
manufacturer who has been 
awarded a job by the government 
and is, in effect, the prime contrac- 
tor,” McCartin said. In too many 
instances, he went on, “the manu- 
facturer wants to take his own in- 
plant crews to work on the job.” 

This puts the mechanical con- 
tractor too much under the juris- 
diction of the manufacturer and 
also lessens his (the contractor’s) 
profit, McCartin said. 


# What’s the solution? According 
to McCartin it lies in the mechan- 
ical contractor’s ability to get in- 
plant maintenance contracts. 

“The mechanical contractor who 
gets the in-plant maintenance con- 
tract will get the new construction 
work when a manufacturer is 
awarded a job,” McCartin said. 

“We realize,” he went on, “that 
there has been a trend in recent 
years for manufacturers to use their 
own personnel for in-plant mainte- 
nance. The mechanical contractor’s 
job is to convince the manufacturer 
—or his factory superintendent— 

(Please turn to page 14) 





News ... continued from page 


THEN AND NOW: Day & Night Manufacturing Co. was recently honored for 
its 50 years in the water heater business at an anniversary banquet given by 
the Los Angeles Sales Executive Club. Sales manager Frank Spratt and presi- 
dent W. J. Bailey are shown with the company’s display of its oldest and 
newest products. First product was a roof-mounted solar water heater. 


DE Wins Award—Its 18th—for Editorial 
Achievement. Called Best in Its Field 


New York Crry—Another award 
for “editorial excellence” has been 
won by Domestic ENGINEERING for 
its Reichle Report, published in 
June 1960. 

It's the Jesse Neal editorial 
achievement award, presented by 
Associated Business Publications, 
an organization of business news 
and magazine publishers. 

DE placed first among 75 entries 
in its class. The award was for 
“service to industry, and in-depth 
reporting of crucial industry events 
and editorial leadership in getting 
action on important issues.” 


a Last fall, DE won a first-place 
award for the same report in the 
Industrial Marketing contest in 
competition with 707 entries (DE 
for Dec., 1960). Industrial Market- 
ing is a leading business publica- 
tion and a foremost exponent of 
editorial quality. 

This was the 17th win for DE 
in the IM competition and was for 
“the best single issue published in 
an 18-month period.” 

DE readers will recall that the 


Reichle story was a 44-page report 
on wholesaler Walter Reichle’s di- 
rect-to-consumer sales plan. The 
report analyzed the plan in terms 
of how it works, its legality and the 
consequences for the industry and 
the consumer public if it should 
become widespread. Our con- 


Dayton, O.—Louis Wozar, presi- 
dent of The Tait Manufacturing 
Co., maker of domestic water sys- 


Says Contract System 
Is “In Trouble” 


(Continued from page 13) 
that maintenance and repair done 
by outside men is less expensive 
and the job that’s done is better.” 

Once the contractor has estab- 
lished a good working relationship 
with a manufacturer, he stands a 
good chance of getting the contract 
for new construction work in which 
the manufacturer is the prime con- 
tractor, McCartin said. 

The United Assn. official told his 
contractor audience that a sample 
maintenance contract is available 
from his organization. Free copies 
are available by writing to the as- 
sociation at United Assn. Bldg., 901 

(Please turn to page 135) 





clusion was that the plan was legal 
but that it should be discouraged 
as destructive of quality service to 
consumers. 

Reichle has since made major 
changes in his sales plan to remove 
some of its “objectionable” fea- 
tures. Notably, he’s changed his 
direct-to-consumer advertising to 
bring the contractor more directly 
into the retail sale as well as the 
installation side of doing business 
with the consumer. 

Reprints of the Reichle Plan re- 
port are available without charge. 
If you wish to receive a copy, write 
to the editor. 





tems and related water handling 
equipment, has been named presi- 
dent of the Chamber of Commerce 
here. 

Prominent in civic affairs, Wozar 
is president of the Frank M. Tait 
Foundation and has been active in 
the Boy Scouts, Junior Achieve- 
ment, the Children’s Hospital So- 
ciety and Rotary. 

He is a director of the National 
Assn. of Domestic and Farm Pump 
Manufacturers and of the Sump 
Pump Manufacturers’ Assn. 

He has been president of Tait, 
now among the top five in water 
systems, since 1953. 
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Available through your Republic distributor... 


PLASTIC-COATED STEEL PIPE THAT CUTS 
THE COST OF CORROSION PROTECTION 


For underground pipelines and industrial 
applications where external corrosion is a problem, 
Republic distributors in many localities stock 
Republic X-TRU-COAT. 

This is steel pipe with a polyethylene coating that 
stops corrosion... permanently . . . with less time 
and effort required for installation. X-TRU-COAT is 
immune to oxidation and electrolytic action . . . offers 
excellent resistance to a wide range of chemicals. 


How good ? Gas companies alone have capitalized 
on more than 40,000,000 feet of X-TRU-COAT in the 


past three years. They like this pipe because it is pre- 
coated at the pipe mill and ready for installation... 
because its high-density polyethylene coating resists 
shipping and installation damage... because X-TRU- 
COAT gives better corrosion protection at lower 
overall cost. This revolutionary product has been 
pioneered and developed by Republic. 


X-TRU-COAT is available in 1” through 8” nominal. 
The complete package includes x-TRU-TAPE and 
primer for the protection of welded joints. Contact 
your Republic distributor for complete information. 


CALL FOR REPUBLIC PIPE 


ELECTRIC WELD * SEAMLESS « CONTINUOUS BUTT WELD « X-TRU-COAT « LIGHT WALL « PLASTIC PIPE 


Check 6-015-205 on Reply Card 














What Constitutes 
‘Acceptance’ of a Job? 


Does a completed job have to 
be formally accepted as satisfac- 
tory by the owner before a plumb- 
ing and heating contractor can 
collect for his work? 

No, according to a recent de- 
cision, if acceptance is shown in 
some way. 

In one case a p-h contractor 
remodeled the heating: in a 
library. Upon completion of the 
job he submitted a request for 
payment. It was approved with- 
out comment by the supervising 
architect and library officials. 


a Later, it was found that por- 
tions of the installation had to be 
replaced, which the library did 
at its own expense. The library 
officials claimed they had not 
“accepted” the work and brought 
the contractor to court to recover 
the money paid. 

The judge ruled that it was not 
necessary to use the word “ac- 
cept” or “acceptance” in indicat- 
ing approval of the work. It was 
enough that the bill had been 
approved for payment to indicate 
acceptance. 

Citation: Johnson Service Co. 
v. Globe Indemnity Co., 148 N. E. 
(2d) 116. 


Job Dangerous? 
Everyone Be Careful! 


A contractor undertook the 
job of dismantling piping at a 
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IT’S THE LAW! 


Legal Decisions of Interest to Contractors 





government installation former- 
ly used to manufacture TNT. 
The government agreed to clear 
the pipes of explosive material 
and mark safe areas with five 
x’s. When workers encountered 


difficulty in breaking down valve 
connections that were marked 
with the required x’s, they re- 
sorted to acetylene torches. Ex- 
plosives still in the system were 
set off, and two workers were 
seriously injured. 


# The question rose — who was 
liable for damages, the govern- 
ment or the contractor? The 
court agreed that under the con- 
ditions laid down for dismantling 
the plant, the government had 
been negligent in labeling pipe 
lines free of TNT. But the haz- 
ardous nature of the job, the 
court added, also required the 
(Please turn to page 18) 
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YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 

A plumbing contractor and a homeowner disagreed on 
the amount owed for a remodeling job. The owner sent 
a check for less than half of what the contractor demanded 
and typed near the endorsement: “Payment of account 
in full.” The contractor inked out that phrase and cashed 
the check. Subsequently, he sued the owner for the 
“balance due” on the bill. The owner claimed that, by 
cashing the check, the contractor had accepted his (the 
owner’s) version of the amount due. Was he correct? 

* * * * 

The court said that “payment of account in full” as 
noted on the check by the owner was binding on the 
plumbing contractor. If the contractor did not agree that 
this condition existed, he should have sent the check 
back uncashed. Inking out the words did not affect the 
condition. The contractor lost his case. 

(Citation upon request from Domestic Engineering.) 
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(Continued from page 16) 
contractor to exercise extra cau- 
tion. He had not done so, and 
the court permitted a contribu- 
tory judgment to be entered 
against him, too. 

Citation: San Felice v. United 
States, 162 F. Supp. 261. 


One More Good Reason 
for P—H Inspection 


If a property owner has his 
premises inspected regularly by 
a competent plumbing and heat- 
ing man, is he liable for a sub- 
sequent accident? 


# Recently a landlord was sued 
in the deaths of two tenants 
from carbon monoxide. Evidence 
showed there was a soot-plugged 
chimney and a stopped up vent 
from the gas heater. Investiga- 
tion proved the property owner 
had never had an expert look 
over these areas. 

The owner was held liable for 
the deaths, and the court drew 
an important lesson for other 
property owners: 


elf a skilled person had been 
hired to inspect the premises 
regularly, the owner would not 
have been held liable—even if 
the expert failed to discover the 
hazards and the deaths resulted. 
But because no effort had been 
made to inspect the premises for 
safety, the property owner ex- 
posed himself to liability suits. 

Citation: Urban v. Michalsen, 
152 N. E. (2d) 479. 


There's No Sewer: 
Who's Responsible? 


What good are plumbing fix- 
tures without a sewer? 

This was the seemingly logical 
question raised by a property 
owner who refused to pay a 
plumbing contractor for a bath- 
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room installation because there 
was no sewer to connect it with. 

Not only did he refuse pay- 
ment, but the property owner 
also charged fraud, claiming that 
a third party had promised, on 
behalf of the plumbing contrac- 
tor, that a sewer would be in- 
stalled. 

The contractor countered with 
a signed contract that included 
a clause saying “not responsible 
for any sewer in the street or the 


cost of obtaining a sewer in the 
street.” 

It was also shown that the 
owner had applied for a sewage 
permit from local authorities, 
proving he was aware of the 
sewerless situation. 

Under the circumstances, the 
court ruled that the contractor 
was not responsible and that the 
property owner had ordered the 
installation fully aware of the 
sewer problems involved. He 
was, therefore, ordered to pay 
for the plumbing installation. 

Citation: Piliawsky v. Color, 
112 So. (2d) 730. 

















refused to pay, he sued. 


The insurance company won. The 
court said: “The wind might have 
blown in this hatchway all summer 
and done no damage to the pipe. 
lhe plaintiff's theory is not based on 
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You be the Judge 


By JAMES A. EICHNER 


After a violent windstorm and freezing weather, a thaw unloosed a 
deluge from upstairs water pipes in Arnold’s home. The water 
ruined contents of several rooms. Arnold found that the wind had 
blown a hatch off the roof, permitting the pipes to freeze and 
burst. He asserted that the water 
surance clause on “direct loss by windstorm.”’ When the company 


“Tf the wind hadn’t blown off 
pipes, they wouldn’t have frozen,” 
wind started it all and caused my loss.” 

“The force of the wind didn’t cause the damage,” the insurance 
company lawyer replied. ““The freezing cold did it, and the policy 
specifically excludes losses due to cold weather.” 

If you were the judge, would you make the company pay? 


Based upon a 1959 Federal court dectsion 


n of The Sat 


damage was covered by his in- 


that hatch and then chilled the 
Arnold argued. ‘“Therefore the 


the force of the wind on the pipes, 
but on the chemical or physical 
properties of air in that it absorbs 
and carries away heat, thus facilitat- 
ing the process of freezing.’ 
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The Sign of a Real Bargain 
inan IRON BODY GATE 


Cost-Per-Year is Lower... Initial Cost no Higher 


For generations extra-quality, extra-stamina Jenkins Iron 
Body Gates were regarded as the best buy for the money 
... even though they cost more to buy. Lower maintenance 
expense and extra years of service more than offset any 
price differential. 

Today, these widely favored valves are an even bigger 


AVAILABLE FROM LEADING DISTRIBUTORS EVERYWHERE 


bargain in true value. You pay no more for them at the 
start! And you get exactly the same high quality and per- 
fection of design for your money. 

You can satisfy all your needs from the complete line 
of Jenkins Iron Body Valves. Jenkins Bros., 100 Park 
Avenue, New York 17. 


JENKINS 
VALVES 


Check 6-019-207 on Reply Card 
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The 990 boasts a gracefully contoured cover Sider” 
that ‘“‘wraps-around” the seat to conceal edges of seat and top of 
bowl. The 990 with matching molded hinges integrates with any 


closet, enhances its appearance. Available in colors to match leading 


fixtures—solid colors that go clear through. 
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Specified by 
Leading Architects and 
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You'll be more than a cat’s whisker ahead of competition with GM-Delco. 
Here is today’s tiniest boiler—less than 26” high—yet it’s capable of pouring 
out the BTU’s required to heat most modern homes. What's more, it’s of 
rugged cast iron construction with accurately sized, raised port burners 
assuring long life and maximum efficiency. 

GM-Delco boilers set owners purring with content. And, dealers purr 
because GM-Delco covers not only the cream—but every segment—of 
the home heating market, with gas boilers from 50,000 to 340,000 BTU/H 
input and oil boilers from 83,000 to 425,000 BTU/H output—all designed 
for space saving. 

General Motors’ reputation backs every Delco boiler, of course. And they 
are rated in accordance with one or more of the nationally known: AGA, 


ASME and IBR standards. 


Write for complete data. Delco Appliance Division, Dept. D-10, General Motors 
Corporation, Rochester 1, New York. 


Delco 
BOILER 


Check 6-022-209 on Reply Card 
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Why pussyfoot around? 
These are the facts... 


THE GM-DELCO 
KEY DEALER PLAN 
GIVES YOU. 


e A Nationally Ramage 


, Brand Name 


Direct a -Dealer 
Distribution trom 
Regional Warehouses 


Selective Dealer Policy 
Sound and Stable Pricing 


Dealer Listing in National 
and Local Ads 


A Complete Sales 
Building Plan 


Over 200 Models— 
Plus Accessories 


Group Insurance 
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From Boundry to Boundry 
You'll Save Money... When You Buy 


CENTRAL FOUNDRY! 
CEFCO’ Multi-purpose 


Fibre Pipe 





ON THE FARM 
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SEPTIC TANK SYSTEMS 





®@ Economical and practical for ® Removes need for 
homes, farms and industry joining compounds 


@ Quick, labor-saving @ Non-corrosive & lightweight 
installations ® Root-proof, watertight joints 
® Requires no special tools ® Withstands earth load, traffic 
to assemble shock and ground settling 


THE CENTRAL FOUNDRY COMPANY 


Centrifugal Cast Soil Pipe ¢ Machine-Made Fittings @ Bituminized Fibre Pipe 
Office: 932 Broadway, New York 10, N.Y. Plant: Holt, Ala, 


Check 6-023-210 on Reply Card 
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Tired of Spinning Your Wheels on 
Volume without Profit? Heres Advice 


MinneEaPouis — As readers of 
Domestic ENGINEERING for al- 
most half a century, we are al- 
ways interested in the programs 
sponsored by your magazine. 

Back in 1953, we were doing 
more “new house” plumbing 
than anyone in our territory— 
about seven jobs were completed 
every day. This was in addition 
to our commercial, industrial 
and repair work. 

During that year, the business 
situation was approaching that 
of the late 1920’s—namely, in- 
creasing volume, greater credit 
risks and diminishing returns. 
We had always done some re- 
modeling work profitably, but 
not a large volume. 


s Your “Bay City Story,” which 
did such a thorough job of meas- 
uring the remodeling market in 
a typical American city, really 
woke us up. 

I looked long and hard trying 
to find a good, aggressive man to 
head this new remodeling de- 
partment and was fortunate to 
meet Arch DeLancey, our pres- 
ent sales manager. 

Remodeling is the most fertile 
field left for contractors in the 
plumbing and heating profession. 
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It must, however, be handled as 
a prime department of the busi- 
ness and not just a sideline to 
be profitable. 


a The potential is terrific and 
you are not faced with competi- 
tion if you maintain a high stand- 
ard of quality and service. 

I would suggest to any associ- 
ates that when they get tired of 
spinning their wheels on volume, 
extended credit, building monu- 


ments, etc., and when they look 
instead for some satisfactory 
profits, then take a good, long 
look at the remodeling market. 
Many thanks for innumerable 
past favors and keep those good 
articles coming! 
Roy GusTAFSON 
President 
T. D. Gustafson Co. 


Is There a ‘Bath-Lift’ 
Made in America? 


Oxean, N.Y.—A local hospital 
is interested in installing a hy- 
draulic bath lift such as the one 
shown on page 102 of your 
March issue. We understand that 
this lift is made in Europe. Do 
you know of any American firm 
manufacturing such a device? 

If not, please give us the name 
and address of the European 
firm. We'd like to do business 
with a firm in this country, but 
if that’s impossible we'll contact 
the manufacturer overseas. 

C. M. Newton 


@ If any reader knows of an American 
firm manufacturing such a producti 
we'll appreciate hearing from him. 
The name of the European manufac- 
turer was sent to Mr. Newton. 





Contractor Wants to Open a Store— 
But Look at the Competition, He Says 


ALEXANDRIA, La.-—Here’s a 
problem that I’d like you to dis- 
cuss in an editorial. At one time, 
about five years ago, the used car 
and junk dealers sold new cars 
for less than authorized dealers 
could sell them for. This doesn’t 
happen anymore. 

When are the manufacturers of 
supplies to our industry going to 
follow this lead and provide pro- 
tection of the same type for 
legitimate plumbing contractors? 

I'd like to open a modern store, 
but in my area the wholesalers 
are the greatest competition, and 


the one-shot jackleg that has a 
brother-in-law in the drugstore 
business can buy plumbing and 
heating wholesale. 

FRED BRASHER 


A Woman's-Eye View of 
Plumbing Problems 


Mramt, Fta.—My husband has 
a plumbing company, and I help 
him by doing the office work. 
Like all new businesses we had 
to learn from trial and error, but 
in so many instances we’ve found 
the answers to our problems in 
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DomEsTIc ENGINEERING’s pages. 

Just one of your services that 
has been of great value to us is 
your “Short Course in Estimat- 
ing” booklet. 

Your magazine is read from 
cover to cover each month. I 
usually read it first to pick out 
articles I know will be especially 
helpful to my husband. 

Maybe you'll be surprised and 
pleased that a woman should find 
your magazine most interesting 
and helpful. Thank you again 
for your wonderful publication. 

MARGARET BLOSSER 
Bob’s Plumbing Co. 


Coin-Op Dry Cleaning 
Market Catches On 


HIGHLAND, ILt.—I’m very in- 
terested in the article titled 
“Coin-Op Dry Cleaning: A New 
Plumbing Market Is Born” in 
your March issue. 

I'd like more information on 
the cost of installing one of these 
units in our city. Could you send 
me the names of manufacturers 
I can contact for the necessary 
information? 

JAMES HousEMAN 


e A list of manufacturers was sent to 
Mr. Houseman. 


Wants Color Slides 
on Remodeling 


BRIDGEPORT, Conn.—I am one 
of your subscribers, and your 
magazine is very helpful to me. 
Your Service Section, in par- 
ticular, has been useful in the 
operation of our business. 

Would you please tell me 
where I can obtain some color 
slides on remodeling? I’m espe- 
cially interested in bathrooms, 
kitchens and heating systems in 
recreation rooms. 

L. J. WALSH 


e DE was happy to send contractor 
Walsh the names of some good sourc- 
es of color slides. Other readers de- 
siring the same information should 
write to the editor. 
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How’s BUSINESS? ®. 
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That's a fair question - one that deserves an answer. 
ar existence at Kiefaver's. 





Here's how 
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FRIENDLY, AND FUNCTIONAL, this news-type letter is sent by the W. H. Kiefaber 
Co., Dayton, O. wholesaler, to its customers and prospects. A picture of Warner 
Kiefaber Jr., vice president and general manager, plus the accompanying in- 
formal message at the top, add a personal touch, while the subsequent discus- 
sion is aimed at conveying a favorable image for the firm and its services. 
This illustration originally appeared in DE’s December issue (page 16). 


Wholesalers: Looking for Ways to 
Improve Your Contractor Relations? 


Dayton, O.—I’m enclosing the 
last in the series of letters on 
the function of a wholesaler that 
we prepared for the W. H. Kie- 
faber Co. 

The feature in your Decem- 
ber issue (page 16) on the first 
one has drawn a fantastic re- 
sponse. Dozens of wholesaler 
companies want to reproduce the 


letter over their own signatures. 
You must be well-read! 
G. W. Younc 
Public Relations 


@ The December article describes a 
program inaugurated by the Kiefaber 
Co., Dayton, O. wholesaler, to im- 
prove its contractor relations. The 
letters explain the services available 
to them and why they are valuable. 
(Letters continued on page 26) 
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“Please, Lady, are you going to sit there all day?” 
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(Continued from page 25) 
Hawaiian Contractor 
Favors Name Change 


Hono.utvu, Hawati—I wish to 
express my appreciation for the 
congratulations and the $25 
award extended to me for my 
letter on the name-change pro- 
posal for the plumbing industry. 

I was greatly surprised and 
honored to receive this award. I 
did not expect to receive any 


prize at all for this letter—let 
alone the first prize. 

My pet concern for a long time 
has been the name of our indus- 
try, and I really appreciated the 
opportunity to express my views 
on the need for a change. 

My very best wishes to you 
and your staff for your fine pub- 
lication, and for your endeavor 
to better the plumbing and heat- 
ing industry. 

Deen Morita 





Contractor Turned Wholesaler Is Loaded 
with Ideas for Selling Industry Products 


NASHVILLE, TENN.—As _ usual, 
you have done an outstanding 
job on a feature story in DE. 
(“What Happens When a P-H 
Contractor Sells His Shop, Turns 
Wholesaler?”, DE, April.) The 
only criticism I can offer with 
the entire writeup is that you 
could not present the informa- 
tion that has happened since 
your story went to press. 

You may be interested in 
knowing that we have added 
two additional dealers in the 
past 10 days and have lost one. 


=»We have also modified our 
television commercials to include 
pictures of actual installations, 
instead of the usual picture of 
the product itself or literature 
on the product. Along with these 
pictures of the installation, we 
are showing pictures of the 
contractor-dealer and his cus- 
tomer. This idea is “catching 
fire,” and our dealers are calling 
and writing for information on 
when they will be featured in 
the commercial so they can alert 
their customers to also watch 
the program. 


# We also have a promotion for 
the month of May that ties in 
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with the Kroger grocery chain 
in our trading area. When this 
program has been finalized, we 
will send you the details. We 
think this is another first, and 
we are most anxious for it to be 
a successful venture. We are al- 
so in the process of appointing 
our first “dealer advisory com- 


How to Set Up a 
Remodeling Division 


Catasauqua, Pa.—Please send 
us a copy of Domestic ENGINEER- 
ING that contains the section on 
how to set up a remodeling di- 
vision. We read about its avail- 
ability in one of your issues. Our 
check for $1 is enclosed. 

H. T. KosMAN 

@ The “Book of Remodeling” to which 
Mr. Kosman refers is a 10-chapter 
(Please turn to page 28) 
mittee” on the Modern Home 
Comfort program. The first 
meeting of this group will be 
held in August. 

If you need any further in- 
formation on any phase of our 
program, please call on us. 

ERNEST BUCHI 

Tennessee Pipe & 

Supply Corp. 

e@ Our thanks to Ernie Buchi for up- 
dating our readers on the progress of 
his Modern Home Comfort merchan- 
dising program. Among other innova- 
tions in the program since the above 
letter was written is the sponsorship 


by MHC contractors of televised wres- 
tling in Nashville. 




















‘“‘| sure miss your know-how around the house, dear.’ 
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YOU KNOW 
This Tank Is Plastic Lined 
Hot-Dip Galvanized Inside and Out 


eel = TOA 


TANK 


The gracefully domed head of every Brady 
“Triplecote” tank immediately identifies it 
as the only domestic water tank that is en- 
gineered to give maximum service under all 
water conditions. It is the only domestic 
water tank warranted unconditionally for 5 
years and warranted for an additional 5 
years on a pro-rata basis — 10 full years in 
all. It is the only water tank that assures 
plus-profits for you. When you buy or stock 
water tanks, insist on Brady “Triplecote” 
tanks with time-proved service records — 
con spline sian Mee with the warranty that assures satisfactory 
1939”—and still the most rugged and dependable ee ee 
controls on the market. Available in all sizes, 
Brady controls are the choice of more original 
equipment manufacturers than all others. 









































Write today for complete information and a copy of 


the Brady pace-setting 10-year warranty. 
Brady AIR CONTROLS, ING. 
18th and Ebright Streets « Muncie, Indiana 

Check 6-027-211 on Reply Card 
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procedure manual that covers a wide 
range of subjects the plumbing and 
heating contractor should know about 
to succeed in remcdeling. 

It includes discussions on and an- 
swers to such questions as the follow- 
ing: Why should the contractor get 
into remodeling? How big is the re- 
modeling market? How can the con- 
tractor get started in remodeling? 
How can he promote and sell it? How 
can he control the complete job? 

Copies of the issue are available 
for $1. Address your request to the 
editor. 


Restoring Sanity 
to Pricing 


Mourne, Int.—Many thanks 
for your editorial efforts in be- 
half of “restoring sanity to pric- 
ing” in our industry. 

We shall look forward to read- 
ing more about this campaign. 
Thank you for your cooperation. 


J. B. Coocan 
Planning Manager 
Deere & Co. 
@ For more comments on this subject, 


see the feature beginning on page 81, 
this issue. 


SERVICE CALLS... Says Estimating Booklet 


Is Most Helpful 


NOW GONE FOREVER! 2." 
° received your booklet titled, “A 

Short Course in Estimating,” and 

A lack of service calls may make that fellow up there am writing to thank you for it. 

unhappy, but those who handle the Mt. Hawley “600 

Series” Residential Boiler are mighty pleased about it! estimating, but find this booklet 

rhink of it! Of all the thousands already in use, not one : 

: ‘ : : to be the most helpful. 

has yet required a service call — and that’s no bull! Jou De Roam 

Want more info? Drop us a line. We’ll be happy to fill you 

in on other pertinent details! @ The booklet is a reprint of articles 


appearing in DE’s May, June, July and 
August (1959) issues. 





I’ve read lots on the subject of 


Still some choice exclusive territories available! 





Available in both gas and oil and in Who Makes 
either standard or deluxe package. Roadside Billboards? 


SALISBURY, Mp. — We are 
plumbing and heating whole- 
salers and subscribers of yours, 
and are wondering if you can 
supply us with information on 
something only remotely related 


(4 to our field. 
We're interested in finding out 


what companies make roadside 
1209 W. Alta Road, Peoria, Illinois (Please turn to page 76) 
Check 6-028-212 on Reply Card 
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BALANCES...PURGES... 
SIMPLIFIES... 
SAVES MONEY 


Balancing and purging a forced hot water sys- 
tem is now as simple as turning a valve handle 
and reading a dial! The B&G Duo-Flo Valve, 
with its five threaded connections simplifies pip- 
ing connections to the boiler...eliminates three 
T’s, five nipples and two gate valves or square 
head cocks...saves money because it saves 
time and material. 


Positive purging is accomplished by turning 
the Duo-Flo handle to close one circuit and then 
opening the drain valve on that same circuit so 
that air pockets are forced out. Repeating this 
procedure on the other circuit completely purges 
the system. Just a few minutes of purging time 
takes the place of more lengthy, less positive 
hand venting. 


Balancing the system is equally simple. Ad- 
FOR TWO-CIRCUIT justing just one valve diverts more water into 
FORCED HOT WATER one circuit while lessening the flow through the 


SYSTEMS other. 


OLD WAY DUO-FLO WAY OLD WAY DUO-FLO WAY 


Boiler and radiation Stoll (tamelaloMaelollohivels With circuits above With circuits above 


on the same level on the same level boiler level boiler level 


is 
“leeenon TANK COMPRESSION TANK COMPRESSION TANK 


AIRTROL TANK FITTING AIRTROL TANK FITTING sb AIRTROL TANK FITTING 
¥ 


; a GLOBE VALVE—cold water supply 
LOBE VALVE-cold water supply GLOBE VALVE—cold water supply : * ‘oma 


DUO-FLO VALVE 











DUO-FLO_ VALVE 
fj BOOSTER PUMP 


























=) BELL & GOSSETT 


. F&F & }F 2 he F 


Dept. GR-1, Morton Grove, Illinois 


Canadian Licensee: S.A. Armstrong, Ltd., 1400 O’ Connor Drive, Toronto 16, Ontario 
Check 6-029-213 on Reply Card 


DomesTic ENGINEERING, JUNE 1961 29 





SHERWOOD 
BALL COCKS 











No Introduction 


THEIR LONG, DEPENDABLE 
UNINTERRUPTED SERVICE 
SPEAKS CLEARLY FOR ITSELF 











The thousands of long established plumbers who, SHERWOOD NO. 77 
from way back, have built up prestige through ONE PIN ASSEMBLY 
the use of longlasting, dependable products, will 

vouch that SHERWOOD Ball Cocks are well up 

among the products which helped put them on 

the map. 


The very fact that hundreds of thousands of long 
installed SHERWOOD Ball Cocks are still in use, 
proves that, as far as experienced plumbers are 
concerned, SHERWOOD Ball Cocks Need No 
Introduction. 


They are quality products from their basic design 
right on up through production to their time 
tested usefulness in the field. They are quiet, 
efficient, anti-syphon water savers. Will operate 
on any city water pressure, and meet all code 
requirements. 


SHERWOOD NO. 86-A 
ONE PIN ASSEMBLY 


SHERWOOD SHERWOOD TROUBLE-FREE ONE PIN ASSEMBLY 


From a designer's point of view it might be said that the 
SHERWOOD one pin ball cock assembly has been a big contrib- 
utor to SHERWOOD success, insuring quiet, long lasting, trouble 
free ball cock operation. 





ORDER SHERWOOD 
BALL COCKS 
Manufactured Only by FROM YOUR 


SHERWOOD BRASS WORKS |___ 


6331 E. Jefferson Detroit 7, Michigan 
Established 1903 




















Check 6-030-214 on Reply Card 
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If you are experienced in the water 

systems business, your volume could Sa les 
be nearly double that of 1956. If itis not, 

take a long look at your sales methods. mM eT h od S 
Compare them with the hard-hitting 

program of the FLINT AND WALLING eT 
dealer. He doesn’t have to cook g 

up his own promotions. They are td ted 
handed to him in a neat, easy-to-use OU qd } 
package. This planned promotion, too! 

plus a complete line of pumps, tanks , 

and water conditioners properly engi- 

neered and competitively priced, and 

the backing of a penetrating national 

advertising program, add up to the 

FLINT AND WALLING ‘‘PROFIT 


PACKAGE!"’ May we call and tell you 


all about it? Write us today! 


sell the 
profit if Wa 
package Yd, 


ANSI {F 


by 


WALLING 


KENDALLVILLE, INDIANA 














for every LU purpose 
Check 6-031-215 on Reply Card 
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FIRST | 
IN FLUSH VALVES ;, YEARS 


new, compact NEPTUNE valve with unique inside cover that’s guaranteed for 25 years! 


A whole new concept in flush valve design! It’s the all-new Neptune by Watrous—the first quality compact 
valve ever developed. Dead space and bulk have been trimmed away for truly modern design 
that’s two-thirds the size (and 75% of the weight) of most diaphragm valves. Yet, Neptune is big 
in capacity, delivering sufficient water to flush any closet bowl. 


There are years of trouble-free service built 
into Neptune. The exclusive Delrin 
cover is unconditionally guaranteed 
for 25 years. There’s a special nylon 
tip on the handle stem to guard 


against wear at the metal-to-metal contact. Stem 
packing is spring-loaded—no need to dismantle the 
stem to adjust the packing. And just one gasket 
does all the sealing. 


Neptune is available to meet all requirements with a complete line 
of exposed and concealed models for closets, urinals, 
service sinks, etc. See your Imperial representative or 
write directly to us for complete details on this first 
new idea in flush valves in years! 


Check 6-032-216 on Reply Card 
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Inside Neptune is the most important advance in flush valve 
design—an inside cover precision-molded of Delrin, DuPont’s 
newest acetal resin material. Cover can’t vulcanize or stick 
to the diaphragm .. . can’t corrode in any water ... won’t 
build up residue and deposits. Engineered contour assures con- 
trolled flushing, prevents the diaphragm from turning and 
controls squeezing on the diaphragm. This unique Delrin cover 
is unconditionally guaranteed to give 25 years of dependable, trouble- 
free service or it will be replaced free of charge. 


. 
© © Peeecees 
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. 
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=Walrous 


tmperial-Eastman Corporation General Offices: 6300 West Howard Street, Chicago 46, Illinois 


In Canada: Imperial-Eastman Corporation (Canada) Lid., P.O. Box 645, Barrie, Ontario 
, S.A., Apartado Postal 26544, Angel Urraza 264, Col. Vertiz 





{n Mexico: Imp 
Narvarte, Mexico 13, D.F. 
Check 6-032-216 on Reply Card 
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The newcomer can be a top sales prospect if 
you contact him first and serve him well 


WHo’s THE EASIEST customer 
to sell? Mr. Prime Prospect 
sometimes may be someone 
you've seen before—a 
newcomer to your community 
and business area. 

New residents are unlikely to 
be acquainted with plumbing 
and heating services in the com- 
munity. If you serve them first 
—and serve them well—then you 
stand a good chance of keeping 
their patronage for the duration 
of their stay. That first impres- 
sion is very important. 

There’s another good reason 
why the newcomer is a prime 
business prospect. He may be 
bringing much of his household 
needs with him. On the other 
hand, he may be in the market 
for new bathroom, kitchen, util- 
ity room or heating equipment, 
since many people like to make 
improvements when they move 
into a new house that had pre- 
vious tenants. 


never 


s How do you discover that the 
newcomer has arrived? 

There are lots of ways in 
which your community keeps 
track of newcomers. The “wel- 
come wagon” is a type of service 
that’s worth looking into. A 
well-trained hostess calls on all 
newcomers and presents them 
with small gifts and invitations 


34 


to visit the select firms subscrib- 
ing to the service. 

If you wish to make the direct 
contact yourself, there are many 
ways to obtain address lists. 
Utility offices can supply them, 
since newcomers promptly ap- 
ply for gas, electricity, water and 
telephone service. In some cities, 
these lists are published in busi- 
ness and legal newspapers. 

The fresher such lists are, the 
better. You want to get to the 
newcomer as soon as possible so 
as to make your sales talk the 
most impressive. When using 
utility lists, it’s a good idea to 
make a regular check (weekly is 
best) at their offices. 

You might contact real estate 


JOE'S 
MOVING 


“ 


people and home builders also. 
They are valuable sources since 
they can give you the names of 
people who have purchased new 
homes or are contemplating do- 
ing so. 

Newspaper boys are an excel- 
lent source of new names. Pay- 
ing them say 25 cents for each 
new name is an inexpensive way 
of securing them. 


«Chamber of commerce organi- 
zations in many cities make up 
newcomer lists for use by mem- 
bers. If available, such a list 
should not be overlooked, but it 
does have the drawback of being 
available to competing contrac- 
(Please turn to page 68) 





WELCOME TO OUR COMMUNITY! 


If you pay a brief visit to 


the newcomer in your business area, offer to serve him, and 
leave something useful with him that he’ll likely keep, the 
chances are good that he’ll call on you when he needs the 
services of a plumbing and heating contractor. 
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Check 6-035-217 on Reply Card 


Famous fuel unit ‘‘firsts’”’ from Sundstrand... 
—the anti-hum diaphragm— 


Remember the good (?) old days when you 
had to install quieting devices to silence 
annoying “‘tank hum’’? It seems like only 
yesterday, but actually Sundstrand intro- 
duced the first fuel unit on the market 
equipped with an anti-hum diaphragm in 
April, 1939. 

This diaphragm reduced significantly the 
basement tank hum caused by vibration in 
the oil column resulting from pulsations in 
the intake line. And since the oil didn’t pass 
through the diaphragm, there was no re- 
striction in flow rates. 

Not content with this major innovation, 
Sundstrand engineers went back to their 


GENUINE PARTS 


cemtinieD 


drawing boards and in March, 1953, the 
first nylon anti-hum diaphragm was born! 


This new noise silencer completely elimi- 
nated what had been a frequent source of 
complaint from home owners. Constructed 
of acid- and oil-resistant nylon, this diaphragm 
acts as a pneumatic pillow to cushion the oil 
pumped into the strainer chamber. 

Today, no manufacturer would think of 
producing a fuel unit without a similar device 
based on this original Sundstrand design. 
This constant product development and cer- 
tified service guarantee that you a/ways get an 
up-to-date, quality fuel unit when you specify 
Sundstrand. 


SUNDSTRAND HYDRAULICS 


DIVISION OF SUNDSTRAND CORPORATION 


2210 Harrison Ave., Rockford, IIl.—Eastern Sales Office: 89 Summit Ave., Summit, N. J. Made in 
Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; in Sweden by Sundstrand Hydraulic 


Look for this sign 
it’s your guarantee 
of genuine parts and 
certified service. 


AB Stockholm, in France by R. S. Stockvis et Fils, S. A., 20-22 Rue Des Petits-Hotels, Paris 


+ 
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Once primed, Goulds jets stay primed. 


A patented air-separation chamber supplies prac- 
tically air-free water to the jet. Combined with the 
patented self-priming pump, it: 


1. Ends inconvenient, profitless service calls to 
reprime. Saves you time, money and sleep. 


2. Saves installation time. Gives you easier, faster 
priming. 


3. Prevents seal from running dry, even though 
water level drops below the foot valve. 


4. Keeps your customers happy. They get water 
whenever their well can supply it. 

An Inside Look Shows WHY 

You Never Reprime a Goulds Jet 

See for yourself. Above is an actual working model 
in transparent plastic. It shows the water below the 
suction pipe—indicating the water in the well has 
fallen below the foot valve. 


Yet the impeller stays submerged. That’s because 
a unique separator in the chamber always keeps 
water around the impeller, no matter how low it falls 
in the well. 


Check 6-036-218 on Reply Card 
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When the water level rises again, the pump 
which has never lost prime—is ready to go. A vane 
peels the air from the impeller to provide air-free 
water to the pressure pipe. 

You can recommend Goulds Prime-Flow Water 
Systems for depths to 90 ft. Choose from 1% to 
hp units and capacities to 830 gph. 

Goulds Pumps Inc., Dept. pfRg,. Seneca Falls, 
New York. 


GOULDS (@ PUMPS __ iitomtiectticalimpeter tex the chamber. Ar ges up discharge 


the chamber. Air goes up discharge 
pipe, air-free water goes to jet. 


Check 6-036-218 on Reply Card 
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Why everything comes cleaner in a 


KitchenAid. 


DISHWASHER 


STRANGE LOAD? 


Could be—for some dishwashers. But not KitchenAid. 
KitchenAid, you see, power-washes even unusual items. 
Lifetime ‘“‘Guided Action’? wash arm controls both water 
volume and velocity for the most effective washing of every 
piece in both upper and lower racks. Then everything is 
dried better than “by hand” in sanitized, flowing hot air, 
fan-circulated. Merchandise these exclusive features. 


HERE'S THE NEW Supersa VarniCycue. Push-button VariCycle selection, with “Rinse 
and Hold,” “Full Cycle” and “Utility and Utensil’ cycles. Double wash, triple rinse, 
Dual Filter Guards and unique Flo-Thru drying. King-size capacity for 12. Automatic 
detergent and rinsing agent dispensers. Vari-Front selection includes wood, stainless 
steel, glowing coppers, white, or you can match walls, counters, fabrics. Traditional 
KitchenAid easy installation and long-life dependability. 


INVESTIGATE ALL THE OTHER GREAT KITCHENAID DISHWASHERS— 
the beautiful “Imperial Series,” which includes built-ins, cabinet sink-dishwasher com- 
binations and convertible-portables, or the budget-priced “‘Custom Series.’’ The Hobart 
Manufacturing Company, KitchenAid Home Dishwasher Division, Dept. KDE, Troy, 
Ohio. In Canada: 175 George St., Toronto 2. 


Remember...there’s a KitchenAid. 


for every kitchen...every budget 


See Us At The NAPC Show Booth 347 
Check 6-038-219 on Reply Card 
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"The recession is over." This was the opinion expressed 
last week by leaders in both government and business. 
Among those who sounded the optimistic note were Secretary 
of the Treasury Douglas Dillon, Secretary of Commerce Luther 
BUSINESS LEADERS Hodges, and Walter Heller, President Kennedy's economic 
AGREE THAT RECES- advisor. 
SION ‘IS OVER' Some 1,000 top executives representing all types of U. S. 
business, who attended the annual meeting of the National 
Industrial Conference Board in New York City, agreed that 
"the economy is rapidly improving." 


Personal Income, Here's part of the reason for their optimism: Personal 
Sales & Orders, income reached $410.3 billion in April, a jump of §500 mil- 
GNP All Up... lion. New sales and orders in durable goods were up 4 per- 
cent for the highest level in seven months. Latest predic- 
tions for this year's Gross National Product place it at 
from $20 to $30 billion higher than first anticipated. 
"The recovery in general business activity is more vig- 
-»-But Many Still orous than most people expected," according to Thomas 
Feel Pressures of Patton, president of Republic Steel. He added, however, 
‘Profit Squeeze" that "many industries are still experiencing a severe 
profit squeeze." 


Our_own industry is among those still suffering from 
profit anemia in the midst of gradually rising sales. While 
the plumbing and heating industry undoubtedly will benefit 
from the country's general economic upswing, part of its 
"recovery" depends upon improved management know-how to in- 
crease job efficiency. 

This issue of DE kicks off a new series of "Guides to 
Profit-Making," designed to help our industry improve its 
profit structure. For the first article, turn to page 81. 


* a * 2 






































Ever have a secret desire to be an actor? Some lucky 
contractor can have his yen come true if he's the winner in 
a “get in the movies" contest sponsored by Harcraft Brass 
Coe of Torrance, Calif. 

HERE'S YOUR First prize in the contest is an all-expenses-paid week 
CHANCE TO 'GET in glamorous Hollywood—including a tour of motion picture 
IN THE MOVIES' studios, a round of night clubs on famed Sunset Strip 

and dining at exclusive restaurants—plus a part in a forth- 
coming Jerry Lewis movie, "The Ladies Man," at Paramount 
Studios. (He'll be paid for his appearance, incidentally. ) 


Hareraft Brass There will be 27 runnerup prizes consisting of de luxe 
Stages Contest Revere movie camera equipment. Only contractors are 
for Contractors eligible for the movie role prize, but wholesalers and 
their countermen can qualify for the all-expenses-paid week 
in Hollywood for two and the other prizes duplicating 
the contractor awards. 
Contestants may submit as many entries as they wish. 
(Harcraft says it's simple to enter.) Official entry forms 
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AIR CONDITIONING 
GROUP SETS UP 
COMMITTEE ON 
LEGISLATION 


GAS-FIRED EQUIP- 
MENT SALES GAIN 
IN 1ST QUARTER 


April Sales of 
Water Heaters 
at Record Level 


Central Heating 
Boilers, Furnaces 
Also Up 


URGES PASSING OF 
KENNEDY'S BILL FOR 
HOME IMPROVEMENT 


Says Remodeling 
Backlog Is Already 
Over $69 Billion 


GAMA NAMES 
NEW OFFICERS 


and details of the contest may be obtained from wholesalers 
or the Harcraft Co. itself. The firm's address is 19200 

S. Western Ave., Torrance, Calif. The promotion runs 
through September. 


* + € a 


A new committee to keep up with local and state legis- 
lative activity that affects its field of interest has been 
formed by the Air Conditioning & Refrigeration Institute. 

Among its duties, the committee will keep abreast of im- 
pending codes relating to air conditioning, heating and 
refrigeration, act as a liaison group with other trade 
associations interested in the public safety and health as- 
pects of air conditioning and refrigeration, and “review 
and call attention to those things which, under the guise of 
safety, may in fact be activity directed in restraint of 
free trade.* 


Henry Strong of the ARI staff is committee chairman. 
* * * # 


Shipments of gas-fired automatic water heaters in April 
were at a record high for that month, the Gas Appliance 
Manufacturers Assn. reports. 

The total hit 268,300, 24 percent over the figure for 
April, 1960. For the first four months of 1961, sales went 
up 7.7 percent, with 963,000 units sent to market. 


Factory shipments of residential gas central heating 
boilers and furnaces also showed some gains during the first 
quarter of this year. Shipments totaled 206,814 units, 

0.7 percent over the same period in 1960. 

Gas-fired boiler sales totaled 25,514 units, up 3.7 
percent. Gas forced warm air and gravity furnace sales were 
181,300 units, 0.3 percent over 1960. Shipments of gas 
conversion burners came to 16,600 units, a drop of 30 
percent from the first quarter of 1960. 
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A leading housing authority recently spoke up on behalf 
of President Kennedy's proposed housing legislation, which 
stresses modernization and asks for $3.2 billion to improve 
existing housing facilities in a long-term plan. 

Appearing before the House special subcommittee on hous- 
ing, Edgar Hall, executive director of the Home Improvement 
Council, said there's a remodeling "“backlog' of $69 billion, 
with an additional $16 billion developing each year in the 
home improvement market potential. 


Hall pointed to the increasing importance of the poten- 
tial remodeling market as compared to new home building. 
For every $3 that _ is spent for new home building today, $2 
is spent on home improvements, he said. "This compares to a 
10 to i ratio 10 years ago." Hall urged Congress to pass the 
President's housing bill, with some modifications to make 
it easier for lower-income families to improve their homes. 
The Home Improvement Council, a national organization 
formed to stimulate all types of home remodeling, is head- 
quartered in New York City. 



































* 7 * * 


William Hamilton Jr. is the new president of the Gas Ap- 
pliance Manufacturers Assn. He's president of the American 
Meter Co., Philadelphia. 

Other officers are first vice president J. F. Ray, vice 
president in charge of sales for General Controls Co., Glen- 
dale, Calif. ; second vice president Joseph Decker, 
president of the Plumbing & Heating Division of American- 
Standard, New York City; and treasurer Robert LeMay, manager 
of contract sales for the Selas Corp. of America, Dresler, Pa. 








Check 6-041-220 on Reply Card => 
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LAWSON: 


FAMOUS FOR QUALITY SINCE 1816 


LAWSON VANITY MIRROR 


Even the smallest economy bathroom 
takes on a luxury look when reflected 
in this Lawson Vanity Mirror. It’s 
available in five sizes (24” to 48” 
widths) and practically priced for 
budget housing. 

The combination unit mirror and slid- 


ing door toiletry compartment are 
framed in lustrous stainless steel. In- 


| Toh ae Ob et REXo16 Me aleb eel] 





terior of cabinet is snow-white baked 
enamel. 


Every construction feature is the 
same top quality for which Lawson 
Medicine Cabinets are famous. 


The Lawson line of bathroom prod- 
ucts is sold through leading distribu- 
tors the country over. Write today 
for complete catalog. F. H. Lawson 
Co., Dept. A-1, Cincinnati 4, Ohio. 





Wheatland Steel Pipe gives you 
all the superior qualities of Steel 


plus...PERSONAL ATTENTION 


by top-level Wheatland Personnel 


One of Wheatland’s top execu- 
tives, ready to serve you... 


KARL F. LUKENS 

VICE PRESIDENT IN CHARGE OF SALES 
Member, American Iron and Steel Institute 
Chairman, Committee of Steel Pipe Producers 
Wheatland is a company of pipe 
specialists . . . men who have 
made pipe their life. Karl 
Lukens could be dubbed the 
Dean of Wheatland specialists, 
having been associated with the 
pipe business since 1919. Pipe 
distributors everywhere know 
Karl to be a man who under- 
stands their problems and works 
with them to provide better 
service to all distributors and 
distributors’ customers. 


on 


* 
7, Ag 


Catalog and Price Sheet Data on black or galvanized steel pipe are yours for the asking. 


INSIST ON PIPE MADE IN U.S.A. 


WH EATLAN vail hentiit Pl cine 


Hi ee ae a ae 


WHEATLAND TUBE COMPANY 
Bankers Securities Bidg. * Phila. 7, Pa. 
Telephone: PEnnypacker 5-4687 
MILLS: Wheatland, Pa. ® Delair, N.J. 


scossssaah af hth hzlec dick slow whl Srtehed sa alee gril 
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- PIPE IN ACCORDANCE WITH AMERICAN PETROLEUM INSTITUTE SPECIFICATIONS 
Check 6-042-221 on Reply Card 
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NEW SOLO-TROL’ Single Control Lavatory Faucet 
by STERLING Beer. oe 


Announcing the newest addition to Sterling’s 
family of fine Faucets! Solo-trol is the answer 
when you want a Single Control Faucet with 
only 1 moving part (reduces costly call-backs) 
and better styling (increases customer satis- 
faction). 

Construction? All brass for years of hard 
service; triple chrome plating for permanent 
beauty; smooth and easy to clean surfaces. 
Why settle for less? See Solo-trol soon! 


STERLING 


FAUCET COMPANY 


MORGANTOWN, WEST VIRGINIA 


“Where Quality is Produced in Quantity” 


See us at the NAPC Convention—Booth 538 
Check 6-043-222 on Reply Card 
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SAVE AS YOU GO WITH CHEVY’S NEW REAR-ENGINE TRUCKS 


THERE’S A DOLLAR-SAVING 
DIFFERENCE IN CORVAIR 95! 


We mean there’s a whopping difference—the kind that puts a truck in a class by itself. You can 
see it, too, especially if you know where to look. In Corvair 95 design details, for instance— 
the things that tell you a truck is built with care throughout, crafted in a quality way that 
means more miles before trade-in and less expense along the route. We mean it’s the kind of 
difference that will pay off in dollars every day on your job! 


Power team and driver compartment—evidence of 

extra efficiency. Tucked neatly between the rear 
wheels is the most practical truck-design idea in 
years—the Corvair 95 Unipack power team. Engine, 
transmission and rear axle are combined in one com- 
pact, durable unit. Power is delivered to the rear 
wheels by the shortest, most efficient route. This 
unitized power train design (including an engine that 
measures only 17” high) takes up less space—allows 
for plenty of cargo room in the big pickup body. The 
engine itself is something new in save-as-you-go 
power: a tough aluminum air-cooled 6 that moves 
your loads briskly on a minimum of gas. Up front, 
the big difference in Corvair 95 design is apparent in 
a cab that gives you bird’s-eye visibility (no hood to 
limit vision), plenty of leg room, and a comfortable 
full-width foam cushioned seat (standard equipment). 


Corvair 95’s stay-together build goes unchallenged 
in this field. 


Super-rigid frame-floor assembly outperforms com- 
bination of separate frame and body floor. Eliminates 
a major part of a separate frame’s weight. 
Heavy-gauge crossmembers strengthen the under- 
body; form rigid foundation for front and rear 
suspensions—another reason for long truck life. 


Friction-free coil springs at all four wheels assure top 
load-carrying capacity and smooth ride. 
Precision Ball-Gear steering cuts friction (and wear) 
to a minimum; gives safe, easy steering. 


Unitized body construction means maximum strength 
with minimum weight—for bigger cargoes. 





Exclusive side loading ramp—Ramp- 
side models. Wide, ruggedly built side 
gate drops down to form convenient 
ramp for easy no-lift loading. 


Engine access door speeds up serv- 
icing—gives fast access to oil filler, 
distributor, coil, generator and oil filter. 
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Dimensions point up new utility. Note long cargo area, 
short wheelbase, low 29-inch rear loading height. 
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There are literally scores of reasons why no other 
truck of this type can do so much to put you 
dollars ahead. There’s a cargo area that’s almost 
9 feet long . . . with balanced weight distribution 
that enables a Rampside or Loadside pickup to 
carry up to 1,900 lbs. of payload with a 4,600-lb. 
GVW. There’s a short 95-inch wheelbase for 
nimble maneuvering; deep-biting traction with 
engine weight in the rear; handsome styling that’s 
good for business. 

That’s Corvair 95’s special brand of efficiency, 
ready to give you bigger profit hauling in the 
years ahead. See for yourself at your Chevrolet 
dealer’s. . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 


1961 CHEVROLET STURDI-BILT TRUCKS <2aeetraar 


Check 6-045-223 on Rep!y Card 
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How to unify the elements in your logo 
so the design does not look ‘scattered’ . . . 


“Is it so important to have an 
‘artistic’ emblem and other color- 
ful elements on your letter- 
head?” a plumbing contractor 
asked us recently. 

“Sometimes when we look at 
the stationary our friends use, it 
seems that the colorful shapes 
and lines detract from the im- 
portant information about their 
business. What do you think?” 

We realize that some letter- 
heads contain unnecessary gim- 
micks and an overdose of color. 
In general, however, we believe 
that an identifying symbol and 
a second color are indispensable 


to a good letterhead design—if 
they are appropriate. 

Recently T. E. Nettles of South 
Norfolk, Va. asked DE’s Letter- 
head Design Clinic to revamp his 
logo. His old design contained no 
identifying symbol and was 
printed in just one color, black. 
His name, address and phone 
numbers were scattered across 
the logo, with nothing but the 
sides of the page itself to contain 
or “unify” them in any way. 

DE’s artist moved the compa- 
ny name nearer the center and 
enclosed it in a frame shaped like 
an arrowhead. He put the frame 


xi 5-7779 


5-1456 - 
ONES KI 
nes. PH 


in color, and did the same to 
the two most important items of 
information, the name and the 
line identifying Nettles’ trade. 
The unique shape of the frame 
helps to steer the customer’s at- 
tention gradually to the informa- 
tion on the right. The wrench (a 
traditional symbol of the indus- 
try) and the initials around it 
help identify Nettles in the pub- 
lic mind, and also—because the 
wrench is in a vertical position— 
to “tie” the address to the name. 
As a result of these changes, 
Nettles’ new logo is unified and 
streamlined. END 


THE ELEMENTS in Nettles’ new 
logo are unified by the frame- 
wrench emblem. Major em- 
phasis is still given to the 
company name and trade af- 
filiation, however, which are 
printed in a second color. 
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i Rigistered Plumbing and Heating 


THE BEST FOR LESS 
Tr REPAIRS—REMODELING & NEW INSTALLATION 


“A’’ STREET SOUTH 


NORFOLK 6, VA. 


RES. PHONES 
KI 5-1456—KI 5-7779 


BUS. 
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water supply lines stay quiet when shock absorbers are installed 





Water hammer in supply lines is noisy . . . disturbing and destructive to pipe con- 
nections, valves and gauges. Why risk it happening on any job... when you can 
prevent it so easily and so economically? When you install Josam Shock Absorbers, 
water hammer disappears . . . pipe lines become as quiet as a kitten . . . and you 
provide permanent protection against expensive shut-downs and repairs. There is a 
type and size for every water hammer condition—commercial, industrial, residential *. 


They are simple in construction, troubleproof, dependable — no springs or bellows to 
stick, no diaphragms to wear out, no liquids to replace. Thousands upon thousands in 
all types of installations have demonstrated proven performance over the years. The 
cost is so little compared to the possible damage prevented that they should be 
included on every job! For further information, write for Manual ‘‘SA.” 


*Josam ‘Genie’ Residential Shock Absorbers are molded of DuPont Delrin®. 


JOSAM MANUFACTURING CoO. 
General Offices and Manufacturing Division @ Michigan City, Ind. 
REPRESENTATIVES IN ALL PRINCIPAL CITIES 
West Coast Distributors 
JOSAM PACIFIC CO. 

765 Folsom Street San Francisco 7, Calif. 


JOSAM PRODUCTS ARE SOLD THROUGH PLUMBING SUPPLY WHOLESALERS 
Manufacturers and Representative in Mexico—HELVEX, S. A., Mexico City 


Check 6-047-224 on Reply Card 
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another 
hot AlliancéWare 


rk T ] Hats off to Philadelphia where 
ma e @ booming sales of AllianceWare hold 


real meaning for you, AllianceWare’s complete line is chock full 


of genuine features to help you sell and install, You’ll quickly 


see that your city, too, can be another hot AllianceWare market, 


»». from the new Character Line 





pero 


AilianceWare announces one-piece 
porcelain-on-steel bathtubs... 

Introducing 3 new AllianceWare tub models—Deluxe, Economy 

and Off-The-Floor Drain. These include AllianceWare’s patented 

wall-hung installation that holds tub firmly in place and eliminates 

wall separation. One man can install them, too, since they’re steel, 

not cast iron ... stronger, yet lighter. 


Check 6-048-225 on Reply Card 








V-251, Monarch 


OCLA) )\/ ini. | Suggested retail price 


$87.70, including 


~ 24 y . . a ak 
ORD 12 :* TER \ | | ‘ i avatory and rim 


New AllianceWare vanities . . . the ultimate in clean-line de- 
sign at economy prices. Rigidly constructed of harmoniously 
colored porcelain enamel on metal panels with custom alumi- 
num trim. Feature integral soap dishes, hidden overflow and 
anti-splash beads. Porcelain enamel is acid and stain resistant. 
Reversible sliding doors (optional at extra cost) enable chang- 
ing decor by simple reversal of doors to expose new comple- 
mentary color, Available in a variety of permanently brilliant 
colors that add a new accent to bathroom furnishings. 





Available in four models—single bowl, 32", Monarch: two 
bowl, 47", Emperor; single bowl, 47", Admiral with drawer: 
and single bow! dressing table, 47” counter, 32” base, Diana. 


the longest 
complete line 
in America 


an subsidiary 


ALLIANCEWARE, INC. 

BOX 809 + ALLIANCE, OHIO 

Fast deliveries from 5 strategically located plants 
Alliance, Ohio * Somerset, Pa. * Kilgore, Texas 
Colton, Calif. » Evansville, Ind. 





Check 6-048-225 on Reply Card 








PROWLER 
DEST (OR leWVeny 
WATER SYSTEM 

JOB! 


and have less call-backs when they use either 
flexible Klearcor® or ABS semi-rigid pipe. 
Mirror-smooth interior surface cuts friction, 
requires less power and smaller pumps. Both 
are rust and rot proof, chemically resistant, 
and non-toxic. Complete conformance to all 
existing applicable standards. Always full 
wall thickness. With accurate ready-to-use 
fittings. Get Klearcor® in standard %” 
through 2”. Western Plastics Corporation 
also manufactures a complete line of ABS 
Semi-Rigid Plastic Pipe in standard %” 
through 6” sizes. 


cd 
| 
i 
: 
i 
i 
{ 
i 
t 
i 
' 
t 
f 
i 
i 
{ 
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(MEN RGOR 


(Flexible) 


@® Registered, Patent Pending. 


WESTERN PLASTICS CORPORATION ¢ ov) 


_1515 W. 2nd Street Phone 3-136] Hastings, Nebraska 


Check 6-050-226 on Reply Card 
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Two sides of the same coin 


IN Repidagion JETS, QUALITY MEANS PROFIT 
Rapidayton jet pumps are quality-built, through and 
through. Check a Rapidayton jet, part by part, with any 
other jet on the market. In Rapidayton jets you will find 
no partial motors, no short-cut construction, no substitute 
materials. Here is quality that sells in a competitive 


market—in any market. For maximum profit, a very 
minimum of service calls, and lasting customer goodwill, 
sell Rapidayton QUALITY jet pumps. See your Rapi- 
dayton wholesaler today—and step into a NEW ERA of 
profit in water systems. 


MODERN NEW JETS—There’s a 
Rapidayton jet for every need 
to 200 ft. Complete new line 
of Shallow Well, Convertible, 
and Deep Well models. Fully 
packaged systems. Quality that 
insures maximum profit and 
customer satisfaction. 


STANDARD NEMA MOTOR —Big, 
long-lasting heavy-duty 56- 
frame motor. Overload pro- 
tected. NEMA standard, avail- 
able locally. The motor shaft 
couples with the impeller out- 
side the pump body; never 
touches water. 


% hs 
cee ae 
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NEW SHELL CORED CASTINGS 
with micro-smooth water pas- 
sages for optimum efficiency. 
Quad-Volute pump body (in 
single casting) has NEW stream- 
lined circular volute passages 
which are designed for pos- 
itive self-priming. 


NEW OPEN, SEPARATE MOTOR 
MOUNTING BRACKET — Bolts 
easily accessible, so motor or 
pump head can be removed 
without disturbing tank or in- 
stallation. Exclusive sand elim- 
ination chamber and brass seal 
retainer. 


The Tait Manufacturing Com 


Dayton 1, Ohio 


© 1961 TAIT MFG. co. 
Check 6-051-227 on Reply Card 
DoMESTIC ENGINEERING, JUNE 1961 





Chancery of the Embassy of Switzerland, where gas provides 
heat for comfort through a Lo-Blast Burner. 


National Rifle Association of America. New building is 
heated throughout with Lo-Blast Gas Burners, 
installed on the roof to save valuable space. 
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In Washington, D.C....cost-conscious building 


Private homes, clubs, schools, government build- 
ings, industrial plants...all types and sizes of build- 
ings in Washington...get top heating efficiency and 
unbeatable fuel economy with Lo-Blast Power Gas 
Burners. Consistently low operating costs reflect the 
advantages of this type of burner. 

Versatile Lo-Blast burners adapt easily to any boiler 
or furnace. With their “inshot” design, all compo- 
nents are outside the firebox for easy access and 


longer life. Burners operate automatically with 
forced air injection, independently of variable chim- 
ney drafts. You get greater combustion efficiency 
with all the conveniences and economy of gas heat. 
For information on Lo-Blast Gas Burners—and their 
smaller counterpart, the Economite—contact your 
local Gas Company, or write to Mid-Continent Metal 
Products Co., 1960 N. Clybourn Ave., Chicago 14, 
Illinois. American Gas Association. 


Check 6-052-228 on Reply Card 
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St. Anthony’s High School. The Lo-Blast Gas Burner 
keeps the entire building comfortably warm, 
from classrooms to the spacious gymnasium. 


Economite and Lo-Blast Power Gas Burners 
operate silently, cost less to install, are well 
suited for down-draft boilers, and are availabie 
in capacities from 70,000 to 20,000,000 BTU. 


owners heat with LO-BLAST GAS burners 


Neisner Variety Store « Electronics Cleaners + Dickey’s Dry Clean- 
ers ¢ American Security & Trust Co., Pa. Ave. Branch « Peeler’s 
Cleaners * Clothes Doctor » McBride’s Five and Ten « Call Carl’s 
Auto Repair « Holy Comforter School + Charles H. Tompkins Resi- 
dence « St. Paul’s Lutheran Church « Kensington Fire Department 
A. S. Aloe Building » Washington Loan & Trust Company « Electri- 
cal Workers Union Building +» Second Baptist Church « Apartment 
—66 New York Avenue + Hungarian Relief Agency « Ransdell, Inc., 
Printing Shop and Office « Luther Rice Church + James Vito Apart- 
ment + Washington Maid Ice Cream Plant + Harvey’s Restaurant 
Farragut Medical Building « Bolling Field Mess Hall » Quick Car 
Wash Company, Inc. + Devitt School Building » Wissinger Chevrolet 
Garage + St. Matthew’s Church + Stidham Tire Company « National 
Bureat of Standards + Old Dominion Bank « Beverly Plaza Valet 


Service * Stratford Hotel » Town and Country Cleaners + National 
Professional Engineers Society Building « Best & Co. Retail Store 
O’Donnell’s Restaurant + St. Leo’s Catholic Church + Holy Name 
College + Telephone Company Garage » Temporary Building, Capi- 
tol Hill + Posin’s Delicatessen & Bakery « Arthur Capper Dwellings 
(Federal Housing) - IBM—Vanguard Headquarters « Takoma Park 
Presbyterian Church + 2117 E St., Apartment + 2116 F St., Apart- 
ment + 2500 Q St., Apartment + Cherrydale Methodist Church 
Bolling Air Force Base » 3300—16th St., Apartment » Crusty Pie 
Bakery + Firestone Recap Shop « St. Paul’s Lutheran Church « Grace 
Methodist Church « Hogates Arlington Restaurant « Sulgrave Club 


FOR HEATING 6 GAS IS GOOD BUSINESS! 


Check 6-052-228 on Reply Card 
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Elementary, Watson! 


That guy who stole everything 
but the kitchen sink was pretty 
smart, as a thief in East St. Louis, 
Ill. can testify. 

He was taking off from a va- 
cant apartment with a hot sink 
and five windows when he was 
nabbed by the police. What 
made the police suspicious? 
Well, the culprit was soaking 
wet—he forgot to turn off the 
water before removing the sink. 


Clean Decision 


Ann Landers, the syndicated 
lovelorn columnist, is all lorn 
and little love for a Mr. F. R. 
whose wife writes: 

“My husband is wonderful ex- 
cept for one thing—he hates to 
take a bath.” Mrs. F. R. says 
that after a long period of nag- 
ging about this trying trait, 
hubby said—“Shut up.” 


#Ann, tilting her nose upward 
ever so slightly, advises Mrs. F. 
R. to move into the guest room 
until her mate cleans himself up. 
Advice like that could be dan- 
gerous to national hygiene—mil- 
lions of husbands with nagging 
wives may stop taking baths! 


Cool on Central Heat 


There will always be a fire- 
place as long as there’s an Eng- 
land. 

An informal survey by news- 
woman Helen Griffin shows that 
85 percent of houses built in 
Great Britain in the next two 


years will be without central 
heating. Here are some of the 
comments she heard about cen- 
tral heating: 

“Too impersonal” . “All 
very well for Americans, but not 
for us” ... “The fireplace to 
Britain is a security symbol” .. . 
“Jolly good for romance, too.” 

These reasons come from a 
cross-section of the British popu- 
lace, including real-estate men, 
psychiatrists, and marriage coun- 


selors. But we know the real 
reason fireplaces are still su- 
preme in England—no red-hot 
Yankee salesmen for central 
heating has called yet! 


Toilet Tax Next? 


Columnist Inez Robb has 
called on Americans to slam the 
lid on politicians looking for 
“more tax money in toilets.” 

Flushed with anger, Miss 

















house owner. 





View from the Tub 


’ 


“That’s show business for you,’ 


A few months ago, he couldn’t get enough business to 
leave a ring around his tub in Tokyo. Then he installed 
television for the patrons—and the picture changed en- 
tirely. He’s got tubfuls of customers. Some even pay for 
two baths so they can see the outcome of longer programs. 

There’s just one possible drawback for the bathers. 
Just about the time everybody gets comfortably settled in 
the tubs, tv survey people will probably call up to find 
out what program they’re viewing! 


says a Japanese bath- 
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Robb recently told her readers | 


about Ald. Bruce Pomeroy of 
Minneapolis, who, she said, wants 
to place a $12 per annum tax on 
all but the first water closet in 
every home, office and factory in 
the entire northwestern city. 
Miss Robb says that if Min- 


neapolis taxpayers allow this | 
measure to pass “there will not | 


be a tax-free toilet in the United 
States in five years.” 


| 
| 


Here, truly, she suggests, is a | 


challenge no American can take 
sitting down. 


S.0.S. to the Ladies 


Even before England launched 


her newest ocean liner, 


the | 


Oriana, a lot of observers thought | 


she was a 
Here’s why: 
Journeymen plumbers who 


see-worthy 


craft. | 


worked on the Oriana went on | 


strike several months ago. When 
they returned to the job, the 
plumbing was far behind sched- 
ule, and extra help was needed. 
So the general contractor hired 
60 women to help the journey- 
men finish the job. 

“Most remarkable,” said a 
union spokesman, but the ship’s 
plumbers passed it off with the 
calm rejoinder: “We’re used to 
working around slips.” 


Cold-Hearted Landlord 


A Brooklyn man was accused 
by his landlord of overworking 
the furnace by putting an ice bag 
on the thermostat. 

He explained in court that he 
did it “so the top floors would get 
enough heat.” 


Blast Off, Cool Off 


When the first Martian lands | 


here, he’ll probably say: “Take 
me to your Daniel Hunter.” 

He won’t get any laughs with 
a line like that, but he will get 
expert air conditioning for his 
flying saucer. Hunter, an engi- 
neer 


(Please turn to page 56) 
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for Controlled Weather | 


get MORE with 
AUTO-VENTS' 


MORE for your money .. . 
MORE to select from. . . 
MORE effective.... 


venting of air in 


(hydronic) hot water 
heating and chilled 
water cooling systems 


Choose from No.’s 7-67- 
37-72 Auto-Vents for 
your specific need 


There’s a MAID-O’-MIST Auto- 
Vent designed for the mounting, 
the space and the capacity you 
need. The most complete line 
of float operated automatic air- 
eliminators. Don’t be misled by 
their modest price . . . they do a 
terrific job. Venting air CON- 
TINUOUSLY, they get rid of 
air-pockets that prevent the free 
flow of water. And they’re fast, 
easy to install. See ALL MAID- 
O’-MIST’S Auto-Vents— 


WRITE FOR CATALOG 


_MAID-O' 





the bright new look of quality 
at a competitive price : 


Between Ourselves 


(Continued from page 55) 
Corp., a Chrysler Airtemp dealer 
in New York City, already has 
cooled one saucer, and he’s eager 
to count down the temperature 
in a few more. 

Hunter’s cool saucer is parked 
solidly in Freedomland, U.S.A., 
in the Bronx, N. Y. and provides 
simulated space thrills for 
amusement park crowds. Thirty 
tons of air conditioning prevents 
a> aw the 230 “passengers” from “mois- 

sites : turizing,” and would make even 
SHOWER + BATH + LAVATORY + SINK FIXTURE FITTINGS <aiien ane sey Sanaa 
Smart styling . . . quality construction . . . reasonable price. in appreciation. 

That’s the SPEAKMAN KENT! And that’s why you find the 

KENT line in thousands of new homes and apartments across | Hot News for the Queen 

the country. For SPEAKMAN delivers what customers want |  England’s Buckingham Palace 

most: honest value at reasonable initial cost. Put this basic will soon be as comfortable as 

KENT advantage to work making profits for you now. Joe Doak’s little ranch house in 
the U.S.A. 

Those knights of the bath— 
plumbers, of course—are over- 
hauling the antiquated hot water 
and central heating systems that 
have caused the royal family as 
much discomfort as Uncle Ed- 

) ward did back in the 30s when 
Fo = he abdicated the throne to wed 


an American divorcee. 





SK-500 KENT built-in SK-530 KENT built-in 
slots miles: aThe whole palace is being 
warmed up with a $420,000 face- 
lifting, and much of the new 
piping will be run through old 
elevator shafts which fell into 
disrepute when Prince Philip, 
the Duchess of Kent, and Prin- 
cess Alexandria got stuck for 25 
minutes recently on their way to 
a movie. 


SK-541 KENT center set SK-561 KENT exposed deck 
pop-up lavatory fitting type sink fitting 


No Joking Matter 


t+ R- EAKNIAKR COMPANY “Where’s God?” a Sunday 


WEMINGTON 90, DELAWARE school teacher asked her class of 
5-year-old girls. 
r~-= SEND FOR THIS CATALOG “In the bathtub,” one replied. 


SPEAKMAN COMPANY, DEPT. DE, Wilmington 99, Delaware Puzzled, the teacher asked: 
Please send me your KENT Catalog $-95-B. “Why do you say He’s in the 
bathtub?” 

“Well,” the girl explained, “ev- 
ery time Daddy gets ready to 
Firm, take a bath, he yells: ‘My God, 
City, Zone State aren’t you ever going to get out 
of that bathtub?’ ” END 





Name 





Address_ 























Check 6-056-231 on Reply Card 
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TO INSTALL THE 


AERMOTOR 


% sf MULTI-STAGE JET 
DEEP WELL PUMP 


om Here's Why Installations Are... 


Faster Aermotor’s exclusive adapters eliminate pro- 


longed piping and fitting. Each and every job 
is quick, neat and sure. 





Easier You pipe directly to the lightweight, easy-to- 


handle adapter. Pump is bolted to adapter 
after all piping is finished. 


Lower-Cost You save parts and pipe as well as time. 
Over-well adapters include well seals. Offset 
adapters have side outlets. 


Put away your magic wands, drillers. Aermotor’s ‘MJ’ doesn’t 
need any hocus-pocus to handle those deep wells. Here’s 
reliable power at depths to 200 feet. The 3-stage ‘MJ’ can 
deliver 350 GPH operating on a vertical lift of 100 feet against 
a tank pressure of 80 Ibs. Pump is capable of 850 GPH ca- 
pacities. Available in %,1, 1% and 2 HP units. Features 
improved sand guard and positive, non-slip drive impellers. 


AERMOTOR 
2500 West Roosevelt Road, Dept. DE-6 
Chicago 8, Illinois 


Please send the FREE Booklets checked at right. 


Name 


Address ai 





a nee 


Check 6-057-232 on Reply Card 
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NOW .. water softener business is completely 


different...because you can... 


SELL PERMAGLAS 


-the brand name 








Fully Automatic 


Permagias “.” 


























All medeis tested and validated 
under industry standards by the 
Water Conditioning Foundation. 


Check 6-058-233 on Reply Card 
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These exclusive features 


help you sell Peymaglas’ 


WATER SOFTENERS 


More than 85% of the water le 
softeners sold today are fully auto- 
matic models. Permaglas fully auto- 
matic water softeners are easy to 
sell because you have exclusive fea- 
tures to talk about: 


@ Pressure-type salt storage tank 
eliminates problems of plastic, open brine 
tanks. No sticking float valves, no brine 
overflow, no service calls. 


Motor-driven valve. No solenoids— 
no buttons—no switches—fully automatic. 


10-year guarantee—ful! value 5 year 
guarantee on mineral tank and salt tank; 
plus 5 years pro-rated—provides outstanding 
protection, regardless of water conditions. 


Corrosion-resistant Permalining—double 
coat of baked-on epoxy lining in both 
softener and brine tank—assures long 
operating life. 


TEAR OUT HERE™y 


Permaglas Model AES-10 
Fully Automatic Water Softener 


FIRST CLASS 


PERMIT 169 
KANKAKEE, ILL. 


BUSINESS REPLY CARD 


No Postage Stamp Necessary If Mailed In The United States 


POSTAGE WILL BE PAID BY— 
A. 0. SMITH CORPORATION 


Permaglas Division 


Water Conditioner Dept. DE 661 


Kankakee, Illinois 








= 
+e) 
co 
i) 
i 
© 
° 
=) 
= 
<. 
2) 
B. 
2) 
oe 
Qu. 
@ 
e 
@® 
B 
p. 
Ss 
D 
+e) 
5 
Q. 
ue} 
5 
fo) 
Qu. 
= 
Q 
oy 


Sse[seulleg UO UOT}PeULIOJUI [[NJ sul puss 


Bess SUBH LNO Uva 


HERE'S THE CHANCE 


OF A LIFETIME 
to get top profit on 


an appliance that... 


@ Over 30 million homeowners need 
@ Yet only 6% of homeowners now have 
@ Carries the field's proudest brand name 


@ Is a natural plus sale for you 


It’s the Permaglas 
fully automatic 
water softener! 


Return postcard for 
full information 


GA—Printed in U.S.A, 





WATER SOFTENERS 


customers 
know and trust 


Join us in the profitable water softener business 
as a Permaglas dealer...return postcard for details 





As a Permaglas dealer, you get complete 
sales and service backing 


Permaglas is moving into the huge, untapped domestic water softener 


business in a big way. Join us in this profitable business and get sales and 
service backing all along the line: 


® The Permaglas Name. Already mil- 


@ Co-Op Advertising. Permaglas 
lions know Permaglas. This year, 


helps you with all-important local 


35,000,000 readers of Reader's Digest 
will see full-color Permaglas ads 
every other month. 


A. O. Smith Quality. You'll be 
backed by the 87-year quality reputa- 
tion of A. O. Smith...world leader in 
research and engineering, producer 
of moreglass-lined water heaters than 
all other manufacturers combined. 


National Advertising Program. 
National advertising will appear in 
major consumer magazines. You'll be 
selling a famous brand name cus- 
tomers know and trust. 


Complete Presentation Materials. 
Water analysis service, customer 
literature, displays, demonstrators, 
selling kits. 


newspaper advertising. Tested and 
proven marketing programs will bring 
in leads—deliver high profit sales. 


Dealer Signs. A colorful, 5’x 3’ sign 
identifies you as the man to see fora 
Permaglas water softener. 


Sales and Service Training. Fac- 
tory schools are conducted in six 
product training centers; field 
schools are held locally. You're 
backed by a complete staff of field 
sales and service personnel. 


Nationwide Service Facili- 
ties. Strategically located 
warehousing centers provide 
fast, easy delivery of products 
and parts. 





Permaglas 
Model AES-10 
Fully Automatic 
Water Softener F 


A 











| 


| 


Fe | 


A.O. SMITH | 














CORPORATION | 


| 2Permaglas | 





You can offer a complete line of Permaglas water conditioners—a product 

to meet any customer’s needs or budget. Fully automatic, semi-automatic, 

and manual water softeners; iron removers, clarifiers, and neutralizers. 
Check 6-058-233 on Reply Card 


PERMAGLAS DIVISION 
KANKAKEE, ILLINOIS @© NEWARK, CALIFORNIA 
A. 0. Smith International S. A., Milwaukee 1, Wis. 
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Old unit heaters mean 
new volume for the contractor who says: 


“DON'T REPAIR... 
WITH MODINE U 
HEATERS” 


Check 6-062-235 on Reply Card 
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MODINE-PLAN FOR REPLACEMENT 


means more profits for you! Here’s why... 


Here’s a common sense unit heater volume-sales plan that assures 
you a regular schedule of profits for years to come! 

How does the MODINE-PLAN for replacement pay off for 
you? To avoid expensive, inconvenient (and often useless) re- 
pairs, many companies anticipate unit heater failures before 
they occur. You simply encourage unit heater users to set up 
a replacement time schedule for all units from 10 to 15 years of 
age. The company has usually fully depreciated these old units. 

Tell and sell your customers on these Modine savings: No 
frequent patching of leakers; no work stoppages due to heat- 
ing failure; lower power consumption; minimum maintenance. 
What’s more, your customers benefit from better, quieter heating 
...at lower fuel costs. You benefit from stepped-up unit heater 
volume right now...and bonus profits in the future. 


SEE YOUR MODINE WHOLESALER! He has ail the facts on 
MODINE-PLAN for replacement... will provide any sales aids 
you need and will work with you actively to put this volume- 
business plan into operation. Equally important, he is well- 
stocked with Modine’s complete line of steam and hot water unit 
heaters ... verticals, horizontals, and Power-Throws® . . . in sizes 
to suit all applications. Your Modine wholesaler also has com- 
plete stocks of all the other products shown below. 


thiey 
Pititenys 
Tiitiiian 
liitiisiire 
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Steam and Hot Water Steam and Hot Water Gas-Fired Propeller 
Propeller Unit Heaters Blower Unit Heaters Unit Heaters 


BS | 


Steam Specialties Electric Unit Heaters 


_\better unit heating | 


HARD-WORKING SALES AIDS — available from 
your Modine wholesaler! A complete wrap-up of 
Modine advertising reprints, bulletins, wall chart, 
replacement cost analysis . . . to help you get 
started and successfully carry through on your 
MODINE-PLAN for replacement. 


— 
a 


Gas-Fired Blower 
Unit Heaters 


MANUFACTURING COMPANY 


1502 DeKOVEN AVE., RACINE, WIS. 


In Canada: Sarco Canada, Ltd., Toronto 8, Ontario 
Ee U-1434 


Check 6-062-235 on Reply Card 
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ECONOLINE 
VANS 


Check 6-064-236 on Reply Card 
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Now, you can save $312 to $433 in price* 
alone on a Ford Econoline Van compared 
to old-style half-ton panels. In addition, 
you can save over $100 every 16,000 miles 
you drive! 


These savings come with a man-size 
truck. The Econoline’s cab-forward design 
with welded “body-frame” gives bridge- 
like strength and reduces dead weight to 
haul a full %4-ton. Only 14 feet overall, 
Ford Econolines are nimble in traffic, easy 
to park, need less garage space. Big 4-ft. 
door opening (both curbside and rear) and 
level cargo floor provide new loading ease 
. . . new load workability. 


Special Note To Pickup Owners: Now, you 
can protect your loads from weather and 
theft with an Econoline Van... yet, pay 
less* than for most conventional '%-ton 
pickups. And you can get the same $102 
savings on operating expenses as shown at 
the right. 


*Based on acomparison of latest avaiiable manufacturers’ suggested retail prices 
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HERES HOW YOU SAVE 


SAVINGS ON OPERATING EXPENSES EVERY YEAR! 


GAS Econoline trucks can give 30% better gas 
mileage than conventional '%-tonners. Figuring 
16,000 miles per year at prevailing gas prices, 


OlL—Crankcase capacity is only 3% quarts instead 
of 5 quarts, and the recommended oil change in- 
terval is 4,000 miles versus 2,000 miles. In 16,000 
miles you save 


TIRES—Econoline tires last longer, cost less to 
replace. Prorated saving for 16,000 miles as high 
as $53. Typical saving 


LICENSE-—In many states (not all) the license for an 
Econoline costs appreciably less—up to $30.40 per 
year. Average for all states is 


SAVING ON PRIGE—vou can save $312 compared 


to even the lowest-priced conventional 2-ton panel— 
and up to $433 against others! Saving at least 


TOTAL vear SAVINGS... “414 


and you keep saving 

















$70 


$13 
$16 


$ 
at NO REAR ENGINE HUMP! 


$102 The Econoline’s ‘‘up front’’ engine leaves a level, knee-high 
- floor almost 9 ft. long. There’s no awkward rear-engine-housing 
$ 312 - hump to shrink the back entrance or hinder loading. And the 
'_ Econoline Van provides over 204 cu. ft. of loadspace . . . up to 
57 cu. ft. more than conventional %-ton panels. 


FORD TRUCKS COST LESS 














$102 EVERY YEAR! | “" "sms" 
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FORD DIVISION, Tard /felor Company, 


Check 6-064-236 on Reply Card 





Cash in on all these prospects! 





. 2 ol ol 


Homes with picture win- 
dows that often mean 
greater heat gain or loss 


NOW! Sell Zoning 


New Honeywell Hydronic Zone Valve opens 
a wider, more profitable Zone Control market! 


Now you can sell even your cost-conscious customers the preferred 
comfort of Zone Control. Honeywell's new V8031 includes all the 
latest refinements—yet it’s priced within easy reach of most of your 
prospects. And it’s so easy to install! You eliminate extra circulators, 
save on piping and fittings, and have the choice of any two or more 
low-voltage two-wire thermostats. Take advantage of Honeywell's 
new low-budget Zone Control System to impress your customers and 
increase your profits on every job. 


COSTS LESS TO BUY, LESS TO INSTALL! 





Bia rs 
eae Wee 


It's so simple to zone a hydronic system. The normal sys- The V8031 Hydronic Zone Valve arrives from the factory, 
tem, with its two or more water circuits, can easily be ready to install, in three parts; the valve body, butterfly 
zoned with the V8031 Hydronic Zone Valve at little or no assembly and power head. Simple installation instructions 
extra pipe cost. Plan every hydronic layout for zoning. show you how to install two, three or more zones with ease. 


Check 6-066-237 on Reply Card 
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Homes with living and 
Sleeping areas requiring 
different temperatures 


Split-level homes that are Homes with rooms over 


a puzzle for one thermo- pee that need extra 
stat to handle eating or cooling 


Homes with spread-out 
floor plans that cause 
temperature variations 


Jobs 


Homes with recreation 
rooms that require tailored 
temperatures 


Interchangeable components make both installation and 
service easy. The valve can be mounted horizontally or 
vertically, and is available in either sweat or threaded fittings 
in pipe sizes 4”, 1” or 14%”. 


On new packaged units the burner controls and zone 
valves can be powered directly from the Aquastat* relay. 
Separate AT72 transformers are used when the relay does 
not have a large transformer to power the zone valves. 


*Trademark For further information, call your nearest Honeywell office. Or write 


Honeywell, Dept. DE-6-47, Minneapolis 8, Minnesota. In Canada, 
write Honeywell Controls, Limited, Toronto 17, Ontario. Sales and service 
offices in all principal cities in the world. 


Honeywell 

DEAS = 
Honeywell is selling 1— gm, Li Fut We Coutiol 
homeowners and builders \S=—e A [7 meas 2'NGQ| SINCE 1885 
on quality Zone > bi ~ | 
Control with colorful ads 
in magazines and many 
of the building annuals. 


Check 6-066-237 on Reply Card 
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CADWELL 


No. 88 
TEMPERATURE 
& 
PRESSURE VALVE 








AGA’ 

















gives you 


THE MOST 


A.G.A. 110,000 BTU/hr Steam 


ASME 1,223,000 BTU at 125 Ibs. 
for 


THE LEAST 


A valve designed and built for: 


BETTER SERVICE & LONGER LIFE 





Idea File 


(Continued from page 34) 
tors. Securing names in some 
other manner before the list is 
distributed gives you an edge. 
You can work with non-com- 
peting firms in exchanging the 
names of new residents. Grocer- 
ies, drug stores and _ service 
stations are among the best types 
of firms to cooperate with. 


# Ask your own customers to tip 
you off when new people move 
into their neighborhoods. They 
may not volunteer this informa- 
tion regularly, but asking the 
question of customers every now 
and then will bring forth more 
names than you might expect. 

Check your local newspaper 
too. Parties often are given by 
clubs, churches and other groups 
to welcome newcomers to the 
community. Invariably, these af- 
fairs make the news columns. 

Now that you’ve located the 
not-so-elusive newcomer, how do 
you contact him to make friends 
and win his business? 

A personal call, time-consum- 
ing though it may be, is the best 
method. It’s always easiest to 
just send out a form letter. In 
an active community, however, 
the newcomer often receives 
many of these and, because of 
the number, does not give any 
one a great deal of attention. 


%4” inlet *4” outlet 

#88 has 434” O.A. Extension 
#88-M has 6” O.A. Extension 
PRESSURE—MAX. 170 Ibs. PSI 
TEMPERATURE—210° 


# Not so the personal call. It is 
flattery at its best. It tells the 
prospective customer that he and 
his business are most important 
to the firm. 

Obviously you won’t apply 
iS: | any pressure to get business, and 
ceta ntixaceee faa ‘eS: | you'll keep your call brief. New- 
THE Btabon . ) comers generally are harried by 


2 a hundred things to get done be- 


fore they’re settled. Greeting 
them in the wrong way could 
MANUFACTURING CO. 


antagonize them permanently. 
All you need do is introduce 
yourself, ask if they need any 
immediate help, tell them you’d 
like to serve them, and leave 
(Please turn to page 76) 


CADWELL NO. 75 
Adjustable 25 to 175 Ib. 
pressure relief, with or 
without fusible plug for 
temperature relief. 





Check 6-068-238 on Reply Card 
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plunge right into 


RHEEM PLUMBING FIXTURES... 


how come? 
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because 
Rheem 


MEANS 
PROFIT 


in plumbing 
fixtures, too! 


Yes, you profit with Rheem 
Plumbing Fixtures, too, not 
only from sales, but from other 


important advantages that 
are just as beneficial. 
You profit from the Rheem 


reputation, integrity and service 
...and the completeness of the 
‘full line allows you to meet any 
residential, commercial or 
institutional requirement. You 
profit from 60 years* of quality 
craftsmanship and experience in 
the Plumbing Fixture industry. 
And, you profit from the 
aggressive Rheem promotion 
policy of supporting you 

at your door step. 

Rheem believes that in order for 
you to really profit, it must be 
done in all of these ways. You 
can learn a lot more about 
Rheem Plumbing Fixtures by 
writing Mr. R. J. Pierson, Jr., 
Vice President, Marketing. When 
you write, ask for information 

on the new Rheem ‘“‘Laundray” 
promotion, a special Rheem 
program created to increase your 
Laundry Tray sales. 

Rheem Manufacturing Co. 
Home Products Group, Dept. DE-6 
7600 S. Kedzie Ave., Chicago 52, Ill. 


S PLUMBING FIXTURES A” 


*Formerly 
known as 
Rheem-Richmond 
plumbing fixtures 


Check 6-069-239 on Reply Card 
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how to use gas-fired 
duct furnaces most profitably 


Free from Reznor: the third in a series of 
new Reznor Heating Handbooks, ‘“‘Commercial 
and Industrial Applications of Duct Furnaces.” 
Duct furnaces offer a relatively new way of heating 
through air distributing systems. They provide all the 
economies of direct fired heaters, yet may. be located at 
a distance from the space to be heated. Installation is 
easy — just connect gas pipe, power, and a vent. 

To use duct furnaces most advantageously requires 
some knowledge of special considerations involved in 
specific commercial and industrial applications. 


i 


al 
—_ 





s 
_— 


That’s the purpose of this new handbook, published 
by Reznor, the world’s largest manufacturer of gas unit 
heaters. It tells about the various ways Reznor duct 
furnaces can be used for heating or in combination with 
cooling systems. Also included are illustrations, load 
calculating data, and practical suggestions to help you 
get better heating at lower cost. 

For your copy, mail the coupon to Reznor. And for 
more information on Reznor heaters, call your distrib- 
utor or nearby district office listed in the Yellow Pages 
under “‘Heaters-Unit’’. 


RezNoR MANUFACTURING COMPANY 
Dept. DE-6, Mercer, Pa. 
Send me a copy of ‘“Commercial and Industrial 
Applications of Duct Furnaces’’. 
i j name title 
; | | , ) address 














city state 





Check 6-071-234 on Reply Card 
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NEW DEVELOPMENTS FROM DU PONT: 


Traveling assistants for burnout jobs 


Here’s a new, practical, more effective way to handle refrigera- 
tion system burnouts, Not just replacement, not just flushing 
... but complete pressure cleaning with Du Pont’s new cleaning 
unit. This new unit utilizes Freon-11*, the most effective selec- 
tive solvent available for oil, Sludge and grease. By completely 
removing contaminants that can cause new burnouts, you can 
do the job right the first time . . . eliminate costly, time-consum- 
ing call-backs, ; 

Mounted on wheels, this handy assistant is the latest Du Pont 
effort to make your servicing job easier and more effective. And 
when it’s time to recharge the system, you'll find Du Pont’s 
improved lightweight “Zephyr” cylinder makes the job easier. 


Take a “Zephyr” on your next burnout... or any other job. 
You can’t go wrong. 

Leading air conditioning and refrigeration wholesalers who 
sell “Freon” refrigerants can probably rent you one of the new 
Du Pont units now. But if you'd like to build your own, write 
to: Du Pont Co., N-2420DA, “Freon” Products Division, 
Wilmington 98, Delaware. Ask for Bulletin FD-1. 


FREON ‘ premium quality 
REFRIGERANTS 


*6.u. 5. pat. oft 


BETTE THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


*FREON and F- followed by numerals are Du Pont’s registered trademarks for its fluorocarbon refrigerants, 


Check 6-072-241 on Reply Card 
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Streamline: COPPER TUBE AND 
FITTINGS FOR A MODERN 
PLUMBING SYSTEM... 


A modern plumbing system, fabricated from Streamline copper 

tube and fittings, is the mark of quality in any home. Such a 

system costs no more than one made of rustable materials yet 

has many outstanding advantages. Plumbing contractors like 

copper’s ease of handling and installing. Builders like the space- 

saving feature of copper drainage (standard 3” stack fits within 

a 2” x 4” partition . . . “furring out” is eliminated). Everyone 2 Sa 

likes the durability of Streamline supply and drainage systems. ae ‘ail Phair ar 
Copper quality costs no more, so why not specify and install ne | Streamline Plumbing and 


Streamline tube and fittings? | 1) —_ Heating Products Catalog $-361 
Cy i . . « Write today for your copy. 





yr 
. MUELLER BRASS CO. port HURON 4, MICHIGAN 


Check 6-073-242 on Reply Card 
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Alexander Fleming Junior High School, Lomita, California 


In a California Jr. High Beryan Boilers 


keep pace with temperature changes 


Bryan Copper Tube Boilers are de- 
signed and built to the requirements 
of the A.S.M.E. Code, Gas-fired 
models A.G.A, approved, 


ryan 


COPPER TUSE 


When the temperature on a January school day starts out in the low 
30's and ends up in the high 60's, the school building heating system 
has to adjust quickly without wasting heat, A gas fired Bryan Steam 
Boiler system was designed for Alexander Fleming Junior High 
School, Lomita, California, to keep pace with this kind of temperature 
change. It does the job efficiently, effectively, economically, 


Architects—James R. Friend & C. G. DeSwarte Los Angeles, California 


Mechanical Engineer—Hugh Carter Engineering Co., 2029 Atlantic 
Ave., Long Beach, California 


Heating Contractors—Leo Plumbing Company—A. L. Lock & Son 
Los Angeles, California 


Bryan Sales Rep.—Heat & Power Equipment Co., 3430 Sunset Blvd. 
Los Angeles, California 


BRYAN STEAM CORPORATION Peru, Indiana 


Check 6-074-243 on Reply Card 
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Theodore MonteSano (right), Sec'y-Treasurer of MonteSano and Company, Inc., on a job site with Robert H. Smith, his Dodge Representative. 


“5 to 80% of our business 
comes directly from Dodge Reports” 


“Since our first year, 1954, our volume has multi- 
plied almost seven times, And we can trace three- 
quarters of this increase—or more—to jobs we were 
informed about through our daily Dodge Reports.” 

So states Theodore MonteSano, founder of a thriv- 
ing firm of mechanical contractors in Little Falls, N. J. 

“We couldn't operate without Dodge,” says Mr, 
MonteSano, “In fact, we subscribed to the service six 
months before actually going into business, and con 
sider that those six months of study contributed 
greatly to our success 

“IT atudied several methods of gathering building 
information, and concluded that Dodge Reports are 
fastest, most accurate and most economical, Reports 
on bids submitted one day arrive in our office in the 
next morning's mail,” 

As the suburbs have grown so has the need for more 
construction of schools, hospitals and public utilities 


*. w. cooGE 


I DODGE 


reports 


119 W. 40th St., New York 18, N.Y, 


conronation 


in areas adjacent to cities. Even small industries are 
developing in these areas, close to accessible labor 
supplies. 

“We've been active in this development. While it’s 
a highly competitive situation, by working carefully 
with Dodge Reports, we've been able to keep abreast 
of it and see our business grow.” 

Dodge can help you build your business, too — for 
only a fraction of the profits they'll help you earn, 
Send the coupon for further information, Or consult 
your phone directory for the Dodge office nearest you, 


F. W. DODGE CORPORATION 
Construction News & Statistics Div,, Dept. DE) 
119 West 40th Street, New York 18, N. Y. 


| I'd like to receive your free booklet, “How to Get More 
| Business in the New Construction Field” and details on 

how Dodge Reports can help me increase volume and 
i profits. 
4 


Nome 


Company 


Address 


City 





Check 6-075-244 on Reply Card 
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Idea File 





(Continued from page 68) 
your business card as well as 
something useful with your 
name on it that they are likely 
to keep and which will serve as 
a further reminder of your avail- 
ability. 

Clips that fit on the cradle of 
the telephone and carry emer- 
gency phone numbers, including 
your own, make excellent give- 
aways. Another good giveaway 
would be a map of the city with 


Letters 


your neme in a prominent place 
and indicating the location of 
your store. 

A map of the area is something 
the newcomer definitely needs 
and will probably use for some 
time to come. And if you’ve 
helped him find his way around 
his new community, it only 
stands to reason thei he’ll repay 
the favor by finding his way to 
your firm when he has plumbing 
or heating needs. END 





(Continued from page 28) 
billboards. Do you have a list of 
these? 

FRANK H. Morris 
Shore Distributors, Inc. 


eA list of several companies manu- 
facturing billboards was sent to Mr. 
Morris. Other readers desiring the 
same information may have it by 
writing to the editor. 


Wants Article on 
Atomic Leak Detection 


Maoptson, Wis.—In your April 
(1960) issue you presented an 
article entitled: “Don Gammie: 
Plumber with Atom Age 
Water Witch.” 

We'd appreciate having a copy 
of this, plus the second report on 
this subject which appeared in 
your May issue. 

WILLIAM DRIES 
Loebel Engineering, Inc. 


an 


@ Copies of the articles requested by 
Mr. Dries are available on request. 
Also available is a brochure from the 
Alexander Gammie Plumbing & Heat- 
ing Co. of Chicago describing its tech- 
nique of using radioisotopes to trace 
hidden pipe and detect leaks. 


Blue Grass Contractors 
Will Fight Jacklegs 


Covincton, Ky.—We’ve noted 
several requests in your “Let- 
ters” column from plumbing con- 
tractors who want your Qualified 
Contractor kit. 

Our association is interested in 


76 


combating jackleg installations 
and would appreciate any litera- 
ture you have available for use 
in our campaign. 

J. B. BoNNETT 

Secretary 
Associated Master Plumbers of 
Northern Kentucky 
e Mr. Bonnett was sent a kit, which 
contains posters, suggested news- 
paper ads, publicity releases, etc., for 
use in a program on behalf of quality 
plumbing and heating installations 
made by qualified persons. Single 
copies are available without charge 


to contractors giving evidence of their 
qualifications. 


He's Brushing Up on 
Estimating, Hydronics 


Loya.L, Wis.—I am in need of 
estimating sheets for plumbing 
and also for forced air and hy- 
dronic heating. I’d also appreci- 
ate any information you may 
have on laying 
jobs. 

Hydronic 


out hydronic 


heat is relatively 
new in this area, and any in- 
formation you can send us on 
the subject may save a lot of 
mistakes. 

I'd just like to comment that 
I have been a reader of your 
magazine for many years, and 
know you are the best. 

F. DANKEMYER JR. 

@ DE appreciates the compliment very 
much. Sample copies of the estimat- 
ing forms featured in a past issue of 
DE were sent to Mr. Dankemyer, along 


with articles of a technical nature on 
hydronic heat. END 





Slant'Fin 


piano-hinged 
end caps 


helped sell 


of new hydronic homes 


This ‘contractor designed’ end cap 


0 
\ 
E 


W@ Provides easy access to valves and vents 

@ Permits installation on rough framing (re- 
cessing) 

@ Allows front panel to be removed without 
damage to paint or wallpaper 

@ Gives a full 3” adjustment with its 4” 
width and snap-on construction 

M@ Prevents unit from being “locked in” by 
base moulding 


M@ Speeds the installation— guarantees neat, 
finished job every time 


Write for complete information on Slant/Fin's 
“Contractor Designed’’ functional features; plus 
Slant/Fin’s complete line of rugged, handsome 
commercial enclosures and fin pipe. 


( 
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Mr. Contractor: Ask your Wholesaler for informa- 
tion on the new ‘‘Tee-Shot’’ nailing tool. 


SLANT/FIN Radiator Corporation 
130-15D 89th Rd., Richmond Hill 18, N. Y. 
Check 6-076-245 on Reply Card 








og 4 a * : Ee A fo)" 1. Se. hc bc bc Me lolemelele) 
More than $333,000,000 worth of new 
homes have been sold with the help of 
the Slant/Fin Builders’ 


* Give Builders a sure-fire Program 
that will sell more homes for them. 





Program (1,000 homes 
since our report a month 
ago). This fantastic in- 
crease proves the Slant/Fin 
Law of Geometric Profits. 
It’s simple; it’s very effec- 
tive. It goes just like this: 





* This guarantees that 
Contractors get more prof- 
itable hydronic heating jobs. 


* As a result, those who 
sell and those who install 
Slant/Fin hydronic base- 
board make more profits. 


Slant Fin Builders’ macelele- Un 


helped se// $333,000,000 worth of new homes! 


*MR. CONTRACTOR: This adds up to $19,000,000 in additional hydronic heating business for you! 
Are you getting your share of this profitable business? Find out how you stand in your own backyard 
by writing for your free “Regional Market Survey". Write Marketing Manager 

SLANT/FIN RADIATOR CORPORATION, 130-15 D 89th Road, Richmond Hill 18, N. Y. 





O-B Valves have 
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.in sprinkler systems 
This O-B No. 408 side-outlet needle valve is ideal for sprinkler 
systems and in other piping where both “tee” and needle 
point are needed for effective control. Pressure gauge is often 
threaded on side outlet. Its tough Teflon-impregnated packing 
gives long-lasting corrosion resistance. 


, ° 
L an . ii cy Beane 
“CONULrFOlmued UNIS 


.in room d uw 
Controlling the output of individual room units in central 
heating-and-cooling systems calls for this 3-way double-seated 
by-pass valve. It permits varying output of water to regulate 
temperature of rooms. Continual on-and-off operation is safe- 
guarded by smooth, flexible, durable Teflon packing. 


Teflon packing 


that endures... 


~ — 


.+.1n gasoline pipelines 

Tight shutoff in gasoline and other services makes O-B globe 
valves (like plug-type No. 1401) most effective—particularly 
where continual throttling is necessary. The O-B Teflon- 
impregnated packing safeguards valve operation and helps 
avert the hazards of corrosion in piping gasoline. 





lant supp line: 

Their Teflon packing—impervious to the ravages of oil and 
other processing fluids—makes O-B globe and angle valves 
ideally suited for coolant supply. O-B bronze valves such as 
No. 102 pictured provide tight shutoff of all oil grades. Its 
semi-plug type brass disc also promotes a tight seal. 





O-B valves—first to use long-wearing Teflon packings through- 
out the line—offer many feature-advantages in sizes from %” 


to 3°. You profit most when you standardize on the complete 





23 


O-B bronze valve line. Write for latest catalog information. 


OHIO BRASS COMPANY = Mansfield, Ohio 


Check 6-078-246 on Reply Card 


Ask your distributor for the valve 
in the orange-and-black box 
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HAVE YOU USED 


THE NEW REVERE ACR Copper TUBE 








If you haven't, get in touch with the Revere Distributor 
right away because you're missing a good bet. REVERE ACR COPPER TUBE 

Revere ACR Copper Tube comes in hard temper in For Alr Conditioning & Refrigeration 
20’ straight lengths, in sizes shown in table at right. Actual Std. Wall Pounds 
It is color-coded in blue for fast, sure identification. ieee “— mn fon 
To make things even more simple, actual O.D. in 
inches is stamped on each length of tube. a pores = 
The interior of Revere’s Air Conditioning and “as pr os 
Refrigeration Copper Tube is meticulously cleaned at 750 
the mill and immediately capped on both ends with ; 045 
plastic caps to insure dirt-free, moisture-free delivery 
on your job site. = 











Order your requirements for Air Conditioning 
and Refrigeration Copper Tube (ACR) today from 
the Revere Distributor located nearest you. You'll 
find Revere Distributors, ready to serve you, in major 








cities from coast to coast. 














REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
Executive Offices: 230 Park Avenue, New York 17, N. Y. 


Mills: Rome, N. Y.; Baltimore, Md.; Chicago and Clinton, Ill.; Detroit, Mich.; Los 
Angeles, Riverside and Santa Ana, Calif.; New Bedford and Plymouth, Mass.; 
Brooklyn, N. Y.; Newport, Ark.; Ft. Calhoun, Neb.; Sales Offices in Principal Cities. 


Distributors Everywhere 
Check 6-079-247 on Reply Card 
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THE FINE LINE OF QUALITY - 


What makes 
a system fail? 


THE PHOTOS AT RIGHT TELL OUR 

sTorRyY! Heat entire tube length to 

soldering temperature. Introduce 

wire solder at the base of the tubes. 

Watch capillary attraction take 
over—the solder will rise and fill the m~e. 
entire gap to the top of the tube if / xX 
clearance is .008” or less. Without S_ 
capillary attraction, the bond < KS 
between tube and fitting is guesswork 
—costly joint failures can result. 
Check the clearance between tube 
and fitting‘'on the job’’ with NIBCO’s 
JOINT TESTER. 


7 


Joint failures in a copper plumbing system may 
be due to a variety of reasons that have nothing 
to do with poor workmanship on the job. 
Among the most important factors are: 


1. Soldering clearance between outside of tube 
and inside diameter of the solder cup. 


2. The depth of the solder cup into which the 
tube is inserted. 


3. The depth of solder penetration as illus- 
strated below. 


The difference between a NIBCO fitting and 
one that’s too large may be almost micro- 
scopic, but it can mean the difference between 
success and failure. 


When you specify NIBCO, you can be sure 
you'll get NIBCO’s “fine line” of quality in 
every fitting because all NIBCO fittings are 
made and inspected strictly to A.S.A. stand- 
ards of size, roundness and quality. 


‘PHCIB: 


MEMBER 


ih 


DEPTH OF SOLDER PENETRATION drastically affects the break- 
ing load of the joint. When you have solder penetration of only 
one-third the cup depth of a 34" fitting, the breaking load will 
be approximately 2100 lbs. Solder penetration of the entire cup 
depth, however, raises the breaking load to approximately 7000 
Ibs., which is stronger than the tube. 


.010 tolerances 
between tubes. 


Proper tol- 
erances be- 
tween tubes. 


ini eta st ai cic leh Uitte 


Solder did not ; 
flow. No capil- 9 
lary attraction. | 


3 Solder flowed 
J from bottom to 
£ top by capillary 
| attraction. 


Note excess 
puddle of sol- 
der used in 
the attempt. 


SEND FOR A FREE TESTER 


You can quickly determine whether soldering clearance 
is too great by using the NIBCO JOINT TESTER. If the tip 
of it can be slipped into the clearance between tube and 
fitting . .. something is wrong! You’ll also receive a free 
copy of NIBCO’s new booklet, “How Much Are You 


Paying for an Extra 5%. 


----------- 


” 


NIBCO INC. 
Dept. L-5506, Elkhart, Indiana 


Please send free NIBCO JOINT TESTER and copy of NIBCO 
booklet, ‘How Much Are You Paying for an Extra 5%.” 





name 








firm 





address 


city, state 


Check 6-080-248 on Reply Card 
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A special report by the editors 


Last YEAR, 15,445 American businesses ex- 
ploded into failure, leaving behind a rubble of 
over $900 million in debts and an unknown 
amount of washed-out hope. 

Some 2,607 of these were in the building con- 
struction field—387 of them plumbing, heating 
and air conditioning contractors who left over 


$24 million in liabilities as they made their ‘exit. 


= Added to this were countless numbers who 
quit doing business in the plumbing and heating 
field voluntarily, rather than watch the equity 
of a lifetime become dissipated by the “‘sweep- 


of Domestic Engineering 


ing sickness” that is growing more prevalent in 
our industry every day. 

These are the plumbing and heating in- 
dustry’s obituaries—casualties of the sickness 
that we'll call net profit anemia. 

As tragic as these casualties are, they repre- 
sent a relatively inconsequential part of the 
industry's 40,000 contractors. But the sickness 
to which they fell victim is taking its toll in 
other ways—not in business failures, but in sap- 
ping the health and vitality of other contracting 
firms, both large and small, that are caught be- 
tween the rising floor of business overhead and 


A guide to profit planning for 
the plumbing-heating industry 


BEGINNING IN THIS ISSUE 
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There are as many opportunities 


for better management to push 
profits up, as there are price 
cutters around the corner to 
blame for forcing profits down 


continued 


the lowering ceiling of increased competition and 
depressed prices. 

Most of these contractors won't go broke. Most 
won't experience the ultimate disillusionment of 
seeing their hard-won resources disappear down 
the drain. Most won't be forced to look back 
upon themselves as “failures.” 

But many of them will continue to grope in 
helpless frustration through the twilight zone 
of poor profit returns—never quite going under, 
but never quite pulling out of the business dol- 
drums either. No, these contractors won’t go 
broke. But neither will they experience the ex- 
hilaration of real success, of business vitality, of 
a life’s job well done. 

What’s wrong? What is this profit anemia 
that’s robbing them of a rightful return on their 
investment of time, energy, money, and business 
hopes? 

Like the disease that afflicts the human body, 
profit anemia siphons off the company’s vitality. 
It saps a firm of its strengths. It drains off its 
reserves. Eventually, the company is debilitated 
to the point that regeneration becomes difficult— 
and, in extreme cases, it becomes impossible. 


From those who went broke: a lesson 

It’s that extreme case—the business failure— 
that offers the most concrete evidence of what 
can go wrong with a company. It reveals poten- 
tial management weaknesses. It points to the 
symptoms of coming disease. And it hints at 
the cure. 

So there’s a lesson to be learned from the 
contractors who went broke last year. Were there 
not enough customers? Were there too many 
contractors for the available business? Or was 
it the dirty work of the plumbing industry’s price 





cutters that pushed the 387 to their doom. 

Factors like these appear in the records, of 
course. But the records also show that most 
business failures can be traced to one underlying 
cause: Poor management by those who failed. 

Not to price cutting, but to poor management. 

The price-cutter’s hold on the profit structure 
in our industry has been exaggerated. His role 
as a contributory factor to profit anemia has 
been overstated. Too many contractors who lag 
behind their competitors use price-cutting as a 
scape goat for their own business laxity. 


From a price-cut victim: a complaint 


Do you think these statements are naive 
right out of the ivory tower? Do they rub you 
the wrong way? We want to make a quick 
admission: They were intended to, to help us de- 
velop our next point. 

But first, let’s permit the victim of a price. 
cutter to speak. 

“Now we're going to read a sermon about 
selling benefits and quality products and serv- 
ices,” we can almost hear him say. “Every time 
we complain about price-cutting competition, 
somebody gets up at a convention or sits down 
at a typewriter and tells us to sell benefits and 
push quality—and everything will be all right! 
Customers will flock to you instead of your com- 
petitor. 

“Baloney! This is not coming to grips with 
reality. A fellow like me is at the price-cutter’s 
mercy. If a customer wants to pay the lowest 
possible price for a product or installation and 
my competitor is willing to accept it, there isn’t 
a darned thing I can do about it. I can talk qual- 
ity until I’m blue in the face. The customer won’t 


even be around long enough to hear me finish!” 


What can we say in reply to this seemingly 
sound reasoning? Just this. Anyone who says 
the price-cutter isn’t an important factor in the 
market place is out of touch with reality. Of 
course, he’s a factor. He probably always will 
be. There’s no use pretending that he isn’t there 
or that he’ll go away if you ignore him. Except 
during periods of extreme shortages—such as 
created by wars—he’s a permanent fixture in the 
market place. 

There’s very little you can do about him 
directly. Price fixing is illegal, so you can't 
act against him on a collective basis. Individu- 
ally, you may be at the mercy of his methods of 
doing business on specific jobs. 

You can resolve, of course, not to let the price- 
cutter get you down. This resolve can have a 
salutory effect upon you psychologically. It can 
fortify your determination that yeu’re going to 
run your business at a fair profit in spite of the 


price-cutter. Many contractors do. 


First, a crucial hurdle to get over 


All this sounds just fine. It’s inspiring. It’s 
uplifting. But what’s next? Where do you go 
from there? What can you actually do about 
the price-cutter? You can criticize him. You 
can condemn him. You can help pass resolutions 
against him. But how do you beat him? 

Obviously, there’s no pat answer. But there’s 
a crucial hurdle that must be scaled first if 
we're going to get back on the right track toward 
fairer profits in this industry. 

That’s the realization that how you run your 
business is more important than the prices 
charged by your competitors. 

This is not a pie-in-the-sky statement. It’s the 
hard-headed thinking of experience-hardened 


for the plumbing 
and heating industry 


Planning 
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continued 


contractors. Of management consultants who have 
been called in to help struggling businesses get 
back on their feet. Of lending institutions with 
long years of experience with small businessmen 
and years of exposure to the reasons why they 
make too-low profits and even go broke. 

And it’s the cold fact that lies behind those 387 
contractors who went broke in 1960 because their 
case of profit anemia was fatal. 

They failed not because of what their competitor 
did or what he charged, but because of things 
they themselves didn’t do. They were “guilty” of 
some management weakness. 

The fact is that prices can be right, but a com- 
pany’s net profit can still be off if there are serious 
profit leaks due to management defects, such as 
the following: 

Poor organization. Inadequate planning. Lack 
of budgeting of money, time and materials. Tying 
up too much capital in fixed assets or slow-paying 
customers. Refusal to diversify in a market that’s 
slow for an established kind of activity or, con- 
versely, going into a new activity without ade- 
quate preparation. Failure to keep good rec- 
ords of income and expenditures, so the com- 
pany’s true business health is not known until it’s 
too late. Lack of job-cost accounting. 


How Profit Leaks Take Their Toll 


These were the main causes of business failures 
in 1960. And it’s in the same vital areas of man- 
agement that a company suffering from profit 
anemia today is most sensitive and most vulner- 
able. Here is where the profit leaks lie—even for 
the business that will never go the way of the 387. 

Let’s take some examples of what we’re getting 
at. For the sake of making our point, we’re going 
to oversimplify a little. 

Meet Contractor A, who’s also active in mer- 


The price cutters hold on 


our industry has been 


a major factor in profit 





chandising to the homeowner. He has four full- 
time salesmen and has taken the trouble to find a 
really good sales manager. He has a good crew 
of mechanics who could handle several more jobs 
per month—if the jobs were sold. It sounds like 
this business is in good shape. But there’s a pro- 
fit leak. Where? 

It’s this. A good sales manager can direct the 
activities of six full-time salesmen just as effec- 
tively as he supervises four—and for the same 
salary. This contractor is paying the price in over- 
head and mechanical capability for 50 percent 
more business than he’s getting. The profit he 
isn’t getting is the price he’s paying for a man- 
agement misdemeanor: Not getting all he can out 
of a key employee. He’s running a 6-cylinder 
engine without a full set of spark plugs. 


He Plays It Safe, Misses Opportunities 


Let’s look in on Contractor B. He’s a hydronic 
contractor, active primarily in commercial and 
institutional heating. His competition is strong, 
his profit is anemic. He’s thinking—somewhat 
half-heartedly—of expanding into the residential 
market, but warm air is also pretty strong in his 
area. He’s afraid he can’t compete with warm air 
prices without lowering the standards of quality 
on which he has built his good reputation. So he 
plays it safe and hangs back. 

Where will he find the hormones to cure his 
profit anemia? Perhaps he’s spinning his over- 
head without getting full traction. What would it 
take to expand at his present big-job level into 
commercial and institutional cooling—to beef up 
his crew and his know-how? Air conditioning is 
potentially one of the most lucrative markets of 
the 60’s. More and more, offices and apartment 
buildings must be cooled to attract tenants. Stores 
and theaters must be cooled to win customers. 
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Such an expansion could mean larger contracts 
and larger figures but his bids could be more com- 
petitive because of increased efficiency. Roughly, 
the same overhead would handle doubled con- 
tracts. The same men on the job site often could 
handle both jobs. He already has 95 percent of the 
organization for it. 

Is this contractor’s problem entirely someone 
else’s price cut? No, he’s driving too big an organi- 
zation on too small an errand. 

But Contractor B has other alternatives too. 
He’s fully capable right now of invading the resi- 
dential hydronic heating market, remember, but 
is worried about the competition of warm air 
prices. 

The obvious management weakness here is 
failure to keep up with new tools and techniques 


| WANT TO PLUG MY PROFIT LEAKS 


Please send me your free profitability checklist. I want to 
put my management practices under a business analysis mi- 
croscope to see where I have any profit leaks that I can plug. 


How to 
Get Your 


Name 


in his trade. His journeymen, right now, with 
virtually no extra training, are capable of going 
out and installing quality hydronic jobs in homes 
at prices fully competitive with warm air—if he 
will give them the tools and techniques for it. 

They can maintain quality in tract housing 
competitive with warm air, and they can use 
materials and equipment of known top quality to 
do the same in custom houses at prices competi- 
tive with custom warm air jobs. 

It can be done with precutting and prefabbing 
in the shop from blueprints, or it can be done 
with quality materials on the job site that need 
no prefabbing or precutting for wall-to-wall in- 
stallation. These new techniques are proven. They 
work. They maintain quality. 


Ideas: A Responsibility of Management 


So price cutting isn’t the real hurdle. The real 
obstacle is that set of blinders he’s wearing to 
protect his own skepticism of something new. A 
primary responsibility of management is that of 
examining new ideas, evaluating them objectively, 
studying to see if they can help his own opera- 
tion, passing judgment, and then using the ones 
that pass his tests. 

Contractor C is in a different kind of situation. 
He has a fine old firm with a long-standing reputa- 
tion, and after World War II he went into new 
construction with profit-hungry zeal. From his 
old neighborhood shop he works on the mush- 
rooming outskirts in all directions. 

The trouble is the healthy boom has gotten 
skinny. Too many competitors jumped on this 
particular bandwagon. There’s too much bid shop- 
ping, and his profits have caught the common 


Title 





Copy 

of the 
Profitability 
Checklist 


(See page 92) 
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Profit Kit 


continued... 


illness of the era—anemia. About all he’s doing is 
keeping his men busy, and he has to shave his 
. price to the bone for what jobs he does get. He’s 
mighty discouraged. 

Poor fellow. He might be sitting on a gold mine 
and doesn’t even see it. While he combs the out- 
skirts looking for builders and checking his profit- 
less jobs, a thousand families are living contented- 
ly in the older homes in his own neighborhood, 
still pulling chains to flush their toilets! They 
refuse to leave the old friends and the old values. 
They like their old solidly built homes. 

But this doesn’t mean they’ll necessarily cling 
with equal zeal to antiquated plumbing, old- 
fashioned kitchens or inadequate heating. How 
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would they react to the prospect of a powder room 
in that old stair well? A second bath in a first-floor 
closet? A bright new kitchen just like in the 
magazines? An end to the draftiness of that old 
heating system? Summer cooling? A complete 
renewal of the heart of the home without moving 
away to the strangeness and the commuting prob- 
lem and the long-term mortgage of the suburbs! 


He's Overlooking the Potential 


What’s this contractor’s weakness? He’s over- 
looking the big remodeling potential right at his 
door. He can go into it right now. He has the men 
and the capability. All he needs is a talk with his 
banker so he can offer financing, a planned pro- 
gram and a creative sales effort. He can find a cure 
for his profit anemia if he will stop inspecting the 
trees, one by one, in the suburbs and take a good 
look at the fine green forest around him. 

Contractor C also might be able to do some- 
thing about bid shopping to improve his profit 
anemia in new construction. For example, the 
aggressive move would be to approach other con- 
tractors in the area and attempt to set up a bid 
depository. 

Probably the chief reason why there aren’t 
more bid depositories is the belief—not neces- 
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sarily the fact—that other price-cutting contrac- 
tors wouldn’t go for it. This is pure and simple 
default. This is the crime of not trying. If you 
yourself do not enjoy profit anemia, what possible 
reason is there to suppose other contractors do 
enjoy it? Does anyone like to work for nothing? 

There are now more than 30 bid depositories 
working successfuly in the country. They were 
not built by men wringing their hands. They were 
built by men willing to fight to find a cure for 
profit anemia. 


A Sure Symptom of Profit Anemia 


Now let’s call on Contractor D. He’s a real 
working contractor. He runs his jobs, checks con- 
stantly on his men, sells hard, makes calls. He 
gets a lot of business. Strange thing, though, there 
always seems to be quite a bit of month left over 
at the end of the money. 

That’s a sure symptom of profit anemia. And it 
isn’t hard to find the cause here. This contractor 
can’t see the value of paper work. He won’t be 
bothered with setting up more records than the 
law requires for tax purposes. 

So Contractor D doesn’t really know what it 
costs him to do a job. He can make a bid “out of 

(Please turn to page 88) 
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DE's Profit Kit Takes Shape 


“THE GREATEST COLLECTION of small busi- 
ness aids ever put together in one place” 
is being assembled by Domestic ENGINEER- 
ING as one of the key elements in its cam- 
paign to help our industry restore profits 
to a reasonable level. 

The Profit Kit, as we’re calling it, will be 
available to contractors at moderate cost. 


s The kit contains sample business forms 
such as bookkeeping, cost accounting and 
estimating. It contains a wealth of mer- 
chandising aids. It contains management 
manuals with titles such as: How to An- 
alyze Your Own Business, Traps to Avoid 
in Small Business Management, Keeping 
Overhead in Line, and others. 

Business operating ratios that will en- 
able you to measure the performance of 
your business in comparison with others of 
the same type and size will be included. 


s An important item in the kit will be DE’s 
“profitability checklist,” which can be used 
by contractors to measure the efficiency of 
their own management practices. 

A complete listing of the kit’s contents 
and price and ordering information will 
appear in forthcoming issues. END 
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YOUR 


PRICE CUTTING TABLE 





Margin of Profit 


20% 25% 30% 35% 





if Price Reduced 


5% 
742% 
10% 
12%% 
15% 
20% 


his head” on the spot in a fast selling job. But the 
rent? The lights? The insurance? He made those 
on the last job, so why drag them into this one? 

Complete job records would tell him that he 
must add a certain percentage to every job to 
make his overhead. They would tell him in what 
phases of his work he is bidding too low to make a 
profit. They might tell him 2-way radio in his 
trucks could save him a lot of journeyman time 
and a lot of wear and tear on trucks. They could 
tell him he must add a definite percentage to 
every job for profit. They could tell him a thou- 
sand things he doesn’t even suspect. 

Don’t misunderstand. This is a terrific contrac- 
tor. But paper work is more than important. It is 
necessary. And the more competitive the business 
becomes, the more necessary paper work becomes. 
Good cost accounting is a must if profit anemia 
is to be cured. 


We said at the beginning of our examples that 


Additional volume needed to Maintain Equal Profit 
33 25 20 16 
60 43 33 28 
67 50 40 
71 55 
75 





we would oversimplify our “case histories” to 
make our point—and, of course, we have in every 
instance. Many key factors were disregarded. No 
contractor who’s active in new construction only, 
for example, could just walk into remodeling. 
He’d have to have the organization for it. He needs 
salesmen. He needs someone who can look at an 
old bathroom or kitchen and visualize a new de- 
sign in the same old place—and know what it 
would cost. He has to learn to schedule jobs so 
that he’ll cause the least inconvenience to the 
homemaker. 


=» In new construction, he probably deals most 
often with the builder or general contractor. In 
remodeling, he’d be dealing with homeowners not 
only for working purposes but to get his money. 
So he’d have to set up a working arrangement 
with financing companies. Not the least of his 
problems would be training himself to be the 
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prime contractor, to handle the complete job of 
plumbing, heating, plastering, tiling, carpentry, 
etc. that remodeling calls for. 

No, our new construction contractor couldn’t 
just walk into remodeling. He’d have to prepare 
himself for it. Otherwise he’d make a different 
kind of management mistake—getting into some- 
thing he’s not equipped to handle. 


= The same charge of oversimplification could be 
made against the other “case histories” we pre- 
sented. Many ramifications of every key element 
were left untreated. But the moral of each story 
still stands. It’s this: 

If a contractor is dissatisfied with his present 
profits, if he’s suffering from profit anemia—then 
he owes it to himself to look for ways in which his 
own hard work and his own ingenuity—not his 
competitor’s price—will determine his profits. He 
owes it to himself to determine whether sins of 
commission or ommission are springing profit 
leaks in his business. 


« The fact is that the battle against profit anemia 
is being lost by default. It’s not being lost at the 
point of sale or the bidding table as often as it is 
being lost through abdication of management 
responsibility. There are as many opportunities 
for better management to push profits up as there 
are price-cutters around the corner to blame for 
forcing profits down. 

This dedication to good management surely 
must be the guiding force to our industry’s fair 
prices-fair profits campaign if it is to succeed. It’s 
the theme of the special “guides to profit plan- 
ning” initiated this month by DE and slated to 
run for a full year. And it’s the only possible ap- 
proach to take, because it’s the only positive, 
virile one. 


= We can’t take the easy, negative way and blame 
the price-cutter for profit anemia. We can’t admit 
defeat and take permanently to our sickbeds, 
hopeless invalids. 

Let’s admit that the price-cutter is not blame- 
less. Let’s admit that he’s a hard fellow to lick. 
Let’s admit that he’s hoary with age and exper- 
ience. But let’s never admit that he can’t be beat. 

Above all, let’s not turn the reigns of our busi- 
ness over to him by letting him dictate the size of 
our profits. Let’s be the master of our own busi- 
ness destinies. Let’s be leaders in the profit up- 


swing! END 
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Coming up in the profit 


upswing series... 


July: Operation Stopwatch—a 
DE profit-planning special 


Two weeks ago, in Allendale, N. J., plumbing 
contractors staged a dramatic demonstration of 
how to reduce costs and increase profits on 
hydronic heating jobs. DE’s report will show 
contractors everywhere how to apply the same 
techniques to make their own jobs more com- 
petitive and upgrade their profits. 


August: He built a million-dollar 
business in the shadow of Sears 


Paul Conrad bought a business in Berwyn 
(Ill.) 10 years ago that was grossing $40,000. 
This year, operating in the face of a giant Sear’s 
store across the street (which arrived in 1953), 
Conrad will gross $1 million, with a net of 
about 5 percent. He outsells Sears on water 
heaters about 1% to 1. DE’s story will cover all 
facets of the Conrad profit-making operation. 


September: Spotlighting the 
profits in zone control 


Consumer purchases of this “bright new 
promise in heating” have been lagging. DE’s 20- 
page depth report will cover ways that you can 
sell up your hydronic heating jobs to include 
zone control. Application data for both new and 
existing buildings of all types and sizes will be 
given, along with a review of the zone control 
products and manuals currently available. 


...and many, many others 





HOW GOOD ORGANIZATION 
PLUGS PROFIT LEAKS 


(Turn to page 90) 
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How Good Organization 
Pluge Profit Leake 


How well organized is your business? Ask yourself these six questions 


—they can start you on the road to more profit from the same volume 


By William J. Kuehn, management consultant 
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ABOUT THE AUTHOR: William Kuehn (of Chica- 
go) has had 12 years’ experience as a management 
consultant. He has analyzed and introduced im- 
provements to virtually every type of retail estab- 
lishment, including several in the plumbing and heat- 
ing industry. 

His prior experience includes 20 years in advertis- 
ing and related work. He recently spent a year and 
a half in Germany, where he helped several firms 
overcome the “growing pains” common to that coun- 
try as a result of its burgeoning industry. 

Now, at 57, he is a management analyst for the 
Ninth Naval District, located at Great Lakes, IIl. 
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EVEN THE 10-YEAR-OLD captain of a neighbor- 
hood baseball team knows that a player must 
be specifically named to each position. Every 
player knows that he has full responsibility for 
handling balls that come his way. It is also 
understood that he has authority to handle the 
ball in any way he chooses, as long as the result 
is satisfactory. 

That, only slightly over-simplified, describes 
organization. It means, primarily, having a clear- 
cut answer to comedian Bud Abbot’s famous 
question, “Who’s on first?”—and who is respon- 
sible for the other necessary positions on your 
business “team.” 


s Is planned organization something needed only 
by big business? The answer to that one is ex- 
cellently and very simply answered by a quote 
from the U. S. Army manual: “Any task that 
cannot be accomplished by one man working 
alone requires some form of organization.” 

An organization plan, in itself, won’t produce 
a single dollar of revenue. But the beneficial ac- 
tion that normally results from good organization 
can plug profit leaks in a way that makes it seem 
like government permission to print 10 dollar 
bills. Let’s illustrate: 

A plumbing contractor in Wisconsin for whom 
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PROFITABLE MANAGEMENT 
STARTS HERE: 


Efficient control of all facets of your business is made 
easier with the help of a properly designed organization 
chart. This series of articles will spell out the principles 


we made a study had no organized method of 
getting supplies assembled and men and trucks 
rolling toward jobs each morning. Supposedly, 
crew foremen were responsible, but three other 
key men tended usually to turn up and add 
to the confusion. Simple calculation showed 
that at least 12 men paid well over three dollars 
per hour each were wasting an average of half 
an hour every day at this process of just getting 
ready to work. Multiply 12 (men) times 1% (dol- 
lar and a half per half hour) times 300 (working 
days per year) and you can see how much was 
added to profits ($5,400) when a practical, yet 
simple organization plan eliminated that waste. 


How One Contractor Boosted His Profits 
from $10,000 a Year to $23,000 a Month 


In a plumbing business in which everybody did 
some selling but no one was specifically respon- 
sible for overall results, an analysis we made 
recently of a year’s operation showed: 

1. That sales of appliances, to which everyone 
was devoting a lot of time and effort (dis- 
organized effort, we should note—no check- 
ing of quotes to each other’s prospects, offer- 
ing ridiculous trade-ins, etc.) had resulted 
in a net loss of about $7,000. 

2. Other sales (including service) , which every- 
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of good business organization, and will show how to 
increase employee output by properly defining each per- 
son’s responsibilities with the aid of the chart. 


one treated casually, had produced the prof- 
it which left a final (but still unsatisfactory) 
$10,000 net profit on over a million dollars 
of total volume. 
Changed emphasis and the avoidance of unprofit- 
able appliance deals resulting from the specific 
assignment of responsibilities gave this business 
a $23,000 net profit during the first month after 
installation of an organization plan. 


» “Everybody responsible means nobody respon- 
sible” is one of those famous truisms to which 
every contractor, wholesaler or manufacturer 
would heartily agree—even as he might wonder 
why his own business is plagued by indecision, 
neglect, duplication, buck-passing, and all the 
other aspects of costly confusion that result when 
nobody knows “who’s on first” or “what’s the 
name of the man on second.” 

The late Lou Costello and his pal, Abbot, were 
well paid for their hilarious scramble of fielding 
assignments. In any branch of the plumbing, heat- 
ing, air conditioning and appliances business, 
however, similar mix-ups can be and, in fact, 
often have been, unfunny and unprofitable to the 
point of bankruptcy. 

To fill in the gaps in that baseball team illus- 

‘(Please turn to center of page 92) 
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PROFITABILITY CHECKLIST 
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Are You Plugging the Profit Leaks? 


Use DE’s profitability checklist to put your 
management practices under the microscope 


How wELt do you know your own business? Are 
you as good a manager as you'd like to be? 

To help you put your own company under a 
“management analysis microscope,” DE has pre- 
pared a lengthy profitability checklist. It’s a list of 


Organization Plugs Profit Leaks 


(Continued from page 91) 
tration and make clear what really constitutes 
good organization, we can do no better than again 
quote from the army manual: 

“Every well-planned organization, civilian or 
military, follows the same _ general pattern. 
Wherever decisions must be made and action 
taken, there is an executive ... . he has authority 
to issue any orders necessary to carry out his 
responsibilities. Every member of the organiza- 
tion has specific, clearly-defined duties. 

“The effectiveness of each member is inevit- 
ably hampered and often nullified if he is re- 
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questions pertaining to every phase of your busi- 
ness operation. 

We're calling it a profitability checklist because 
every factor under analysis has some bearing on 
the state of your profit. Some questions are more 


quired to report to more than one superior. In 
an effort to follow the instructions of one, he 
may violate instructions from the other. He may 
find it necessary to disregard both superiors in 
order to take any action, with thé result that 
needed control and supervision are lost. 

“In well-planned organizations, manpower is 
not wasted ... . assigned to each job are per- 
sonnel capable or performing the job, and every 
position in the organization is designed as a step- 
ping stone for the next higher one. In this man- 
ner, the work at hand is performed efficiently, 
able persons are rewarded, and replacements are 
available for key positions in the organization.” 

The answers to half a dozen questions derived 
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important than others, of course, be- 
cause they pertain to factors that are 
more senstive to good or bad manage- 
ment. But every question is important 
to some degree. And—although they 
can be answered with a simple yes or 
no—every question is a loaded one. 


« Every question is loaded because how 
you answer it has many implications 
and ramifications that have a bearing 
on the main question—how well are 


you running your business to make a 
reasonable profit? 


The complete questionnaire is di- 
vided into several logical parts—busi- 
ness procedures, technical knowledge, 
sales and advertising practices, public 
relations, etc. Some of the questions 
are reproduced on this page to give you 
an idea of the checklist’s content. 


« For your free copy of the checklist, 


fill in the coupon shown on page 85 and 
mail it to the editors of DE. Although 
it’s intended primarily for contractors, 
wholesalers and manufacturers will 
find it useful too. And when you get 
the checklist, don’t be too easy on 
yourself! END 





ATTENTION: ALL BELOW- 


PROFIT BIDDERS! 


AT THE BEGINNING of things, when the 
world was young, the donkey was esteemed 
by all the tribes of men as the wisest of 
animals. The good Sheik El-Get-Em-All had 
a great herd of these sagacious beasts, which 
was the pride and joy of his life. 

Other Sheiks came from all around to 
listen and marvel at the wisdom of the herd. 
At such a time came even the Prophet him- 
self—most learned and wise of all the sons 
of the East. With much glowing pride El- 
Get-Em-All led him out to the herd and said: 
“Behold, O Prophet, the wise and talented 
asses. Converse with them, test them and see 


if they are not verily wiser than 40 trees 
full of owls.” 


= Then the Prophet addressed the asses, 
“Let us test your wisdom,” said he. “Answer 
me this question: What should an ass re- 
quire for a three days journey?” 

And they made reply: “For a three days 
journey, O Prophet, any ass should re- 
quire six bundles of hay and three bags of 
dates.” 

“Very good,” quoth the Prophet. “That 
soundeth like a fair and proper price.” 
Whereupon El-Get-Em-All broke into loud 
cackles and said: “Did I not tell you they 
are passing wise?” 

The Prophet answered, “Wait,” and he 
again addressed the asses: “I have to make 
a three days journey, but I will not give 
you six bundles of hay and three bags of 
dates for making it. Let him who will go 
for less stand forth.” 


from those quoted paragraphs will help you de- 
cide if your business is soundly organized: 
1. Is responsibility for every necessary activ- 


= And behold, they all stood forth and began 
to talk at once. One would go for six bundles 
of hay and one bag of dates, until finally one 


ity and the making of all types or decisions 

specifically assigned? 

. Does each key person have all authority 

necessary to properly handle the responsi- 

bilities assigned to him? 

. Does each of your employees report to just 

one other—have only one “boss?” 

. Is each person well selected for his job and 

utilized to the maximum of his capabilities? 

. Is the “chain of command” clearly defined 

so that every employee has a goal of prog- 
(Please turn to page 94) 
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especially long eared ass agreed to go for 
one bundle of hay. 

Then spoke the Prophet: ‘“Fool!”, quoth 
he, “you cannot even live for three days on 
one bundle of hay, much less profit from the 
journey.” 

“True,” replied the long-eared one, “but 
I wanted the job.” 

And from that far-off day to this, asses 
have been known as fools, and price cutters 


have been known as asses. END 
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COUNT ME IN—HERE’S MY PLEDGE: 


I want to be a leader in the profit upswing. I pledge that my 
prices will be fair to me as well as to my customers. I pledge 
that all my prices will yield a reasonable profit. Please send 
me, without charge or obligation, a Fair Price Certificate to 
hang on my wall. 


Name Title 








Street Address 





City, State 





I am a Contractor__, Wholesaler__, Manufacturer, 


Mfrs. Rep.—. 


Cut out and mail to the editors, Domestic ENGINEERING, 
1801 Prairie Ave., Chicago 16, Ill. 
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Organization Plugs Profit Leaks 


(Continued from page 93) 
ress toward which to strive? 

3. Does each key person have a qualified and 
trained replacement who can take over as 
necessary, whether temporarily or perman- 
ently? 

If you can truthfully answer yes to each of 
those questions, and are actually using your plan, 
this writer would, without further knowledge, 
call yours a well organized business and would 
venture the guess that you are going quite well 
profit-wise. Good organization, as already noted, 
won't do the work but it provides an excellent 
hope that necessary tasks will be performed 
promptly and well. 

If you had to answer all or some of the ques- 
tions above with negatives or hedges, maybe 
your business needs the kind of organization 
program this series of discussions will try to help 


94 


you develop. It isn’t something that can be 
slapped together some evening after dinner. 
Trained specialists normally require not less than 
two hundred hours of concentrated time to de- 
velop such a project for even an establishment 
of modest size. 

Maybe you can do it for yourself over a period 
of time. Even if progress is slow, each step that 
helps reduce confusion, indecision and duplicated 
efforts on the one hand and neglected needs on 
the other is likely to plug an important profit 
leak. And as improved organization frees your 
top executive (you, perhaps) from the need for 
giving attention to details, he will have time to 
do more and better planning toward still more 
effective operation. 


» Again we emphasize that no business is too 

small to need organization. Even just two men 

can do a lot of stumbling over each other unless 
(Please turn to page 96) 
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HUNDREDS OF CONTRACTORS, 
wholesalers and other industry 
members have signed the pledge 
at left signifying their intention 
to charge fair prices for their 
products and services. The cou- 
pon, which first appeared in DE’s 
March issue, pledges the signator 
to prices that are fair to his cus- 
tomers and fair to himself. 

Those signing the pledge will 
receive, without charge or obliga- 
tion, the handsome purple and 
gold Fair Price Certificate repro- 
duced at the right. The 10 by 14- 
inch certificate, suitable for dis- 
play in a showroom or office, will 
carry the signer’s name. 





To DRAMATIZE the importance 
of restoring sanity to our indus- 
try’s profit levels, DE launched 
its fair prices campaign last 
March. 

We invited our readers to 
pledge themselves to charging 
prices that are fair to themselves 
as well as to their customers and 
offered a fair price certificate to 
hang on the wall. To the customer 
it means he’s being charged a fair 
price. To the signer, it means he’s 
getting a fair price. This is the 
way the customer-seller relation- 


ship should be. 


# Since we started the profit cam- 
paign, about 500 readers have 
signed the pledge. The following 
is a partial list of signers. If you 
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Sign the pledge, and display this fair price certificate 


fai, prices 


opti. is to certify that the undersigned has pledged, for 
this company, its best efforts to protect the public 
health and welfare through quality products, careful 
workmanship, and fair and equitable prices based upon 
actual costs of installation, overhead and dependable 
service to the buyer, plus a reasonable percentage of profit. 





Meet the First 500 Pledge 


haven’t already done so, we hope 
you too will join this elite group. 


Abbate, John—John V. Abbate 
Plumbing & Heating, Levittown, 
N:i% 


Abbenzeller, Walter—Heating 
Trades Supplies Inc., Toledo, O. 


Adams, Harold—Herbert H. Adams 
Plumbing & Heating, Santa Ana, 
Calif. 


Ahern, James, Jr.—James J. Ahern 
Co., Elkins Park, Pa. 


Alexander, Earl—Hartford Hard- 
ware Co., Hartford City, Ind. 


Anderson, George— Anderson 
Plumbing & Heating, Mechanics- 
burg, O. 


Anderson, John—W. J. Bradshaw 
Inc., Arnold, Mo. 


Askins, Gerald—Gerald Askins 





Signed 


Signers 








Plumbing, Heating & Electric, New 
Bloomfield, Pa. 


Baird, H.—Reliable Heating Serv- 
ice, Toronto, Ont. 


Balme, Edward—Boca Plumbing 
Inc., Boca Raton, Fla. 


Barrett, John—Barrett Sheet Metal, 
Alton, Il. 


Baughman, J. E.—Reed Manufac- 
turing Co., Erie, Pa. 


Behler, Charles—Yerk, Pa. 


Belanger, A. M.—Chicago Climate 
Control Inc., Chicago. 


Belew, C. M.—C. M. Belew & Son, 
Madisonville, Tex. 


Bell, H. H.—Bell’s Plumbing Serv- 
ice, Franklin, Pa. 


Bellon, George—Bellon Plumbing 
Co., San Diego, Calif. 


Benner, Thomas—Wildwood, N. J. 
(Please turn to page 118) 





What Jobs for Which People? How to 


Develop Departmental Lineups 


ONE WOULD NOT BE carelessly using big 
numbers in saying that millions of dollars of 
potential profits leak out of plumbing and 
heating service organizations each year 
through negligent handling of tools and parts. 
An accurate figure, if it might be possible to 
calculate one for the entire industry, would 
probably reach several millions. 

A typical example of such waste was 
found in a company we studied recently, 
where the knee-high heaps of mostly usable 
parts that had accumulated in the corners 
of three service trucks were shown to have 
a cost value of more than $800. How much in 
value had become rusted or damaged to use- 
lessness, stolen or lost in various other ways 








Organization Plugs Profit Leaks 


(Continued from page 94) 
they have a clear understanding of who is respon- 
sible for what and exactly where the authority of 
each starts and stops. Each added employee 
means added confusion unless an organization 
plan makes everybody’s duties clear. 

The number of people in your business is a 
practical factor to consider in deciding how much 
formality to go through in setting up your or- 
ganization plan. Where a dozen or more may be 
involved, the potential value justifies the cost 
and effort necessary to have a well drawn or- 
ganization chart and a carefully prepared oper- 
ating manual. A few simpie bulletins may be 
enough for a smaller business. And while reliance 
on the spoken word is always to be discouraged, 
since forgetfulness and misunderstanding are 
almost inevitable, maybe a very small group of 
workers can “get by” by just agreeing on assign- 
ments, provided their thinking is complete and 
their understanding is clear. 


« Leaving to your judgment, therefore, the de- 
cision as to the exact form in which to place the 
materials involved, here are the steps necessary 
to develop an effective organization plan: 


9§ 








Organization Plugs Profit Leaks (part 2) 


before the condition was corrected, one can 
only guess. 

If we were engaged in an effort to name 
the biggest profit leak in the plumbing and 
heating industry, another promising candi- 
date for the honor(?) might be wasted time 
of service men due to haphazard scheduling. 
The wasted wages from this source, plus ex- 
cess truck costs due to needless driving 
which is wrapped up in the same bundle, 
would undoubtedly account for more millions 
that plumbing contractors and_ related 
types of organizations could, but don’t, retain 
as profits each year. 

The two leaks cited, and many others 





(Please turn to page 186) 





. List every type of task or activity for which 
someone must be responsible if your busi- 
ness is to operate properly. (Such a list is 
available to plumbing and heating contrac- 
tors in DE’s Profitability Checklist.) 

2. Divide them into logical and _ practical 
groups (departments) for the assignment of 
responsibility. (This step produces an Or- 
ganization Chart.) 

. Decide how much authority each key per- 
son must have to make effective discharge 
of his responsibilities possible. 

. Put the whole plan in writing, preferably in 
permanent manual form. 

. Name the best qualified people to each key 
position. 

. Review the plan with everybody to be sure 
each employee fully understands how it 
works. 

Guidance in working out the steps necessary 
to setting up an organization plan will be supplied 
in future discussions. Meantime, you can make 
a useful start by setting up lists of all the things 
that need to be done to run your business proper- 
ly. Thoughts as to items you have overlooked, and 
suggestions for grouping tasks and activities cor- 
rectly into departments and sub-departments, will 
be our next subject (article above). END 
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“All Star" Counseling Team Set to 
Aid DE's Profit Upswing Campaign 


Industry “first” will 
feature discussions of 
contractor problems at 
the NAPC convention 


LEADER 
IN THE 
PROFIT 
UPSWING! 
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WHEN THE NAPC CONVENTION 
opens this month in Detroit, the 
host city’s Tigers may well be 
at the top of the American base- 
ball league, but they won’t be 
the only team in the local lime- 
light. At the convention a group 
of leaders in the plumbing and 
heating industry also will be 
featured as they discuss prob- 
lems with contractors as part of 
the unique “Merchandising and 
Management Counseling Serv- 
ice” located in DE’s industry-in- 
action exhibit. 

As a new exposition “first,” 
this outstanding array of author- 
ities will be prepared to supply 
contractors with suggestions and 
answers, plus related literature 


and other aids, on a variety of 
key subjects dealing with all 
phases of contractor operations. 
These subjects were selected on 
the basis of interest expressed 
by contractors who were inter- 
viewed by DE. In many in- 
stances, the subjects relate close- 
ly to the all-industry profit up- 
swing campaign that DE cur- 
rently is sponsoring. Included 
are topics ranging from better 
management techniques to busi- 
ness diversification methods. 

The subjects on which the 
counselors will advise are listed 
below: 


« How to Lower Hydronic Heating 
Costs—Consultant: Philip Kosch, 
(Please turn to page 98) 











Arch DeLancey 


Top Merchandiser Will Tell How 
to Make Remodeling Pay Off 


Arch DeLancey is one of the indus- 
try’s top experts on plumbing and heat- 
ing remodeling. He’ll advise contractors 
on this subject in DE’s booth at the 
NAPC convention in Detroit. 

In achieving an impressive record of re- 
modeling success, he’s ably demonstrated 
that he not only knows the ins and outs of 
setting up a contractor remodeling opera- 
tion, but has dramatically illustrated that 
he has the ability to make it pay off. 


= An outstanding example of this is the job 
he has done at the T. D. Gustafson Co., 
Minneapolis, where he serves as sales man- 
ager. He joined the Gustafson Co. in 1953 
to set up a remodeling division and in seven 
years he had—through the help and en- 
couragement of his employers, Roy and 
Walt Gustafson—built up the remodeling 
volume from nothing to $325,000. 

In recognition of his achievements, the 
T. D. Gustafson Co. was presented with 
the first award—a $3,500 motor truck—as 
the nation’s top remodeling contractor in 
Domestic ENGINEERING’s nationwide Big 
Push Remodeling Sales Contest in 1958. 


s DeLancey’s philosophy on remodeling is 
that it should be as easy as possible for the 
homeowner to buy. If you ask Roy Gustaf- 
son, he will freely tell you that profits from 
remodeling are larger than those from the 
1% million dollar new construction portion 
of the Gustafson business. 








continued ... 


manager of marketing and development, Bell & Gos- 
sett Co., Morton Grove, IIl. 

Kosch entered the heating business with John 
Stevens & Co. in Manchester, N. H., and it wasn’t 
long before he had moved into sales work for the 
firm. This step launched him into a successful sales 
career that has included outstanding achievements 
with several leading companies, including Stewart- 
Warner Corp. and Carrier Corp. 

He joined Bell & Gossett Co. in 1957 as manager 
of the builder development department, became 
field promotion sales manager in 1958 and was pro- 
moted to his present position in 1960. Kosch has 
become well known throughout the industry as a 
speaker as well as for his other activities in pro- 
moting the sale of hydronic systems. 


a Estimating—Consultant: John Williams, estimator 
for Genessee Plumbing & Heating Co. and A & W 
Plumbing & Heating Co., Flint, Mich. 

Williams first entered the plumbing and heating 
industry in 1935, and has been active in it ever since. 
He is a licensed master plumber and has gained inval- 


HERE’S THE 


ALL-STAR LINEUP 


OF PROFIT 
CONSULTANTS 


OVERHEAD 
Robert Hawkins, sales 
training coordinator of 
American-Standard’s P-H 
Division, New York City. 


They'll preside 

at problem-solving 
sessions with 
contractors in 
our booth at the 
NAPC convention 


ESTIMATING 
John Williams, plumbing 
estimator, Flint, Mich. 
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uable experience both in his own shop and in man- 
aging a larger firm that did mostly school and in: 
dustrial work. 

He became so adept with the solutions to work 
problems, such as overhead and estimating, that DE 
arranged for him to prepare a series of articles 
titled “A Short Course in Estimating.” These were 
published over a period of several issues in 1959. 


They proved so popular that they were bound into 
a booklet in 1960. 


s Dishwashers—Consultant: Harold Martin, sales 
manager of the KitchenAid Home Dishwasher Divi- 
sion, Hobart Manufacturing Co., Troy, O. 

Martin is a graduate of the University of Cincin- 
nati and draws from a broad background of adver- 
tising, promotion, sales engineering and product 
planning in the appliance and commercial refrigera- 
tion field. 

He has served in his present position for the past 
five years, the last two of which he also has been 
active as chairman of the Dishwasher Section of 
the National Electrical Manufacturers Assn. 


SNOW MELTING 
George Lain, research en- 
gineer for the Committee 
of Steel Pipe Producers, 
New York City. 


SINKRONIZING AND 
WATERFIED HOUSE 
Fred Rexford, vice pres- 
ident of sales, Elkay Manu- 

facturing Co., Chicago. 


HOME DISHWASHERS 
Harold Martin, sales man- 
ager, the KitchenAid Div- 
ision of Hobart Manufac- 
turing Co., Troy, O. 


PREVENTING PROBLEMS 
IN WASTE SYSTEMS 
Charles Poderzay, vice 
president of sales, Cloroben 
Chemical Corp., South 

Kearny, N. J. 
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= Finding Pipe Leaks and Tracing Hidden Pipe by 
Use of Radioactive Isotopes—Consultant: Donald 
Gammie, vice president of the Alexander Gammie 
Plumbing & Heating Co., Chicago. 

Gammie has the distinction of being the only 
plumbing contractor with an Atomic Energy Com- 
mission license for using radioactive substances for 
pipe tracing. 

As an indication of how effective his method has 
been, at latest report he has handled 48 pipe tracing 
and leak detection jobs without a miss. A complete 
report of his unique method was presented in the 
April and May (1960) issues of DE. 


= How to Improve Your Image with the Specifying 
Engineer—Consultant: Charles Staples, publisher of 
Actual Specifying Engineer, Chicago. 

In 1937, Staples got his first exposure to the plumb- 
ing and heating industry when he joined Domestic 
ENGINEERING magazine, and he’s been active in it 
ever since. He worked his way up to managing ed- 
itor of DE, and in 1958 was appointed publisher of 

(Please turn to page 100) 


TRACING PIPE LEAKS 
WITH RADIOACTIVITY 
Donald Gammie, plumbing 

contractor, Chicago. 


HOW TO LOWER 
HYDRONIC COSTS 
Philip Kosch, manager of 
marketing, Bell & Gossett 

Co., Morton Grove, Ill. 


SALES FUNDAMENTALS 
Lee Martin, president of the 
P-H-C Information Bureau 
and president of NIBCO 
Inc., Elkhart, Ind. 


TIME PAYMENT SELLING 
S. A. Bunis, sales manager 
of Goulds Pumps Inc., Sen- 
eca Falls, N. Y. 


continued 
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(Continued from page 99) 
DE’s newest publication, Actual Specifying Engineer. 
In addition, he holds the title of vice president of 
Domestic ENGINEERING Co., was elected to the five- 
man board of directors of the company in 1960, and 
in March of this year was given the additional title 
of director of publications development. 


= Preventive Maintenance for Waste and Drainage 
Systems—Consultant: Charles Poderzay, vice presi- 
“dent in charge of sales, Cloroben Chemical Corp., 
South Kearny, N. J. 

Poderzay is a graduate of Tufts University where 
he received a BS degree in chemistry in 1948. In 
1954 he joined Standard Chlorine Chemical Co., 
parent orgafiization of his present employer, Cloroben 
Chemical Co., which he has served as vice president 
of sales since 1958. 

With this firm, a producer of chlorinated benzenes, 
he’s become well acquainted with problems in waste 
and drainage systems through his work with Cloro- 
ben, an “all-in-one water system chemical” which 
is produced for clearing drains, grease traps, drain 
fields, septic tanks and cesspools. 


a Time Payment Financing—Consultant: S. A. Bunis, 
sales manager of Goulds Pumps Inc., Seneca Falls, 
ie € 

Bunis has been associated with the industry for 
23 years, all of which have been in sales work with 
Goulds. His experience includes five years as a sales- 
man in the Middle Atlantic territory and nine years in 
New England. He also served four years as assistant 
sales manager prior to January 1 of this year, when 
he was named to his present position. 

He gained an up-to-date knowledge of time pay- 
ment financing when he was instrumental in develop - 
ing and introducing the new financing plan thai 
Goulds initiated in 1960. 

In addition to being active in company sales work 
he has also played an active role in programs of 
the National Assn. of Domestic & Farm Pump Manu- 


Profit Consultants . . . . continued 


da: 


ELECTRONIC AIR THE ‘DESTROILET’ 
CLEANING Donald Frankel, president 
Hal Chamberlain, Minne- of LaMere Industries, Wal- 
apolis-Honeywell Regulator worth, Wis. 
Co,, Minneapolis (tentative). 
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facturers. Currently he is a member of this group’s 
board of directors as well as chairman of its market- 
ing committee. 


= Overhead—Consultant: Robert Hawkins, sales train- 
ing coordinator for the Plumbing & Heating Division 
of American-Standard, New York City. 

A graduate of the University of Washington, Haw- 
kins joined American-Standard in 1953 as a sales pro- 
motion coordinator. He was graduated from the A-S 
heating and cooling school in Buffalo, and served as a 
retailer representative before being named supervisor 
of training services in 1958. 

Hawkins is a member of the sales training councils 
of both the P-H-C Information Bureau and the Cen- 
tral Supply Assn. He participates regularly in sessions 
devoted to helping contractors improve their merchan- 
dising and management methods. 


# Sinkronizing and the “Waterfied” House—Consult- 
ant: Fred Rexford, vice president of Elkay Manufac- 
turing Co., Chicago. 

Since graduating from the University of Missouri 
School of Journalism, Rexford has gained a great deal 
of experience in the appliance industry, having 
worked with such firms as McGraw Electric Co., 
Thor Corp. and Tappan Stove Co. Prior to joining 
Elkay in 1957, he was vice president of Globe Ameri- 
can Co. 

In the time he has been with Elkay, his influence in 
the industry has been much in evidence as he has 
sparkplugged such new concepts as “Cuisine Centre— 
the successor to the kitchen sink” and the subjects 
on which he will be counseling. 


= Sales Fundamentals—Consultant: Lee Martin, presi- 
dent of NIBCO Inc., Elkhart, Ind. 

Martin holds both a BS and Masters degree from 
the Massachusetts Institute of Technology, where 
he studied mechanical engineering. He served as 
manager for the NIBCO branch operations at South 

(Please turn to page 150) 


BUSINESS COURSES IMPROVE YOUR IMAGE 
BY MAIL WITH ENGINEERS 
Ralph Lowe, representative Charles Staples, publisher 
of International Correspond- of Actual Specifying Engi- 
ence Schools, Scranton, Pa. neer magazine, Chicago. 
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Special Section 


OLUTIONS 


To Plumbing- 
Heating 


Job Problems 


Reader Wants Definition of a Milinch 


To the Editor: 

What is a milinch? From time 
to time you use this term, and 
I can guess what it means from 
the context. But I’d appreciate 
a “scientific” explanation. 

Illinois A.W. 


To the Reader: 

A milinch is one-thousandth of 
an inch. So there are 12,000 of 
the critters in a foot. 

The term was probably born in 
connection with the old days of 
gravity hot water circulation, 
when the motive force in a circuit 
was so small it wasn’t practical 
to express it in either pounds or 
feet of head. 

For instance, it’s customary to 
accept the statement that a col- 
umn of water 2.31 feet high 
exerts a pressure of 1 pound. 
Actually the height of the column 
varies with the temperature and 
density of the water, but for our 
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purposes let’s accept the afore- 
mentioned figure. The 2.31 feet x 
12,000 milinches in a foot = 
27,720 milinches; so 27,720 mil- 
inches equals a pressure of 1 
pound. 

Today, milinch expresses fric- 
tion loss in water piping, because 
in a hot water system that loss is 
small and must be stated in small 
measurements. Usually the cir- 
culator operates to overcome a 
total friction head of only 3 or 
4 pounds. So for 4 pounds, the 
capacity of the pump is able to 
overcome a total of 4 x 27,720 
milinches = 110,880 total. 

Now if the total equivalent 
length of the circuit is say 400 
feet, we design the piping for a 
friction loss of 277 milinches per 
foot (110,880 —— 400). 

Basically, milinches is a design 
term; so contractors who do no 
designing may not be familiar 
with it. END 





How to improve the 
performance of 
steam boilers in a 
battery ...p 102 


What to do about 
excess fuel use, 
poor heating in 
a church... p 107 


Water is soft when 
it goes into the 
heater, but comes 


out hard... p 108 


Why is last room 
on heating circuit 
only one that's 
comfortable?... p 109 
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SOLUTIONS to Plumbing—Heating Job Problems 
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e 
ail FIG. 1 shows a reader’s sketch of a 
battery of steam boilers. He wants 
to know why one boiler always 
leads the other when two are on the 
line, flooding the second, and why 
the water lines fluctate. (FIG. 1 a is 
the receiver.) For answer, see text. 
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the Performance of 
a Battery of Steam Boilers 


To the Editor: 

We are having trouble with the perform- 
ance of four low pressure steam boilers, 
hooked into a common battery, for steam 
heating. Each of these boilers burns natural 
gas and has an input of 3,410,000 Btu/hr. 

The first trouble is that, when two boilers 
are on the line, one always seems to lead the 
other, with the lagging boiler getting flooded 
with water. 


= The second trouble is that the water lines 
in both boilers fluctuate sort of wildly from 
high to low and back again while the boilers 
are steaming. 

These four boilers are presently con- 
trolled automatically by individual pressure 
controls on each, which actuate the burners 
whenever the pressure falls in an individual 
unit. Feeding is controlled by automatic 
feeders with low water cutoffs. We have a 
duplex condensate return pump which 
serves all four boilers, being actuated by the 
water controller whenever the level of an 
individual boiler drops. The admission of 
the water to the boiler is through a motor- 
ized feed valve, also controlled by the water 
controller. 

The receiver is rated at 70 gallons capac- 
ity, and it alternately floods and runs dry, 
depending on the heating conditions. 


a We've tried to remedy this situation by 
adding an extra equalizing pipe between the 
steam header and return of each boiler, and 
by providing a master pressure control on 
the main steam header, intended to fire all 
boilers on the line simultaneously. Results 
have been better but still not satisfactory. 

One of our drawings (Fig. 1) shows how 
this installation is connected up at present. 
Our second drawing (Fig. la) is of the 70- 
gallon receiver. Can you offer any sugges- 

(Please turn to page 104) 
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FIG. 2: This is a better way to introduce the returns to the individual 
boilers in a battery than that shown in the reader’s sketch, according 
to our technical consultant. Its advantage is that the pipe lengths 
are equalized by ending the common return midway between each 
pair of boilers. The result is better equalization of friction and more 
naturally uniform feeding. For other recommendations, see article. 
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SOLUTIONS to Plumbing—Heating Job Problems (continued) 


(Continued from page 103) 
tions that will make this job 
function efficiently and smoothly 
as it should? 

New York H. W. S. 
To the Reader: 

A study of your sketch, Fig. 1, 
leads us to believe that the hog- 
ging of the load and the fluctua- 
tions of the water lines are 
closely related. The receiver’s 
not helping any either as we'll 
note a little later. Here’s how we 
see it: 

(a) The idea of hooking a 
number of boilers into a com- 
mon battery and subject to a 
single control is a fine dream, 
but we’ve not seen the dream 


come true with anything like the 
success expected. The reason is 
that no two boilers, although 
built from the same plans and 
specifications and fired with 
identical equipment, will pro- 
duce steam at exactly the same 
rate. A little accumulation of 
soot in one or the other upsets 
the heat exchange in that boiler 
and there goes the balanced out- 
put. To make up the difference, 
the sooted unit must be fired 
just a little heavier, but a “little 
heavier” can mean the necessity 
of a more sensitive control, pres- 
ently not available. 

Then to complicate the situa- 
tion, draft conditions at the out- 
lets of the individual boilers re- 


flect the factors of comparative 
breeching lengths and differ- 
ences in air supply to the unit 
burners. In short, every boiler is 
a rugged individualist, and a 
communal contro] pleases none. 

(b) In order to let each boiler 
do its best in its own way and 
not disturb its neighbors while 
doing it, we need an automatic 
boiler non-return valve on each 
connection to the main steam 
header. This is a form of check 
valve that prevents excess pres- 
sure in the steam main from 
spilling back into a cold or 
lower-pressure boiler. So our 
first correction on this job is to 
buy four non-return valves and 
install them as ‘indicated. 
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SECTION A-A 


+— RECEIVER 


NOTE: 1—PRESSURE RELIEF ON PUMP DISCHARGE 
FOR POSITIVE DISPLACEMENT PUMPS 
SPILLS BACK TO RECEIVER 
2—MORE THAN 2 BOILERS ON A SINGLE 
FEED PUMP IS NOT RECOMMENDED 


SKETCH OF RETURN CONNECTIONS 
TO BATTERY OF 2 BOILERS 








FIG. 5: Here’s how two boilers would be hooked up on 


described in the accompanying article, but it has the same 
one pump. (Note that this is a different job from the one 


basic problem of hooking up boilers in a_ battery.) 


104 Domestic ENGINEERING, JUNE 1961 











(c) Our next move would be 
to eliminate one of the so-called 
“equalizer” pipes and reduce 
the size of the other from 3 BOILER BOILER 
inches to 1 inch. Actually this is " 
not an equalizer pipe, but a 
header drip, and a 1-inch drip is 
ample for a boiler of this size. 
Pressure equalization between 
the steam header and the return 
connection is the function and 
responsibility of the Hartford 
loop, and any additional “equal- a a 3 
izer” does nothing but upset this 
function. So let’s keep the equal- 
izing responsibility where it be- Tet 
longs and get rid of these inept 
“helpers” that hinder the instal- 3 
lation instead of helping it. 
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NOTE: MOTOR-OPERATED FEED VALVES 
ARE NOT NEEDED WITH THIS 


a(d) As another essential we —— 
have to tie in the l-inch drip 
with the return ahead of the 
loop and not between the loop cer 
and boiler as presently shown. 
This is a necessary change be- 
cause the drip becomes part of 
the return. It’s condensate, and 
must be treated the same as con- BOILER BOILER 
densate from anywhere else in #l #2 
the system. The attempt to jam 
it right back into the boiler 
mixes up the Hartford loop as 
previously explained. 





























RECEIVER 








s(e) Here’s an improvement 
that’s desirable, but the job isn’t 
wrecked if it’s left out. Fig. 2 il- BOILER BOILER 
lustrates the best way to intro- " 8 

duce the returns to the individ- 
ual boilers in a battery. Com- 
pared with Fig. 1, we observe in 
the recommended arrangement 


a greater equalization of piping 

lengths. This is achieved by end- M. 0. VALVE \tS 
ing the common return midway 
between each pair of boilers. NOTE: A MOTOR-OPERATED FEED VALVE 


. Sag : 1S NEEDED ON EACH BOILER IN 
The result is a better equaliza- THIS ARRANGEMENT. 



































tion of friction and a more natu- MORE THAN 2 BOILERS ON 1 PUMP 


Benes 1S NOT RECOMMENDED UNLESS 
ral uniformity of feeding. PUMP OPERATES CONTINUALLY 











= Now Let’s Look at the Re- FIG. 3: One of the steps the reader can take to improve the steam heat- 
ceiver. There are two ways to ing system’s performance is to replace the single, duplex condensate 
size a receiver properly. One pump with four small centrifugal pumps, piped up as shown in the 


diagram at top. FIG. 4 (bottom) is an alternative scheme for doing the 


(Please turn to page 106) job with two pumps. 
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SOLUTIONS to Plumbing—Heating Job Problems (continued) 


(Continued from page 105) 

way is to figure out all the con- 
densate that the system, exclu- 
sive of the boilers, can hold and 
then decide what percentage 
of this is likely to flow into the 
receiver under the worst normal 
conditions. We say “worst nor- 
mal” because the total amount 
of condensate that could occur 
with four boilers of the sizes giv- 
en gets into the thousands of gal- 
lons; but of all this, only 20 to 25 
percent is likely to arrive in the 
receiver during the longest nor- 
mal “off” period of the conden- 
sate pump. So the formula for 
sizing becomes total capacity of 
piping, convectors, etc. gallons x 
percentage. 


slIf space is available for a full 
capacity tank, that is fine as it 
gives us a place to store the ex- 
tra water during the summer 
shutdown. However, such tanks 
can be pretty expensive and the 
economics might favor dumping 
the excess once a year. 

The second way to size a re- 
ceiver is to query the manufac- 
turer of a boiler return system 
which incorporates the receiver, 
pump, controls and other com- 
ponents. For the four boilers in 
this problem, totaling approxi- 
mately 312 boiler horsepower, 
one very well thought of builder 
of integrated return systems pro- 
vides a receiver holding between 
300 and 400 gallons. This makes 
our 70-gallon receiver look like 
a chihuahua trying to do a Great 
Dane’s job. In this circumstance, 
the reason it runs dry at times is 
no mystery. That duplex conden- 
sate pump probably can empty 
it in about two minutes. 


als the Pump in Peril? It’s just 
possible the closing of all four 
motor-operated feed valves 
would find the pump trying to 
deliver a last stroke or two. 
Since water is non-compressible, 
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something would have to give. 
Probably the motor would burn 
out if the pump is motor driven. 
For a steam driven unit we'd 
expect to see the cylinder head 
blow out, a piston rod shear off, 
or a connecting rod or cross- 
head come to its end. To avoid 
this danger, we’d suggest that a 
relief valve, piped right back to 
the receiver, is a desirable fea- 
ture on the discharge of positive 
displacement pumps. Centrifu- 
gals are less sensitive. They can 
stand churning for a few min- 
utes, or until the churning heats 
up the water in the casing to 
dangerous temperatures. Then 
we must look out for seized 
wearing rings at best, a burst 
casing at worst. 

In our opinion, this single feed 
pump is contributing a bit to 
the water level troubles because 
it is sized to serve all four 
boilers at once if need be, and 
it’s entirely too large when only 
one or two of the battery is in 
need of a drink. We’d prefer to 
see this job fitted with not one 
but four boiler feed centrifugal 
pumps, each pump being under 
the direct control of the boiler it 
serves. This arrangement great- 
ly simplifies the individual con- 
trols and, in effect, puts each 
boiler in business for itself. 


#Such an arrangement makes it 
very easy for an extra boiler to 
come on the line when needed, 
the firing units being energized 
in sequence. And, of course, 
there is no problem of water 
level wildness, since between the 
boiler non-return valve on the 
steam side and the individual 
feed pump on the water side no 
outside influence can get in to 
shake it up. 

While the exchange of four 
pumps for one together with 
their extra piping may seem at 
first thought to be extravagant, 
actually each of these pumps is 


small and of the low head vari- 
ety, and not one of them will run 
except when actually needed. 
By comparison with the existing 
pump, we'd expect the substitu- 
tion of four to show a neat sav- 
ing in each winter’s operation. 


aFive Steps We’d Recommend: 
In summary, if we were doing 
this job, here are five steps we’d 
take to get better performance: 

Step 1. Install a non-return 
valve on the steam outlet of each 
boiler. 

Step 2. Eliminate one of the 
3-inch so-called equalizing lines 
and reduce the size of the other 
from 3 inches to 1 inch. Also 
we'd shift the connection point 
of this l-inch line to a place 
ahead of the Hartford loop. 

Step 3. Replace the existing 70 
gallon receiver with one capable 
of holding at least 300 gallons. 
Set this receiver so the conden- 
sate returns flow into it by grav- 
ity, and provide a float con- 
trolled makeup connection with 
the city water or other source of 
acceptable boiler feed. Make 
sure that the city permits hot 
water overflows to enter the 
sewer, or if not allowed, run the 
overflow through a cooling cast 
iron radiator, or other suitable 
heat exchanger. 


a Step 4. Replace the single, du- 
plex condensate pump with four 
small centrifugals, piped up as 
shown in Fig. 3. Cross connect- 
ing allows any pump to serve 
any boiler if need be, a much 
more dependable arrangement. 
Step 5. Connect the water 
level controller of each boiler to 
its particular pump. Provide a 
sequential relay system, con- 
trolled either by steam pressure 
in the steam distributing header 
or by temperature, for the pur- 
pose of starting up the boilers 
in series as they may be needed 
by heating demands. END 
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To the Editor: 

We have a problem with a 
church that burns too much fuel, 
according to its officials. They 
want us to do something about 
it and also to improve the qual- 
ity of the heating. 

The church is 100 feet square 
with a high dome in the center, 
and it seats about 1,000 persons. 
There’s a Sunday school room 50 
by 100 feet at one end, with an 
office next to it. 

The heating system is one-pipe 
steam, oil fired, and with a so- 
called zone valve, hand operated, 


Solutions (continued ) 


What to Do About Excess 
Fuel Consumption, Poor 


Heating in a Church... 


that divides the church into hal- 
ves, so that half can be heated 
at one time while the other is 
not. We have checked the oil 
burner and it shows 78 percent 
efficiency. 

We suspect some of the trou- 
ble comes from letting the 
church cool down too much be- 
tween services on Wednesday 
night and Sunday morning. The 
school room is used only on Sun- 
days, but the office is kept warm 
five hours a day for a clerk. 

Can you suggest ways to cut 
down on the oil consumption? 








4 





What is a good temperature to 

hold in the church and school 

room when not being used? 
Indiana D. Z. 


To the Reader: 

In the first place, it should be 
pointed out that most church 
committees consider fuel bills 
a proper target for economy, 
even in efficiently heated build- 
ings. It always represents what 
seems to be a disproportionate 
part of their budget. 

The fact is that in areas with 

(Please turn to page 117) 





























FIG. 1: What can a church do to cut down its fuel bill?, 
Make sure the steam main and radiators 


reader asks. 








HEC 
| \ 


He also suggests putting the church on one zone and the 


school and an office (occupied during the week) on an- 
other, the valves being motor operated. This way, the 
entire church won‘t have to be heated for the office clerk. 
Or give the clerk some form of local heat. (See text). 


are pitched in the right direction, our technical con- 
sultant says. Check the psig to make certain the oil isn’t 
being used up too fast because the system is inadequate. 
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To the Editor: 

How can soft cold water be- 
come hard in a glass-lined elec- 
tric water heater? 

Recently we installed a soft- 
ener in a residence. It works fine 
in reducing the hardness of city 
water from 40 grains per gallon 
to 1 grain per gallon. But just as 
soon as that softened water is 
piped to two electric heaters, the 
hot water comes out hard, some- 
times so hard we can’t even de- 
termine the number of grains in 
a gallon. 

After standing overnight, the 
first draw of hot water shows 
from 6 to 12 grains, and later the 
hardness goes clear out of sight. 
We've checked this situation a 
number of times and always 
with the same result—soft water 
in and hard water out. 


= We've pulled the magnesium 
rods out of the heaters without 
effect and installed dielectric 
unions in the copper piping, and 
still no change. We’ve checked 
the bypass valve on the water 
softener and found it tight, but 
this hardly was necessary since 
the cold water from the softener 


Job Problem Solutions .. . continued 


He Says Water Is Soft 
When It Goes into the 


Heater, but It Comes Out 
Hard. What's Wrong? 


is a consistent 1 grain per gallon. 
Fig. 1 shows the arrangement. 

What can we do about this? 
Indiana E. A. 


To the Reader: 

Since there is nothing we 
know of in a glass-lined water 
heater that would increase the 
hardness of water passing 
through, our first thought in this 
puzzle is to suspect the existence 
of a cross connection somewhere, 
not readily perceived. In other 
words, somewhere along the line 
of softened water, city water 
with its high hardness is entering. 


s Our second thought is to look 
for cross-seepage in or about the 
water softener itself. The prob- 
lem doesn’t provide any details 
on the construction of the soft- 
ener, so we presume it to be of 
the gravity type with a reversed 
flow backwash and automatic 
control. We presume further that 
regeneration takes place at night 
and is under automatic control, 
thus relieving the people in the 
house of any need to jiggle valves 
or push buttons. 

Operating on this second 


thought, we suggest that a care- 
ful inspection be made of the ac- 
curate performance of the auto- 
matic multiport valve. There 
could be a possibility of raw 
water from the softener inlet 
sneaking into the effluent outlet 
through this valve if it is defec- 
tive or damaged in some degree. 

The accumulation of hardness 
found in the morning offers some 
support to this theory, since the 
multiport valve is set into action 
during the regenerative, and par- 
ticularly the backwash, periods. 
A failure to close tightly or in the 
exact positions required might 
produce the conditions observed. 

We can’t feel that the magnesi- 
um rods contribute to the hard- 
ness, Since these degenerate at a 
slow rate and the absorption of 
magnesium and calcium salts by 
the water is not an instantaneous 
reaction but takes considerable 
time exposure. 


#As another thought, we sug- 
gest. a check be made on the 
controls of the softener, at the 
same time measuring the amount 
of salt used during one night’s 
regeneration. If the revival is not 
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YARD FAUCETS 


HOW WATER HARDNESS VARIES between the hot and cold lines in a problem job is shown in this sketch from a reader. 


completed during the night, or if 
the backwash is skimpy, the first 
morning draw might pull its 
water through a more or less foul 
bed and even get a bit of calcium 
chloride. 

Finally, we might observe that 
a 40-grain per gallon hardness 
imposes a tough load on a soft- 
ener, and if the unit is a little 


small, exhaustion will come rela- 
tively early. The best treatment 
for this situation would be a 
larger softener, or an auxiliary, 
pre-softener. 

To summarize our thoughts, 
we just don’t see how you can 
get hard water out of an electric 
heater, unless you somehow first 
put hard water into it. END 


Why Is the Room that's Last on the Heating 
Circuit the Only One that's Comfortable? 


Trenton, N.J. — In the job 
problem section of your May is- 
sue (page 84), there appeared 
an item concerning the heating 
of an apartment wing of a 2-story 
home. It seems that only the 
living room heats to a comfort- 
able temperature, while the oth- 
er rooms remain cold. 

It was pointed out in the 
solution that the hottest water 
from the boiler passes first 
through fin-tubing in the crawl 
space beneath the floor before 
going to the baseboards on the 
first floor level. This results in 
high Btu loss which otherwise 
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would properly heat the rooms. 

My question is: Why does the 
living room alone, in the entire 
apartment, become comfortable, 
whereas the bedroom, which pre- 
ceeds it on the series baseboard, 
remains cold? 
“It appears that the bedroom, 
being ahead on the heating cir- 
cuit, should attain a temperature 
equal to, if not above, that of the 
living room, since the hot water 
has not been subjected to as 
much heat loss 

What is the explanation for 
this seeming paradox? M. J. 

At first glance this does seem 


like a paradox. However, there 
can be a number of factors con- 
tributing to the temperature of 
the living room, which have 
nothing to do with its location 
on the heating circuit. 

For instance, the living room 
may be in a part of the house 
which receives the direct rays 
of the sun for the most part of 
the day. Or a wind-break of trees 
may protect it from cold breezes. 
Again, air movement in the 
crawl space may adversely effect 
the bedroom, but not the living 
room. 


«Also, note the 4 feet of base- 
board in the hall, just outside of 
the living room door. This 
definitely helps to heat the living 
room. 

Lastly, a living room usually 
has more of an electrical load 
than a bedroom; floor lamps, a 
T.V. set, etc., and even more 
people, to augment the base- 
board heat production. 

So you can see that, while very 
important, the location on the 
heating circuit may not be the 
only factor in determining the 
temperature in this room. END 





BEHOLD THE MODERN LINES and length of the bath- 
couch, which conceals a full-size tub beneath the cush- 
ions. Heidi likes it for relaxing and reading in the 
evening, and we agree that it looks pretty comfortable. 


New tub from 
Germany 


From Bed to Bath 
in 10 Seconds... 


Here's another entry in the 
European bathtub derby 


It’s 7:30 p.m. Heidi Schmidt has been relaxing 
on the couch for an hour, reading a book. Sud- 
denly the cuckoo or her Schmeckenbecker clock 
reminds her that she has to meet Eric in 30 min- 
utes at the Gasthaus. She wants to take a shower, 
but her apartment house has only one bath on 
each floor, and she knows darn well that it’s in 
use and probably has a waiting line. 

Never mind, there’s no problem. She fetches 
the 20-foot length of hose from beneath the couch 
and attaches one end to the sink faucet. She slips 
the other end beneath one of the seats, and goes 


back to reading her book. 


« A few minutes later she removes all the seats, 
and begins to undress. Her settee is ready to 
serve its ambiguous purpose—that of a sofa that 
converts into a bath. 

The “Bade-Couch,” or bath-couch, is a new 
product from Germany. Like some of its uncon- 


“EXCUSE ME while | remove the seats.” They’re made 
of foam rubber that the manufacturer says is flexible, 
but durable. The soft arms and head (of the couch) 
are draped with plastic to avoid damage from splashing. 


ventional cousins that we described for our read- 
ers in the March and April issues of DE, it’s a 
revolutionary innovation in bathtub design. 

The seats are made of foam rubber, and the 
arms and head rest are draped with a plastic 
covering when the tub’s in use. The tub is 
equipped with a drain, so that the water which 
is hosed into it won’t have to be bailed out. In 
addition, the couch-bath is available in a variety 
of colors and patterns, so it will blend into the 
decor of the room. 

Some of the bathtubs from overseas appearing 
in past issues fold into cupboards, others hide 
under kitchen sinks, and still others ride around 
on four wheels with gasoline engines like a car. 
The Europeans seem to have a type and style 
of tub for everyone’s needs. The bath-couch— 
which is described in more detail in the pictures 
—is especially useful in living quarters like 
Heidi’s, the manufacturer says, where the bath- 
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JUST IN CASE there are any doubts about what's con- HERE’S SOAP IN YOUR EYE: After a warm 
cealed beneath, Heidi dissolves them by stepping into sudsy bath in her convertible couch, our 
the tub. One advantage this product has: You don’t have happy-looking Wunderkind is about ready 
to go through a cold bedroom when you take a bath. for an evening of fun. Note drain. 


room seems to be a community affair. 

Our gemutlich young model can convert 
her “Heidi-way” tub into a bed when her eve- 
ning with Eric is over. Thus it becomes 
a bed-bath-couch. Or would you prefer 
couch-bath-bed ? 

Come to think about it, the writers of 
catalogs will probably have a difficult time 
trying to decide where the new product 
should be categorized—under “furniture,” 
“bedroom furnishings,’ or “bathroom fix- 
tures.”” Oh well, that’s their problem. 

Our next article in the oddball bathtub 
derby will describe another eccentric tub. 
This one is a variation on the “Rub-a-dub- 
dub” tale we all learned as kids. There’s 
an English chap, you see, who aspires to 
sail the high seas in a tub he’s equipped “GUT NACHT!” Heidi says. At the end of the evening, 


with special Cae Well, that’s another story the couch-tub, which also has a head rest, is convert- 


: ed to a bed. Heidi finds the couch-tub ideal for her 
and we'll tell you then. END flat, because it’s small. “Good night!” we reply. 
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Dr. Robert ey Filer 








PSYCHOLOGICAL 
CONSULTANTS. inc. 


Richmond, Virginie 


— ha ve Southern Wholesalers Assn. recently T. D. Gustafson Co. of Minneapolis (contractors); 
Sane discuss the home mod- George Milne, president of Domestic Engineering; 
a SA's ppoed remodeling Dr. Robert Filer, psychological consultant; and Robert 

Burnett, marketing manager of Better Homes & — 

Gardens. The two other speakers are shown below, — 


Southern Wholesalers unveil 
program at annual meeting 


CONTRACTORS in the southeast- 
ern part of the country may soon 
get a potent assist in selling qual- 
ity products, building profits and 
improving their public image. 

A program boosting the home 
modernization market as a major 
target for wholesalers, contrac- 
tors and manufacturers was pro- 
posed to members of the South- 
ern Wholesalers Assn. at its an- 
nual meeting in Miami Beach. 

Lloyd Noland Jr., who was re- 
elected president of the group 
during the meeting, reported 
on a study-and-test campaign 
through which the program is 
being developed. 

Development of the proposed = , —— 
promotional program, authorized SWA PRESIDENT LLOYD NOLAND JR. (left) stands with Jack Lewis 
by the SWA board of directors in in front of the “Mr. Modern” remodeling poster that symbolizes the 

Ne é association’s proposed program to make the home modernization 
September and backed with a 


market a major target for all segments of the industry. The pro- 
(Please turn to page 197) gram will be handled as a “pilot” venture in 1961, then expanded. 





Check 6-113-249 on Reply Card— > 
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A PRACTICAL APPROACH TO = O10) STO) WL LO7e\ 
HIGH EFFICIENCY COOLING FOR COMMERCIAL— 





INDUSTRIAL BUILDINGS ... 





NEW JANITROL 52 SERIES 





AIR COOLED AIR CONDITIONERS 


Outwardly beautiful and pleasing to the eye, inwardly rugged 
and powerful, new Janitrol 52 Series units combine years-ahead 
styling and cooling performance... provide truly low-cost cen- 
tral cooling with matchless reliability and performance. 


JANITROL’S ADVANCED DE- 
SIGN . . . A SAFEGUARD 
AGAINST PRODUCT OBSO- 
LESCENCE! 


The weatherproof, high-efficiency 52 
Series condensing unit, containing all 
moving refrigeration parts, installs 
outside. Available in six basic capa- 


cities from 22,200 to 110,200 btu/hr. 


Full A.R.I. certification: Every Janitrol 
unit meets all standards of Air Con- 


ditioning and Refrigeration Institute. 


STANDARDS OF EXCELLENCE... 


In Performance—large condensing coils assure efficient operation with out- 
door temperatures up to 125°F! 


In Styling—crisp, modern lines distinguish the new 52 Series. Cabinets are 
finished in durable, automotive-type enamel. 


In Economy—The top-mounted fan bathes condensing coils in a jet stream 
of cooling air to raise efficiency and reduce current usage. Coils are shaded 
from the sun by louvers. 


In Quietness—The powerful compressor is mounted on rubber-cushioned, 
resilient springs .. . cabinet is heated with special sound-deadening material. 


In Safety—Complete overload and weather protection is provided. Enclosing 
grilles thoroughly safeguard children and pets. 


In Servicing Ease—all components are easily accessible. Service panels can 
be removed without effecting operation during service checks. 


MULTIPLE COMBINATIONS PROVIDE ECONOMICAL, HIGH CAPACITY 
COOLING 


Any desired number of 
Janitrol 52 Series units 
may be installed to- 
gether, with zero clear- 
ance between, to pro- 
vide a variety of higher 
capacity combinations 
from 120,000 to over 
1,000,000 btu/hr. Only 
Janitrol offers custom- 
built capacities at stand- 
ard model cost! 


\\\ 
” :\ \\ \ 


\\ 


Modular cabinet design and upflow exhaust permit 
compact, multi-unit installations. Only the grilled, air- 
intake side of the cabinet requires clearance. 


Wa" iTROL 


HEATING AND AIR CONDITIONING a, = 


A DIVISION OF MIDLAND-ROSS CORP. + COLUMBUS 16, OHIO 
IN CANADA: MOFFAT HEATING & AIR CONDITIONING DIVISION 
MOFFATS LTD., TORONTO 15 


ALSO MAKERS OF SURFACE INDUSTRIAL FURNACES, KATHABAR HUMIDITY CONDITIONING, 


JANITROL 
year ‘round conditioner 


Combines quality gas heating 
and waterless cooling! Less 
than four sq. ft. of floor space 
needed for most installations. 
Features include famous Dura- 
Tube heat exchanger with 20- 
year warranty. Unique by- 
pass for correct air flow on 
heating or cooling cycle with- 
out adjustments. Powerful air- 
cooled 52 Series condensing 
unit. ADD-ON cooling —install 
for heating only, add cool- 
ing later. 





ADD-ON 
COOLING 


Adapts most any warm air 
furnace for thrifty, efficient 
central cooling. Cooling coil 
mounts in duct, attractive, 
air-cooled 52 Series unit goes 
outside. Powerful, quiet per- 
formance with outside tem- 
peratures to 125°F. Easy 
to install. 





**J-LINE”’ self-contained 
conditioners 


An economical solution for 
many cooling needs. One 
compact unit contains blower, 
compressor and coils. For use 
with ducts or as free dis- 
charge. Install through wall 
in crawl space, attic or other 
limited access locations. 





BLOWER-COIL 
UNITS 


Smartly styled cabinet con- 
tains cooling coil and blower 
for use as free discharge or 
with ducts. Units are attached 
to ceiling to save floor space. 
Very quiet and efficient! 





—_ 


GAS-FIRED 
DUCT FURNACES 


For installation in a duct where 
the air is circulated by a 
separate blower. Especially 
adaptable for industrial heat- 
ing applications in combina- 
tion with cooling. 73 Series in 
six sizes from 50,000 to 225,- 
000 btu/hr. 72 Series in sizes 
200,000 and 300,000 btu/hr. 
may be combined to pro- 
vide unlimited capacity range 
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THIS IS THE PULITZER PRIZE OF 
BUSINESSPAPER JOURNALISM 


As a reader of Domestic Engineering, you share in this 
award because you provide the incentive for us to produce 
the best reading in the plumbing-heating-cooling field. 


Presented to Domestic Engineering for “the most out- 
standing editorial accomplishment” of the year in its class, 
this is the second editorial award to be won by DE’s special 
Reichle Report issue (June-1960). It is the eighteenth na- 
tional award for editorial excellence won by Domestic 
Engineering in open competition. 


We're grateful to the experts who have selected DE for 
this high honor. We’re much more grateful to you because 


it is your interest, your demanding attitude, that makes 
us toe the editorial line. 





cn 
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IMPERIAL GARDEN APARTMENTS, Syracuse, New York. Archite 


Plumbing and Heating Contractor: Robert Pearson Co., 


in the Imperial Garden Apartments, Type L Anaconda 
Copper Tube in sizes 2" to 2” was used for hot and cold 
water lines; 144" to 4" Type DWV, for sanitary drainage. 


Check 6-116- 


ct: Edward C. Roock; General Contractor: Wm. C. Pahl Construction Co.; 
Inc.; Distributor for Anaconda: Syracuse Heating Supply Co. 


‘“‘We used approximately 33,000 feet of copper tube for the 
water supply and sanitary drainage systems in this modern 
apartment building. Our choice was Anaconda because we 
have always experienced a uniformity of quality which has 
given us, without exception, trouble-free installation on all 
our projects. The ease of handling copper tube produced a 
speedier installation than possible with other materials, 
Limited work space is no problem when using copper tube 
and solder-joint fittings.” 


This statement by Rowland Pearson, Secretary and Treas- 
urer of the plumbing firm, sums up the many advantages of 
Anaconda Copper Tube. For complete information about 
Copper Tube and Fittings for general plumbing, heating, 
air conditioning and refrigeration, write for free copy of 
Publication B-1, Anaconda American Brass Company, Water- 
bury 20, Conn. In Canada: Anaconda American Brass Ltd., 
New Toronto, Ont. —s 


a ® 
1 ac @ Ni . COPPER TUBE 
™ i.7 YZ iY a om ars) AND FITTINGS 
PRODUCTS OF ANACONDA AMERICAN BRASS COMPANY 
Available through plumbing wholesalers 
250 on Reply Card 
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What to Do About Excess Fuel Con- 
sumption, Poor Heating in a Church 


(Continued from page 107) 
real winter weather heat must 
be a continuous expense six or 
seven months of the year, even 
though the use of the building 
is intermittent. 

During cold weather, it would 
not be advisable to let the tem- 
perature in the building drop too 
far, even though the building 
was unoccupied, not only to pre- 
vent freezing of water pipes but 
also to prevent damage. We sug- 
gest a temperature from about 45 
to 50F when the building is not 
in use. 

Furthermore, if the tempera- 
ture were kept too low during 
the time the building is unoc- 
cupied, it would take a long time 
to heat the building when 
needed. This church could not 
be expected to heat faster than 
about 5 or 6 degrees per hour. 
It should be no lower than 60 to 
65 degrees when services begin. 


ain the second place, 78 percent 
efficiency on the oil burner is 
quite good; so we must look else- 
where for trouble. Let’s start 
with that business of heating one 
room five hours a day. If the 
main plant is being operated for 
that one clerk, it is operating 
’way down on the efficiency scale 
and is burning oil out of all pro- 
portion to the good it’s doing. As 
a general rule, any steam-gener- 
ating boiler that operates on less 
than half of its regular load is 
steaming most uneconomically. 


= We suggest, if this is the case, 
that consideration be given to 
local heating by means of an 
electric unit or gas-fired room 
heater. The latter should be 
vented to outdoors. 

Next, it’s also possible to burn 
a lot of fuel without getting the 


steam to circulate to the areas 
where it’s expected to go. Poor 
drainage of the steam main is a 
common cause of this condition 
and so is the occurrence of water 
pockets in the runouts to the ra- 
diation. 

We’d suggest the use of a level 
on the steam main to make sure 
that it’s pitching in the right di- 
rection. Follow up that treat- 
ment by giving the same pre- 
scription to the radiators. For a 
one-pipe connection, we’ve had 
good results with a small block 
placed under the far end of the 
radiator or convector that 
doesn’t heat well. A lift of only 
4 inch is generally effective. 


» Normal zoning for this instal- 
lation would put the church on 
one zone, the school and office on 
the other. We don’t see any ad- 
vantage in zoning the church by 
halves since it apparently con- 
sists of one large auditorium-like 
room with a common tempera- 
ture requirement throughout. 

Fig. 1 shows a suggested zon- 
ing arrangement for a church ap- 
proximately similar to the one 
under study. 


= Finally, we can’t overlook the 
possibility that the church is 
under-radiated, the boiler too 
small, or both. This sort of instal- 
lation shouldn’t need more than 
2 psig steam at the boiler. If the 
gauge shows more than that, oil 
is being burned at a galloping 
rate, and there’s reason for sus- 
pecting the system is water- 
logged or of inadequate capacity. 
A thorough discussion of ways 
to improve steam heating sys- 
tems appeared in Domestic En- 
GINEERING in March and April, 
1960. Single copies are available 
without charge. END 





More Job Problem Solutions (p. 108) 
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WHEELER 


bgt and 


Cutters 


Fast, dependable tools for a wide range of 
cutting jobs from small diameter glass tubing 
to 20” cast iron water main. Simply wrap 
chain around pipe, engage it in the cutter’s 
upper jaws and squeeze handles together (or 
operate pump on our hydraulic models). 
Cuts in just seconds! 


——_ rrr oro, 


j 
\ 
NEWEST MEMBER OF THE 
WHEELER FAMILY 
The SQUEEZE AND POP! 
GLASS CUTTER 


Cuts gauge glass, hi-temp gauge glass, 
porcelain tubing and glass tubing. 


| 
| 
2 





PPP IFES 


FOR PIPE CUTTING 


#3890 Heavy-Duty Hydraulic 
Std. or XH Soil Pipe — All Sizes 
Cast Iron Pressure Pipe — 4” thru 10” ASA 
class 26 
Terra Cotta or Tile Pipe — thru 36” 
Asbestos Cement Pressure Pipe 
Also Available 
#590K Manual Pipe Cutter 
#1790 Jr. Hydraulic Pipe Cutter 
#5590 “SUPER” Hydraulic Cutter 


Write for Details 


WHEELER MFG. CORP. 


P. O. Box 688 Ashtabula, Ohio 
Check 6-117-251 on Reply Card 
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Meet the First 500 Fair Price Pledge Signers.. . 


(Continued from page 95) 
Bennett, A. E.—Plumb Supply- 
Omaha Inc., Omaha, Nebr. 


Bennett, C. N.—C. N. Bennett 
Plumbing & Heating, McMinnville, 
Ore. 

Bennett, T. F.—Bennett-Hockett 
Supply Co., Burlington, N. C. 
Berger, Joe—Schurz Manufactur- 
ing Co., Los Angeles. 

Bethell, W. C.—Bethell Plumbing 
& Heating Co., St. Joseph, Mo. 


Biegner, George—Boro Plumbing 
& Heating Co., Brooklyn. 

Bivens, Don—Long Beach, Calif. 
Blakeslee, R. M.—Tri-State Heat- 
ing Corp., Weirton, W. Va. 
Blumberg, Michael—Jamaica Man- 
ufacturing Co., Brooklyn. 


Bobb, C. H.—The Plumdone Co., 
Rapid City, S. Dak. 


Bond, Leo, Jr.—East Hartford. 
Conn. 


Bower, G. L—Bower & Sons, 
Bloomington, Ind. 


Boycott, Donald—B & B Plumbing 
& Heating, Boonton, N. J. 


Boyd, L. R.—Southwest Plumbing 
& Heating, McCook, Nebr. 


Branz, R. J.—Mario Branz Co., Iron 
Mountain, Mich. 


Brittingham, Ira—Brittingham 
Heating Co., Georgetown, Del. 
Brown, Charles, Jr.—Charles A. 
Brown Jr. Plumbing & Heating Co., 
Birmingham, Ala. 

Brown, T. F., Jr.—T. F. Brown Co., 
Chicago. 

Bruch, M. C.—Mutual Pipe & Sup- 
ply Co., Chicago. 


Buresh, William—Boston Bath Co., 


Dorchester, Mass. 


Burge, G. Clark—G. Clark Burge 
Jr. & Son Inc., Middletown, Del. 


Butler, J. B.—Butler-Roberts Inc., 
Aiken, S. C. 

Calamari, Edward—General 
Plumbing & Heating Corp., Asbury 
Park, N. J. 


Cappuccio, Matthew—P ly mouth 
Associates Inc., Levittown, N. Y. 


Carwalho, Julian—American 
Plumbing Supply Co., Farmington, 
N. M. 


Cihonski, Victor—Cihonski Heating 
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& Air Conditioning, East Chicago, 
Ind. 


Claudio, Herman, Pulaski Heating 
& Plumbing, Pulaski, Pa. 


Clemons, Floyd—Clemons Plumb- 
ing & Heating, Oswego, N. Y. 


Cohen, David—Plumbers Specialty 
Supply Co., Albuquerque, N. M. 


Cohen, Hersh—Ben Cohen & Son 
Plumbing & Supply Co., Canton, O. 


Collins, Harker—Grote Manufac- 
turing Co., Madison, Ind. 


Conard, Orville; Cooper, Harold— 
Conard & Russell Home Appli- 
ances, Green Forest, Ark. 


Conklin, Ronald—Purcell Bros. 
Plumbing & Heating, San Fran- 
cisco, 


Corcoran, Thomas—Modern 
Plumbing Co., Oxnard, Calif. 


Cortese, A. JA. J. Cortese 
Plumbing & Heating, Scotch Plains, 
N. J. 


Cravens, Lawrence—A griculture 
Supply Co., Owensboro, Ky. 


Crooch, Wayne—K ier-Crooch 
Plumbing Co., Roseburg, Ore. 


Crooks, Arthur—Crooks Plumbing 
& Heating, Battle Creek, Mich. 


Crosby, James— Thomasville 
Plumbing & Heating Co., Thomas- 
ville, Ga. 


Crowder, A. B.—Crowder-Metzler 
Corp., Blacksburg, Va. 


Currie, Bernard—Currie Plumbing 


& Heating, Needham, Mass. 
Dale, John—Trenton, N. J. 


D’Anna, Thomas—Danna Oil Co., 
Inwood, N. Y. 

Davis, Homer J.—Davis Plumbing 
& Heating, North Judson, Ind. 


Davis, Robert—George C. Hench 
& Associates, Rockville, Md. 


Dellenbach, Herbert—AAFCO 
Heating Co., Hammond, Ind. 


DesRoches, Ray—R & M Plumbing, 


Sarasota, Fla. 

Dillard, W. E—Waples-Painter Co., 
Gainesville, Tex. 

Dillinger, William — Meadville 
Wholesale Heating & Supply, 
Meadville, Pa. 


Dinardo, Victor—V. A. Dinardo 
Heating Co., Leominster, Mass. 


DiNunno, Paul—DiNunno Inc., 
Brockton, Mass. 


Doak, A. V.—The Milligan Hard- 
ware & Supply, East Liverpool, O. 


_ Dobiesz, John—Dobiesz Plumbing 


& Heating, Pewaukee, Wis. 


Dockey, LaMar—Thompson Equip- 
ment Machinery Co., York, Pa. 


Domingoes, John—Newport, R. I. 


Doran, Harold—H. A. Doran Inc., 
Millers Falls, Mass. 


Eden, Clem—Clem Eden Co., Wil- 
mington, Del. 


Engelson, Morris—Architect Heat- 
ing Corp., Yonkers, N. Y. 


Evason, John—Frank Poberts 
Plumbing & Heating Ltd., Corn- 
wall, Ont. 


Fereday, Harlan—Horlan’s of Idaho 
Falls Inc., Idaho Falls, Ida. 


Ferguson, H. R.—Stickney Plumb- 
ing & Heating, Keene, N. H. 


Feuer, B.—New York City. 


Finn, Ross—Ross H. Finn Inc., 
Washington, D. C. 


Forbes, James, Jr.—J. B. Forbes 
Plumbing & Heating Inc., Miami, 
Fla. 


Fouts, F. W.—Fouts Plumbing & 
Heating Co., Arkansas City, Kans. 


Friedman, Gary—Allied Tempera- 
ture Control Inc., Pittsburgh. 


Fries, David—The Morrison Co., 
Milwaukee. 

Gabriel, L.—Gabriel’s Heating Co., 
Chicago. 

Gallagher, Frank—Frank A. Gal- 
lagher & Son Inc., Salem, Mass. 


Gallagher, John — Gallagher 
Plumbing-Heating Co., Jersey City, 
N. J. 


Glenn, F, W.—Darlington, S. C. 


Goller, A. K.—Goller Supply Co., 
Londonderry, Vt. 


Grage, Lloyd—Lloyd’s Wholesale 
Plumbing & Heating, Camanche, Ia. 


Grant, George, Sr.—Grant’s 
Plumbing Service, Friona, Tex. 


Gray, Harold—Control’d Engineer- 
ing Supply Co., Glen Ellyn, II. 


Green, Stan—Green’s Plumbing & 
Heating Co., Huntsville, Mo. 


Greenhalgh, Ed—East Coast Trad- 
ing Co., West Palm Beach, Fla. 
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Grosse Bros.—Three Oaks, Mich. 


Gustafson, Frank — Gustafson 
Plumbing & Heating, Ely, Minn. 


Hahnert, Reuben—Swifty Connett 
Hildebrand Inc., Fort Wayne, Ind. 


Haire, H. R.—H. R. Haire Plumb- 
ing Co., Fayetteville, N. C. 


Hankins, Leon—Hankins Plumbing 
Shop, Muscatine, Ia. 


Harner, Nevin—Hanover, Pa. 


Harrison, G. G.—Turner Corp., 
Sycamore, III. 


Hebert, L.—Hebert & Sons Inc., 
Lyndonville, Vt. 


Heinzen, Don—Heinzen Plumbing 
& Heating, Antigo, Wis. 


Hendrickson, Carl—Bluefield, W. 
Va. 


Hess, Alfred—Alfred W. E. Hess & 
Son, Woodbury Heights, N. J. 


Hicks, Norman—Hicks’ Sheet Met- 
al Shop, Leaksville, N. C. 


Higgins, Michael—Higgins & Len- 
non Inc., Brooklyn. 


Hill, Tommy—Hill Plumbing & Tile 
Co., Memphis, Tenn. 


Homon, Walter—John J. Homon 
Sons, Camden, N. J. 


Hopper, William—William Hopper 
& Sons, Murrysville, Pa. 


Horton, D. E.—Horton Plumbing & 
Heating, Russellville, Ark. 


Hoskins, Robert—Robert L. Hos- 
kins Plumbing & Heating, Hutchin- 
son, Kans. 


Hovey, Harold—Hovey Engineering 
Co., Eaton Rapids, Mich. 


Howanitz, P.—Atlantic Plumbing 
Co., Key West, Fla. 


Hubler, William—Hub Plumbing- 
Heating, Bridgeport, Conn. 


Hutfloetz, Peter—Hutfloetz & Sie- 
berer, Oxbow, Sask. 


Hurowitz, Georg e—Howard 
Plumbing, Philadelphia. 


Illig, Ernest—Walter R. Illig Co., 
Fitchburg, Mass. 


James, Robert—Koller Bros. Co., 
Akron, O. 


Johnson, Larry—United Sheet 
Metal Inc., Fort Wayne, Ind. 


Johnson, M. Hays—Carroll-John- 
son Inc., Summersville, W. Va. 


Johnston, D. A.—Rumley & John- 
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ston Ltd., Halifax, N. S. 
Kavanaugh, Lawrence—St. Louis. 


Keller, H. R.—Life Valve Co., 
Wrightstown, Pa. 


Kennedy, A. J.—A. J. Kennedy 
Plumbing-Heating Co., Benning- 
ton, Vt. 


King, David—W. O. King Co., 
Clarksburg, W. Va. 


Klapka, Karl—Wheel Trueing Tool 
Co., Detroit. 


Klingelsmith, Linford—Klingel- 
smith Plumbing & Heating Co., 
Alden, N. Y. 


Knachel, Ray—Gross Plumbing & 
Heating, Lansing, Mich. 


Kohn, George—George Kohn 
Plumbing & Heating, Newark, N. J. 


Kratzer, Guy—Oil Burner & Stoker 
Sales & Service, Milton, Pa. 


Kreitzer, S. A.—Kreitzer Plumb- 
ing & Heating Co., Dayton, O. 


Kretschmer, Fred—Kretschmer 
Tredway Co., Dubuque, Ia. 


Lackey, Russ—Carlisle, Pa. 


Lasher, Richard—Lasher Supply 
Co., Hartford, Conn. 


Lasseter, C. L., Jr.—Lasseter 
Plumbing Co., Moultrie, Ga. 


Laughlin, Frank—Virginia Plumb- 
ing & Heating Co., Virginia, Minn. 


Lentine, Anthony—Lentine’s 
Plumbing & Heating, Elizabeth, 
N. J. 


Lentz, Robert—Peerless Pennisyl- 
vania Co., Philadelphia. 


Lindebaum, Joseph—‘M”’ 
Co., Bay City, Mich. 


Lundquist, Clifford—The Lund- 
quist Co., Willmar, Minn. 


MacDonald, Norman; Ovellette Ed- 
die—MacDonald & Ovellette Co., 
Dorchester, Mass. 


Maczko, William—Dericks & 
Maczko Co., Clifton, N. J. 


Madara, George—Madara Plumb- 
ing & Heating, Anderson, Ind. 


Supply 


Maretz, Fred—Heating Equipment 
Center, New Haven, Conn. 


Marshall, William — “Bill” Mar- 
shall Heating & Plumbing, Atlantic, 
Ta. 


Martin, Hays—J. R. Bradley Co., 
Reno, Nev. 


Martin, John—Allen Supply Co., 


Allentown, Pa. 


Masone, S.—A. C. English Co., 
Hicksville, N. Y. 


Mayne, Charles—Mayne Co., Buf- 
falo. 


McClellan, Donald—James & 
Roach Inc., Detroit. 


McClintick, William — Mac’s Oil 
Burner Sales & Service, Auburn, 
Me. 


McDaniel, Elwood—Gem Plumbing 
& Heating, West Hyattsville, Md. 


McNew, Walter—Walter H. McNew 
& Son, Annapolis, Md. 


Melbourne, George—Citizens Auto- 
matic Equipment Co., North Can- 
ton, O. 


Midden, Robert—Midden Supply 
Co., Decatur, Il. 


Miele, Anthony—Miele Heating & 
Plumbing Supply Co., Braddock, 
Pa. 


Mitchell, Robert—Humit Plumbing 
& Steel Inc., Jonesboro, Ark. 


Mohr, John—Twin City Plumbing 
& Heating Supply Co., Tonawanda, 
N.Y. 


Moore, H. G.—H. G. Moore Plumb- 
ing & Heating, Los Angeles. 


Morache, Bernard—B. J. Morache 
Inc., Cambridge, N.Y. 


Morrissette, George—G. M. Plumb- 
ing-Heating & Oil Inc., Manches- 
ter, N.H. 


Murphy, Guy—Guy’s Plumbing & 
Heating, Wyandotte, Mich. 


Musselman, Leroy—Souderton, Pa. 


Novinson, Harry—H. Novinson & 


Co., New York City. 


O’Hora, Thomas — Thomas J. 
O’Hora Co., Scranton, Pa. 


Osborne, Charles—D e pendable 
Plumbing & Heating Co., Palisade, 
Colo. 


Ouellette, H. J.—Ouellette Plumb- 
ing & Heating Co., Burlington, Vt. 


Owens, J. J—Norman T. Owens 


Plumbing & Heating, Baltimore. 


Owens, W. T.—Owens Plumbing & 
Heating Co., Atlanta. 


Palazzo, Michael—G. & M. Plumb- 
ing Contracting Corp., Baldwin, 
N.Y. 


Parrish, J. D. — J. D. Parrish 
Plumbing & Heating, Birmingham, 
Ala. (To be continued) 





CONTRACTOR ASSNS. . . . National 


June 18-22—NAPC—Annual con- 
vention of the National Assn. of 
Plumbing Contractors (held in con- 
junction with the annual Plumbing 
& Heating Exposition); Cobo Hall, 
Detroit. 


June 26-28—AS HRA E~—Annual 
meeting of the American Society of 
Heating, Refrigerating & Air Condi- 
tioning Engineers; Denver-Hilton 
Hotel, Denver, Colo. 


MANUFACTURER ASSNS. 


June 12-15—IBR—Annual meeting 
of the Institute of Boiler and Radiator 
Manufacturers; Seaview Country 
Club, Abescon, N. J. 


June 12-15—NDHA—Annual meet- 
ing of the National District Heating 
Assn.; Wentworth-by-the-Sea, Ports- 
mouth, N. H. 


June 18-22—PHE—Annual Plumb- 
ing & Heating Exposition (held in 
conjunction with the annual conven- 
tion of the National Assn. of Plumbing 
Contractors); Cobo Hall, Detroit. 


Oct. 2-4—AGA—Annual convention 
of the American Gas Assn.; (hotel not 
yet determined), Dallas. 


Oct. 8-11—NIWKC—Annual con- 
vention of the National Institute of 
Wood Kitchen Cabinets; Shawnee-on- 
Delaware, Pa. 


Nov. 8-10—NWAHACA—A nnual 
convention of the National Warm Air 
Heating & Air Conditioning Assn.; La 
Salle Hotel, Chicago. 


Nov. 12-15—ARI—Annual meeting 
of the Air Conditioning & Refrigera- 
tion Institute; Homestead Hotel, Hot 
Springs, Va. 


Jan. 22-25 (1962)—NSPI—A nnual 
convention of the National Swimming 
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Aug. 27-31—ASSE—Annual meeting 
of the American Society of Sanitary 
Engineering; Jefferson Hotel, St. Louis. 


Feb. 11-15 (1962)—RACCA—Annual 
conventon of the Refrigeration & Air 
Conditioning Contractors Assn.; (hotel 
not yet determined), Los Angeles. 


May 8-11 (1962)—MCA—Annual 
convention of the Mechanical Contrac- 
tors Assn.; Sheraton, Philadelphia. 


Pool Institute; 
Vegas, Nev. 


Stardust Hotel, Las 


Feb. 12-15 (1962)—ARI Show—12th 
National Exposition of Air Condition- 
ing, Heating & Refrigeration (spon- 
sored by the Air Conditioning & Re- 


frigeration Institute); Great Western 
Exhibit Center, Los Angeles. 


Apr. 23-25 (1962)—-GAMA—Annual 
meeting of the Gas Appliance Manu- 
facturers Assn.; Greenbrier Hotel, 


White Sulphur Springs, W. Va. 





WHOLESALER ASSNS. 


June 15-18—NYSPHW-—S pring 
meeting of the New York State 
Plumbing & Heating Wholesalers; 
Thousand Islands Club, Alexandria 
Bay, N. Y. 


June 23-26—PHWNE—Spring con- 
vention of the Plumbing & Heating 
Wholesalers of New England; Equinox 
House, Manchester, Vt. 


Sept. 24-27—AI—Annual convention 
of the American Institute of Supply 
Assns.; Fairmont, Jack Tar, Mark 
Hopkins and Sheraton Palace Hotels, 
San Francisco. 


Nov. 1-3—CSA—Annual meeting of 
the Central Supply Assn.; Palmer 
House, Chicago. 


Feb. 9-12 (1962)—ARW—A nnual 
convention of the Air Conditioning & 
Refrigeration Wholesalers; Biltmore 
Hotel, Los Angeles. 


Feb. 18-21 (1962)—WDA—Annual 
convention of the Wholesale Distribu- 
tors Assn.; Statler-Hilton Hotel, Dal- 
las. 


Mar. 25-28 (1962)—SWA—Annual 
meeting of the Southern Wholesalers 
Assn.; Americana Hotel, Bal Harbor 
(Miami Beach), Fla. 


Apr. 1-3 (1962)—MAWA—Annual 
meeting of the Middle Atlantic Whole- 
salers Assn.; Shoreham Hotel, Wash- 
ington, D.C. END 

















“| traded in my party dress for something a 
little more practical around here!’’ 
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ins ial pRAINAGE SYSTEM. 


a 00% pco i. 


Architect & Engineer: GIFFELS & ROSSETTI, DETROIT 
General Contractors: 0. W. BURKE CO., DETROIT 


Mechanical Contractors: PAGE PLBG. & HTG. CO., RIVER ROUGE 
THE STANLEY CARTER CO., DETROIT 


Meir. Supply Wholesalers: MURRAY W. SALES & CO., DETROIT 
DETROIT 
Ww. T, ANDREW CO., DETROIT 


N.A.P.C. Exposition and Convention 


COBO HALL= DETROIT 
JUNE 18-22, 1961 


The National Plumbing-Heating-Cooling Ex- 

position and Convention this year is to be 

held in Detroit’s beautiful new Cobo Hall, 

where APCO Pipe and Fittings were used 

throughout the drainage system for long life 
and permanent protection. 


APCO Soil Pipe is iden- 
tified by the orange hub, 
with bead on spigot end. 


and Spun 


a offh a 


All APCO Cast Iron Soil Pipe is centrifugally cast in sand-lined 
molds for uniformity and smooth metal structure throughout. 


Check 6-121-254 on Reply Card 
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It's a pleasure to sell and easy to install 
the KOHLER NIEDECKEN MIXER 


You can sell the single-handle Niedecken with pleasure and 
confidence because it costs your customers less and oper- 
ates more easily than conventional 2-handle fittings . 
And its first quality advantages win their good-will. 

Simple movement of the Niedecken handle turns water 
on and sets temperature, quickly and accurately, as desired 
—cold, tempered or hot—and saves water, too. 

Installation is easy because the Niedecken adjusts to 
walls thick or thin, and requires only one opening—a big 
advantage when walls are ceramic tile or glass. 

Like all Kohler fittings, the Niedecken is All-Brass. In- 
stalling it means long-range customer satisfaction because 
brass wears longer, corrodes less, than any other metal— 
and holds chrome finish best. 


KOHLER Co. Established 1873 KOHLER, WIs. 


KOHLER or KOHLER 


ENAMELED IRON AND VITREOUS CHINA PLUMBING FIXTURES © ALL-BRASS FITTINGS © ELECTRIC PLANTS ¢ AIR-COOLED ENGINES © PRECISION CONTROLS 
Check 6-122-255 on Rep'y Card 
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Sunbury Youth and Community Center's new ice rink will provide a 























ee 








* «aS 
five-month continuous skating season 


despite outside temperature variations. Over 10 miles of SpanGrid Steel Pipe circulate the refrigerant in the rink. 


10 miles of sPANGRID Steel Pipe installed 
in new Sunbury Community Center Ice Rink 


Early in 1961, the new ice rink at the 
Sunbury Youth and Community Cen- 
ter, Sunbury, Pa., opened for skating. 
The rink area is 85’ x 185’, and over 
10 miles of SPANGRID Steel Pipe are 
used in the refrigeration system. The 
pipe is covered by a concrete slab so 
that the rink surface may be used for 
summer recreational activities. 


REPORT FROM THE ARCHITECT 


Architect Stan Seiple, Jr., of Sunbury, 
reports, “Our sPANGRID Pipe order 
arrived in excellent condition. The 
pipe ends and interiors were smooth. 

“More than 6,000 welds were re- 


RY 


quired during fabrication, and we did 
not encounter a single problem with 
the pipe. The whole system passed the 
hydrostatic test with no leaks. We 
know it is a fine installation which will 
give us years of dependable service.” 


SPANG QUALITY ASSURES 
DEPENDABLE JOBS 


SPANGRID Pipe is ideal for skating 
rinks, and for radiant heating, snow 
melting and refrigeration jobs, too. Its 
uniformity through quality-control 
manufacturing gives you easy bending, 
cutting, threading and welding. It’s 
worth trying. Contact your nearby 


SPANG Pipe Distributor for service. 
SPANGRID Steel Pipe is one of the 
many fine products produced by 
National Supply Division, Armco 
Steel Corporation, 
Two Gateway 
Center, Pittsburgh ' 
22, Pennsylvania. 


Steel's Symbol 


| long life, 
and economy 


Architect: Stan Seiple, Jr., Sunbury, Pa. 
Mechanical Contractor 

The Frick Company, Waynesboro, Pa. 
General Contractor: 

C. F. King, Inc., Sunbury, Pa. 
Spang Distributor: 

Busser Supply Company, Lewisburg, Pa 
Pipe Supplier: 

Sunbury Supply Company, Sunbury, Pa 


ARMCO National Supply Division 


Check 6-123-256 on Reply Card 








Here's the Last Word on 
the Big Trap Debate... 


It's anti-siphon, say some contractors, while 
others disagree. What's your opinion? 


ing, sand-molding, bent tubing)? is self-cleaning most of the time. 
I forecast many manufacturing What provision is made for clean- 
headaches in making this item. ing this trap without removing it 
The cost of manufacturing from the line? 
such a trap will be prohibitive As to testing, the setup as 
and will far outweigh any sup- shown on page 74 (May issue) 
posed advantages. is a marvelous gadget for dem- 
As a plumbing contractor, I onstrating the laws of physics in 
would like to know how it can be_ a classroom, but it doesn’t really 
installed in tight places without test the trap. If Mr. B. will just 
the usual swivel joints present in put an ordinary drum-trap op- 
an ordinary trap? A siphon trap (Please turn to page 126) 


To the Editor: 

GLENVIEW, ILL.—Ever since I 
received your January issue, I’ve 
wanted to sit right down and 
join the controversy over the 
anti-back pressure, anti-siphon 
trap invented by plumbing con- 
tractor William Baumbach. (See 
January issue, page 90, and May 
issue, page 70.) 

Criticism, to be of value, must 
be practical, constructive, based 
on common sense, and reflect the 
point of view, past experience 
and education of the critic. 











#As a fellow inventor, let me — 
say “congratulations” to Mr. B. ee 
He now has a patent number and 
a certificate to prove he’s in- go 

vented something. This in itself “Sass eee pouting 
does not make the product a prac- 3 


tical or a commercial success, CONTRACTOR C. J. SKINNER (whose letter begins at left) asserts that Baum- 
however. It only proves that it bach’s invention is really a drum trap in the shape of a siphon trap. 
is different Baumbach, he says, has added two bends to a normally straight tailpiece (A 


i ; above). Skinner points out that the bottom of the seal (B) in a P-type trap is 
Assuming that Mr. B. decides raised to point C, the effective sealing level of the new trap. 
to go ahead with the manufactur- Like several other readers, Skinner disagrees that there’s an equalizing of 


ing of his trap, what metals will the pressure between the inlet and outlet in moments of back pressure be- 


b d : cause of the presence of the “‘pressure-equalizing tube,” as Baumbach claims. 
e used (cast iron, copper, Like the others, he says the added tube (2 above) is not part of the inlet (1) 
brass) ? What method (die-cast- as Baumbach asserts, but is really part of the outlet (3). 
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the one complete /ine of 
REFRIGERANT CONTROLS 


Thermo” EXPANSION VALVES 


for all refrigerants from 1/4 to 200 tons 





FOR AIR CONDITIONING 
| coe AND REFRIGERATION 


ALCO VALVES » CONTROLS 
. : STRAINERS © DISTRIBUTORS 
; FOR EVERY APPLICATION—DIRECT EXPANSION OR 
SOLENOID VALVES FLOODED SYSTEMS 


Sizes & Type for every application and refrigerant 


REFRIGERANT STRAINERS 


maximum Screen area— 
Sizes & Type for every application 


$608-1 


Venturi-Flow EVAPORATOR 
DISTRIBUTORS ™ PRESSURE REGULATORS 


io Sizes & Types for every 
| a oa application and 
—— SWITCHES refrigerant 
' a ' 
J56 


for trouble 


free liquid 
REFRIGERANT wide application . . . low 


FILTER-DRIER pressure drop .. . any 
97%, pure Dessicant position . . . one-piece 
aelKtia allel eM iley 241-1; 

Block Form 


Silica-Gel PA 400 
Sie Mite tks tioce P.O.S. PILOT OPERATED THERMO, VALVE 


with integral solenoid stop . . . for larger installations 


level control 


Use and Specify ALCO Controls 
the one complete line designed and 
engineered for efficient trouble free 
performance. 


See your Alco Wholesaler—Write for Specification Details 


ALCO VALVE CO. ESREEEEN' 


Paper ot. C UR ET Y . Bee oD UA LIT Y . a 
The one complete line of refrigerant controls: Thermostatic Expansion Valves * Refrigerant Distributors * Solenoid Valves 
Refrigerant Filter-Driers * Suction Line Regulators * Flooded Evaporator Controls and Reversing Valves 


Check 6-125-257 on Reply Card 
DoMESTIC ENGINEERING, JUNE 1961 





Trap Debate 


(Continued from page 124) 
posite his invention, and put it 
through the same test, he will no 
doubt discover that it is two to 
five times as effective as his in- 
vention in non-siphon and back 
pressure qualities, requires no 
revent, and has a provision for 
cleaning besides. The test fails to 
prove the claims. 


The detergent problem (not 
present in the test) is probably 
due to something wrong in the 
smaller waste lines leading to the 
stack, like grease, hair, heavy 
nonsoluble solids, lack of pitch 
and revent in the case of moving 
a sink to another wall in re- 
modeling jobs, etc. 

The pressures involved are 
negligible in terms of measure- 
ment, as Mr. Zimmer points out. 


UDEE Sink Frame for 
QUALITY-BEAUTY-ECONOMY 


in Modern Installations 


HUDEE Sink and Lavatory Frames offer wider selection 
. . with more versatility . . . provide a perfect seal 

with easier installation. HUDEE is the original water- 

tight clamp-down sink frame system in 

stainless steel for all flat rim sinks and 

lavatories (ovals, rounds and three-sided). 


For service, for profits, for quality, 


for COMPLETE CUSTOMER 


SATISFACTION WITH LASTING 


BEAUTY... 


install HUDEE STAINLESS STEEL 


SINK FRAMES. 


iA PATENT NOS. 2,440,741, 2,704,370 


Another Fine Product Of 


WALTER E. SELCK and COMPA 


7125 W. Gunnison St. @ Chicago 31, Illinois @ Underhill 7-9280 
Check 6-126-258 on Reply Card 


Atmospheric pressure is a con- 
stant to everyone but the weath- 
er man, for all practical purposes. 
Wind or the lack of it, and 
whether it’s steady or gusty and 
blowing in one direction or an- 
other relative to the roof line and 
location of the vent stack—all 
play a part in creating pressure 
or suction within the soil and 
vent stack, indirectly affecting 
all traps attached thereto. 

The alternating conditions of 
pressure and suction tend to 
make the water seesaw back and 
forth, with some water overflow- 
ing into the outlet, leaving less 
water in the trap to prevent 
backflow or sewer smells. 


= The picture used in your Oc- 
tober issue shows a made-over 
kitchen trap. The sketch in the 
January issue shows a lavatory 
trap. 

Mr. B. has succeeded in mak- 
ing the equivalent of a drum trap 
in the shape of a siphon trap. 
(See attached sketch.) In his 
sketch he has added two bends to 
a normally straight tailpiece (a). 
The bottom (b) of the seal in a 
P-type trap is raised to point (c), 
the effective sealing level in the 
new trap. 


s This is offset by allowing more 
water to collect or remain in 
columns 2 and 3. There can be no 
equalizing of pressure between 
the inlet and outlet because both 
are outlets subject to the same 
pressure. Suppose, for an exam- 
ple, we add a third tube in the 
open hole of our “do-nut.” Would 
the air diverter (d) properly pro- 
portion the air in three parts or 
would it let the water seek its 
own level? 


sSuppose we eliminate the hole 
and all unnecessary walls? 
Eureka! I have just invented a 
new trap. It will not siphon, it 
will stand back pressure twice 
as big as Mr. B’s trap. It will 
be easier to manufacture, install 
and clean. It will cost less. 


However, I will wait until Mr. 
(Please turn to page 128) 
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Construction Company, and Charles Cooke, president of 
PARTNERS IN PROFIT Shaies: Sinks psy te Gerber distributors Magra 


checking floor plans of an upcoming Hamilton building 
project in Mr. Zeskind’s office. 





Left to right, Mert Henry, Gerber factory representative, 
Marvin Zeskind, VP in charge of construction of Hamilton 





“Marvin, what governs your decision on 
plumbing fixture brands for your developments?” 


“As you know, Charley, my plumbers suggest the brand they 
can install quickly, easily, and at a fair profit. I select 

the brand which will please my potential customers—at a 
fair profit to me. Gerber works out best for all of us.” 


4 Rifune 
co 7 

S Guaranteed by» 

Good Housekeeping / } 
r ~ 


40) Ww 
745 apveanistd TS 


GERBER 


“Plumbing Fixtures for The Mighty Middle” 
Gerber Plumbing Fixtures Corp., 232 N. Clark St., Chicago 1, Illinois 
5 Factories: Kokomo, Ind., Woodbridge, N. J., Delphi, Ind., Gadsden, Ala., West Delphi, Ind. @ Export Div.: Gerber Int'l. Corp., 500 Green St., Woodbridge, N. J. 
Check 6-127-259 on Reply Card 


= 
Cast fron Enameliware Vitreous China Brass Stee/ Ename/ware Shower Stai/s 
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~~ Automatic Sunshine 


You can sell 'em 


BASMOR 


»««ethe luxury heat at low cost! 


Automatic Sunshine is radiant hy- 
dronic heating with a Basmor 
Boiler, Healthful, even warmth like 
that of the sun. The heat your 
customers want, and can now afford 
in small and medium size homes 
at budget prices. 


Cash in on the fast-growing market 
for hydronic heating in smaller 
homes, with the new Basmor 100. 
Ready-to-install, completely assem- 
bled and wired at factory, with all 
controls and accessories in place. 
Deluxe and standard models in 
three sizes, 70,000 to 120,000 BTU 
input, for all gas-fired hot water 
systems. Modern, compact (less 
than a yard high). Install anywhere, 


NEW Basmor 100 Series Boiler is a ready- 
to-install hydronic heating package! 


ey 


' 











New porcelainized steel burn- 
ers .. . one piece design with 
548” raised ports provides rib- 
bon-like flame pattern... high 
efficiency, silent operation, 
long life. 


New tubular design cast iron sections 

. . exclusive staggered fins cast in 
sides assure maximum heat transfer. 
Section design prevents recirculating 
water, eliminates “hot spots.” 


(Continued from page 126) 
B. makes a financial success of 
his trap. Then I will come out 
with my better (mouse) trap 
and have the world come knock- 
ing at my door, 

In conclusion, may I say that I 
wish Mr, Baumbach all the luck 
in the world, I'm sure he will 
come up with something worth- 
while if he keeps trying. 

C, J, SKINNER 


Baumbach Replies to 
Contractor Skinner 


I agree with Mr, Skinner when 
he says that manufacturing my 
trap would be more difficult 
than the standard P-type trap. 
The question of cost would have 
to be considered in relation to 
the advantages. The offset piece 
in the inlet would help. Many 
solid traps have been used. The 
swivel joints are ready-made, not 
to make the trap any better but 
to help offset inaccurate work- 
manship. 

Mr. Skinner raises the ques- 
tion of how the trap would be 
cleaned. No arrangements have 
been made for cleaning as all 
evidence indicates a stoppage in 
the trap is a rare possibility. 


# As I have repeatedly said, any 
testing device that will break 
and measure the seal has proven 
one point in question—the 
amount of plus or minus pres- 
sure that is required to break 
the seal. The pressures involved 
are not negligible as Mr. Skinner 
says. This small water seal is 
the only thing that stands be- 
tween the clean air inside the 


house and the sewer gas. 

If atmospheric pressure could 
be maintained within the system, 
we would not have to discuss the 
merits of a trap. If its atmo- 
spheric pressure was constant to 
everyone but the weatherman, 
we would not have to consider 
venting as a necessary part of a 
plumbing system. 

W. J. BAUMBACH 
(Please turn to page 130) 


New automatic 100% safety controls 
. . . finest automatic main gas control 
valve and regulator, incorporating 100% 
safety shut-off, and automatic plug-in 
pilot feature for simplified servicing. 


Write for literature and prices! 





a hiily BASTIAN-MORLEY CO., INC. 


(Incorporating H. C. Little Burner Co., Inc.) 
LaPorte, Indiana 


Basmor-Little Boilers, Furnaces, Gas Heaters, Water Heaters, Incinerators 











Check 6-128-260 on Reply Card 


DomEsTIC ENGINEERING, JUNE 1961 





Generai Filters Helps You Deliver 


CUSTOMER COMFORT ct « PROFIT. ¢ 72 


Customer comfort is a profitable business. The only way to keep 
it profitable is to have comfort go hand in hand with satisfaction. Every service call is an opportunity to 
That’s why we make General products so customer-satisfying. It (ne! new units or replace elements, 


Be sure you have a supply in your 
assures top performance and avoids call-backs for adjustments, service car. 











Generals numenina Gener Genera 
wih the FUEL OIL CLEAN RIGHT 


foolproof | FILTERS Soot Remover 


valve 

'Step-design’’ The instant, miracle 
wool-felt element eleaner for Aves ond 
trouble-free. s ste ah Seine. fire chambers in any 
No float te a aN Lifetime, heavy kind of heating plant. 
stick, Corro- gevge iren and Will not harm burner 
slon-free pen. steel construction, One bolt removal allows parts. Cuts heating 


Enclosed valve seat. Guaranteed one element replacement. Two sizes fit all plants. bills up to 25%. 
year on parts. 


Completely 


Ask Your Jobber for the GF Products 


GENERAL FILTERS, INC. 


43800 GRAND RIVER AVENUE NOVI, MICHIGAN 
IN CANADA: Canadian General Filters, Ltd., 39 Crockford Blvd., Scarborough, Ont. 


SHHSHSHSHSHSHSHSHSSHSHSSHSHSSHHSHSEHHOSHOHSHSHESEHSHSHSHEHEHSEHHEHESESEHOESESESEHSEOSESEEEEEE 
Check 6-129-261 on Reply Card 


DOMESTIC 
aNicivida aivices CARLTON HAS A SINK 


“OIL HEATING per EVERY ROOM IN THE 


and OIL BURNING _ l@lehy 4 
SERVICING” Reprint 4 


e COMMERCI 
ee RESIDENTI 
e INDUSTRI 


20 Chapters .. . 120 Pages 








AL 
a 
AL 





. a complete handbook, your guide to ideas, methods and | If one of our 200 


diff 
data in this principle source of automatic heating . . easy a opened 
to use on the job, quick reference in the shop. specifications, we'll make your sink 


Fully illustrated and written by a top-flight independent to order. Here are some sizes and models. 
advisor to the Industry and D.E., this book gives you an 
expert analyses of the many devices and methods of repair- Cat. No. Length Seiaiiitebiiiean isteaiedl 
ing and improving combustion components. 
$-3925 Rork 39” H 1/2” x 16-3/4" x 7-1/2" Sing! 
FREE With Your New or Extension Subscription to DOMESTIC ENGINEERING pen tt Be ee oma a 


¥: . . ; $-4825 Ror 48” 20° x16" =x 7-1/2” Single 
Simply clip, fill in and return the coupon below for your copy. 5.5425 54” 20° x16" sx: 7-1/2” Double 
$-6025 60” 20” x 16” x 7-1/2” Double 
Please send me the New Edition of your reprint book, “A | | ae oo oi ts! ty reves 
Short Course in Oil Heating and Oil Burner Servicing,” 
with my C) new [_] extension subscription to DOMESTIC | Double Bowls applied to all tops from 60” to 120”, as stock items. 

y ha 7 al 2 y * | 
ENGINEERING atthe Special Rate of Two Years for$8.00*. Order directly through the Carlton Distributor in your neighborhood or 


*Saves 20% off the Regular Rate of $5.00 /yr. send for our latest Carlton Sink Catalog LP 460 and price list toda 
g y y 
to the Carrollton Mfg. Company, Sink Division, Carrollton, Ohio 


Name | LOOK FOR THE STARS -++--++-+--++ TO TELL YOu IT's 
Address 


City. Zone State 
() Remittance Enclosed Bill (] Me [] My Company 


M INEERI * 1801 Prairie Ave. + Chi 16, Ill 
DOMESTIC ENGINEERING + 1801 Proirie Ave tl SCULLERY SINKS * INSTITUTIONAL SINKS * HOME SINKS * CUSTOM SINKS 
Check 6-129-262 on Reply Card : Check 6-129-263 on Reply Card 





Over-all | (left to right dimension first) Type 
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PLUMBERS PREFER... 
INSTO-GAS TORCHES 

















Insto-Gas LPG Torches are ideal for sweating ALL sizes of copper 
fittings. These ruggedly-built torches are economical to use, are fast 
and dependable. Each torch has a wide flame range, eliminating 
the necessity of frequent tip changes. They produce an even, clean, 
brush flame that completely envelops the fitting . . . eliminates hot 
spots, thereby assuring a perfect joint every time ... best for melting 
out soil pipe joints too! 


Insto-Gas Instant Lighting LPG Furnaces melt 40 Ibs. of lead in 
six minutes. Easy to adjust flame control saves fuel and allows lead 
to be kept at just the right temperature at all times. Insto-Gas 
Furnaces ore sturdy . .. hard to tip over. Both floor type and 
cylinder type models are available. 


NO PRESSURE REGULATORS REQUIRED WITH 
INSTO-GAS TORCHES AND FURNACES! 


The COMPLETE LINE of Insto-Gas Equipment is sold through 
better wholesalers in the United States and Canada. 


INSTO-GAS CORPORATION DETROIT 7, MICHIGAN 


Check 6-130-264 on Reply Card 
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(Continued from page 128) 


| Says Baumbach's Trap 


May Have Great Merit 


Cuicaco—I have read wi‘h in- 
terest—and some doubts—your 
informative article pertaining to 
Mr. Baumbach’s newly patented 
anti-siphon and anti-back pres- 
sure trap. 

Assuming the trap is satisfac- 
torily proven to be 100 percent 
more effective against back pres- 
sure and siphonic conditions, and 
if it can be proven to be a deter- 
rent in overcoming some of the 
problems presented by modern 
detergents—then the trap should 
have a great deal of merit and 
could be considered a step for- 
ward in trap design worthy of 
consideration by the Bureau of 
Standards and the U. S. Public 
Health Service. 


eThe possible advantages (if 
proven satisfactory) would out- 
weigh the minor objections of 
possible manufacturing defects, 
as such defects should readily re- 
veal themselves to building oc- 
cupants and could be remedied. 
JOHN TURKSTRA 


“Higher Water Column 
Does the Job’ 


PittsBuRGH—Mr. Baumbach’s 
trap does provide a greater re- 
sistance to back pressure and 
loss of seal by siphoning, but 
not by momentarily providing 
equal pressure on opposite sides 
of the water seal, as he claims. 

The placement of an additional 
column of water on what is nor- 
mally the inlet side of the trap 
does not make it part of the in- 
let, as he would like to believe. 


sDrawing the trap schemati- 
cally will aid in showing that he 
has constructed a more compli- 
cated and illegal version of a 
trap with an enlarged outlet leg. 

A trap of this type provides a 
greater resistance to back pres- 
sure because more water is avail- 
able to create a higher column 
of water in the inlet. An addi- 
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tional advantage is that under 
conditions of momentary back 
pressure it would take longer to 
expel the contents. 

Mr. Baumbach can demon- 
strate my analysis of his trap by 
cutting off the inlet pipes on his 
testing device at a point below 
the maximum height attained by 
the water in the standard P-type 
trap under conditions of back 
pressure. 

This will nullify the advantage 
of additional water capacity and 
cause both traps to lose their 
seal at the same pressure, pro- 
vided the pressure is increased 
slowly. 

JupDSON HAMEL JR. 
J. B. Hamel & Son 


Baumbach Replies to 
Contractor Hamel 


I'd like to comment on what 
Mr. Judson Hamel Jr. has to say 
(letter above). He has studied 
the trap and has rightly come up 
with the statement that addition- 
al water capacity is one of its 
advantages. He should keep in 
mind, however, that my claim 
is that the trap is intended to be 
more effective when siphonage 
occurs than when back pressure 
is applied. 

W. J. BAUMBACH 


Here Are Winners in the 
“Trap Debate’ Contest 


Editor’s Note: DE has selected 
three letters from among those 
published in its May issue as 
prize winning commentaries on 
the Baumbach-Zimmer Debate. 

When the “debate” appeared 
initially in DE’s January issue, 
Contractor Baumbach took the 
affirmative role on the question: 
“Ts the Baumbach trap an im- 
provement over the conventional 
P-type trap as to its anti-siphon 
and anti-back pressure quali- 
ties?” 

An opposing view was taken 
by Edward Zimmer, director of 
the City of Chicago Plumbing 
Testing Laboratory and a vice 

(Please turn to page 135) 
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THIS MARK OF LEADERSHIP IDENTIFIES, THE MOST 
COMPLETE LINE OF MODERN DRINKING FIXTURES 
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LIKE A 
SHOWER 
STALL 
SHOULD! 














. because SPARTAN pays special attention to quality details. 
We're proud of our precision techniques, that to some may 
appear unnecessary. We feel that we cannot go too far to keep 
the name SPARTAN synonymous with “‘the finest.”’ 


SPARTAN 


SPARTAN SHOWER STALL CO SPARTAN CONVECTOR CO., INC a SPARTAN ELECTRIC RADIATOR CORP 


52-55 74th STREET @ MASPETH 78, NEW YORK 


Write for 
illustrated literature 


SPARTAN 


A 
Convectors SPARTAN 


Baseboard SPARTAN 


SPARTAN SPARTAN SPARTAN Glass Shower 


Electric Radiators Shower Stalls SPARTAN 


Electric Baseboard & Tub Enclosures Shower Receptors 
Check 6-132-266 on Reply Card 
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IN TUBING — . 


NOTHING BEATS COPPER! 
IN COPPER — 


NOTHING BEATS 


Reading Tube Corporation Specializes in the 
Making of Copper Tube, Exclusively, Start- 
ing in Its Own Refinery and Continuing with 
Complete Quality Control, thru All the Inte- 
grated Processes, to the Packaging of the 
Finished Product. Complete Stocks at Eleven 
Strategically Located Distribution Depots As- 
sure Prompt Shipment of Orders. 


Always Specify 
READING COPPER TUBE 


’ PPER BRA “ae 
Saath .. A DIVISION OF 
a ate anne rR EA Dp 4 Ey G Tu oe Co. PROGRESS MANUFACTURING CO., INC. 
/ ce PIPE EMPIRE STATE BUILDING, NEW YORK 1, N. Y. «© PLANT: READING, PA. 


id 
, 





Installing Saran lined drainage system. Clevite Corporation Division. 


SARAN LINED DRAIN LINE cuits installation time 66%, 
handles vicious acids without corroding 


The 400 saran lined fittings and 1200 feet of saran lined 
header line and branches in Clevite Corporation’s Waltham, 
Mass., transistor plant were installed using regular plumbing 
tools with special cutters in one-third the time required for 
other corrosion-resistant drain systems. Saran lined drain 
line and fittings have no leaded joints—and are so strong 
that joints can be placed ten feet apart. 

“This drain system was installed to carry combined mix- 
tures of water, aqua regia, hydrofluoric, nitric and other 
acids from the production floor to a waste treatment tank. 
Even concentrated nitric acid, on occasion,” said Plant 
Engineer Charles Kettendorf. ‘““We use these acids to etch 
and clean the metals on our production line.” 


THE DOW CHEMICAL COMPANY 


Saran lined fittings are available in both union and 
flanged types. Where space is limited, as in thin wall- 
sections, saran lined fittings can be used where leaded-joints 
are too bulky to fit. They are ductile—wwun’t crack no 
matter how hard you lean on the wrench. 

When you need processing or laboratory drainage systems 
with great strength and corrosion-resistance, specify saran 
lined drain pipe and fittings. They’ll take pressure ranging 
from full vacuum to 150 psi. and temperatures from —20° F. 
to 200° F. They can easily be cut, fitted and modified using 
regular plumbing tcols. For more information, write Saran 
Lined Pipe Company, 2415 Burdette Avenue, Ferndale, 
Michigan, Dept. 1575LX6. 


Midland, Michigan 


Check 6-134-268 on Reply Card 
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(Continued from page 131) 


president of the American Soci- 


ety of Sanitary Engineering. 
Zimmer presented the case 
against the Baumbach trap. 

We invited our readers to com- 
ment on the views of both men 
and offered prizes of $35, $15, 
and $10 for the best letters pub- 
lished. Those selected as winners 
were written by contractor Wal- 
ter Benjamin of Brooklyn, N.Y. 
($35); contractor-engineer Mor- 
timer Lifland of Belvidere, N.J. 
($15), and contractor Clement 
Mahoney of Collingdale, Pa. 
($10). An additional award of 
$5 is being made to contractor 
C. J. Skinner of Glenview, Il. 


sHonorable mentions were 
awarded to Adolph Rosenthal of 
Culver City, Calif.; Richard Neill 
of Cape May Court House, N.J_; 
Judson Hamel Jr. of Pittsburgh; 
John Turkstra of Chicago; and 
F. A. Hutchinson of the British 
Crown Colony of Hong Kong, 
who submitted drawings of an 
anti-siphon trap being manufac- 
tured in London, England. 


«We wish to thank these men 
and the dozens of others who 
took the time and trouble to 
share their views with our read- 
ers on this interesting and pro- 
vocative subject. And we espe- 
cially wish to thank Mssrs. 
Baumbach and Zimmer for the 
expert analyses they have made 
of the trap and its possible effec- 
tiveness. END 


News 





(Continued from page 14) 
Massachusetts Ave., N.W., Wash- 
ington, D.C. 

How mechanical contractors 
fared profitwise in 1960 and other 
data on the financial side of their 
business was detailed by A. L. 
Cherne of Minneapolis, chairman 
of the association’s statistical sur- 
vey committee. 

Cherne reported that the aver- 
age net income before taxes of 211 
MCAA members who answered a 
survey was $30,822. In 1959, the 

(Please turn to page 136) 
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THE POWERS REGULATOR COMPANY 
Dept. 661, Skokie 46, Illinois 


Send me a free copy of Powers Engi | For Steam-Water Service 





Name: 





Title: 








Cc a y: 





Address: 





City: 





Specific requirement or pr 











ae 
ea a 


B NO. 11 
For economy and simplicity — rap 


Install indicating water mix tem- 
perature regulator so that heat ex- 
changer by-pass is connected to 
bottom port. Connect cool water 
from exchanger to upper port and 
pump suction to common port. Lo- 
cate thermal bulb of regulator in 
warmed water outlet of engine or 
compressor. Use of a separable well 
permits bulb removal without drain- 
ing system. 


For remote location 
SERIES 200 


of temperature regulator = TEMPERATURE 


- REGULATOR 
Install water mix valves so that heat 


exchanger by-pass is connected to aT FLOWRITE 
upper port, cool water to bottom ey 
port and pump to common port. 

Locate temperature regulator where 

convenient. Thermal bulb and well 

procedure is same as system above. 

Use of a reverse-acting temperature 

regulator prevents engine overheat- 

ing in event of compressed air fail- 

ure. 


Request Powers Engineer’s Manual, 
Steam-Water Service for full details and 
description of components. Free to any- 
one engaged in steam and water service, 
this manual gives the “how and what” 
for all types of systems and controls. 
You'll find it a practical, easy to follow 
guide for recommending or laying out 
new installations or updating old ones. 


The coupon above is for your conven- 
ience. If you have an individual require- 
ment or problem, send us the specifics. 
We'll advise on how best to handle it. 


THE POWERS REGULATOR COMPANY 


Dept. 661, Skokie 46, Illinois 


In Canada: The Powers Regulator Co. of Canada Ltd. 
POWERS CONTROL Downsview, Ontario 


Check 6-135-269 on Reply Card 





Here’s why more contractors are asking for Kuhns fittings 


than ever before. “K”’ fittings are precision made, quality 
controlled. Threads are sharp and clean, chamfer is perfect, 
there are no hidden flaws. They’re’ rugged and long lasting- 
need no babying during installation. 

Kuhns supplies a complete line of pipe fittings in cast, 
malleable and ductile iron—the newest development in fit- 
tings in over 50. years. 


ee ee 


1800 McCALL STREET « DAYTON, OHIO 


Check 6-136-270 on Reply Card 
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(Continued from page 135) 
average net figure was $38,791. 
In work breakdown, heating 
remained the biggest factor for 
mechanical contractors in 1960, 
representing 35 percent of the 
members’ total volume. Plumbing 


| came second at 20 percent. 


Other job categories were as fol- 
lows: Air conditioning and/or 
cooling, 18 percent; industrial pip- 
ing, 13 percent; sheet metal, 8 per- 
cent; and other, 6 percent. 

In other convention business, 
Frank McBride of Paterson, N.J. 
succeeded Joseph Kearney of 
Evanston, Ill. as president. Other 


| officers are Leon Munier, New 


York City, senior vice president; 


| John McCann, New York City, ex- 


ecutive vice president; and Arthur 


Nagel, Cincinnati, treasurer. 


Dunham-Bush Sets Up 
Service Organization 
West HartrorD, CoNN.—A new 


service organization to provide on- 


| the-spot service for its Heat-X and 


Brunner products has been formed 


| by Dunham-Bush. 


Edmund Adams, national service 
manager, said the company will 


| have five regional service managers 
| operating from company plants and 
| three field service engineers. 


Dunham-Bush manufactures air 


| conditioning, refrigeration, heating 


and heat transfer products. 


Crane Sales Down 


in Ist Quarter 


Cuicaco—Crane Co. reported 


| sales of $64,869,000 and net earn- 


ings of $979,000 for the first quarter 
of 1961. 

This compares with sales of $66,- 
055,000 and net earnings of $1,132,- 
000 for the same period in 1960. 


Texas Wholesalers Hold 


Management Institute 


Dattas—The fourth annual 
management institute sponsored 
by the Wholesale Distributors 
Assn. here drew 29 registrants to 
study such phases of wholesale 
operation as “better selling” and 

(Please turn to page 138) 
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SUNDAY SCHOOL TEACHER: “What must 
we do before we can expect forgiveness for 
our sins?” 


ENTHUSIASTIC STUDENT: “Sin!” 
“X-L” Couplings 


KAREN COED COMMENTS: “I wonder what might 
have happened to American History if the British 
soldiers at Bunker Hill had had bloodshot eyes?” 


“X-L” Nipples 


DRUG STORE BY ANOTHER NAME? House 
of pill repute? 


“X-L” Quality Control 


OFFICE GAL: “Do you think a seismic explosion 
can cause enough vibrations to bring on a shower?” 
OFFICE GUY: “I don’t know much about that, but 
I’ve seen a shotgun bring on a shower!” 


“X-L” Couplings 


SIGN (at a convention): “Executives who have 
no secretaries of their own may take advantage 
of the girls in our stenographic pool.” 

“X-L” Same-Day-Service 
NO NEED TO KEEP LARGE INVENTORIES... 


Wheeling Machine Products Company offers you 
Same-Day-Service; the very same day your order is 
received, it’s invoiced and shipped to you... and 
we pay freight on orders weighing 300 pounds or 
more. May we have your next order? 


“X-L” eXceLlence! 
JET AGE DEFINED: Breakfast in London, 


lunch in New York, dinner in San Francisco 
and baggage in Buenos Aires. 


“X-L” Couplings 
A TWIST: Evil is the root of a lot of money nowa- 
days! 

“X-L” Nipples 
JUDGE: “Why did you steal the $10,000?” 
ACCUSED: “I was hungry, your honor!” 

“X-L” Products eXceL! 

NEED couplings, nipples, plugs, bushings, well 
points, drive caps, drive shoes, metal or plastic fit- 
tings for plastic pipe? Specify “X-L” Products .. . 
all types, all sizes, engineered to your industry stand- 


ards. Remember, it’s Wheeling Machine “Where 
Service Is a Habit.” 


“X-L” Man, eXcel! 


Every Size and Type PIPE 
COUPLING From One Source 





Check 6-137-271 on Reply Card 
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SEWER 
AND 


DRAIN 
CLEANING EQUIPMENT 


NO. 420 POWER MACHINE 


Ideal for handling 3” to 12” building 

and main sewer lines. Choice of three 

different set-ups for use with basic 420 

machine (1) Dolly, as illustrated 

) 15 foot cables with quick connect— 
isconnect 

couplings and 

(3) regular coil 

container. 


SEE IT TODAY! 





NO. 320 


POWER MACHINE 


The perfect portable 

power machine for 

clean- out of 1%” 

to 4” waste lines. 
handles 

100 feet of OIL 

TEMPERED \’” 

cable. Fast, effi- 

cient one-man 

operation. 


This newest line not only includes a complete array of 
new Hand and Power Sewer Cleaning Equipment but 
also Oster’s special formula Drain Solvents and Root 
Disintegrator. Write today for complete new catalog. 
eens , sia 


THE OSTER MANUFACTURING COMPANY 


1306 E. 289th St., WICKLIFFE, OHIO, U.S.A. 
Check 6-137-272 on Reply Card 
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(Continued from page 136) 
“measuring financial performance.” 
Association secretary Howard 
Weddington said classes also in- 
cluded personnel management, 
supervisorial techniques and a 
class to increase reading speed. 
The association is comprised of 
plumbing and heating wholesaler 
firms in Texas and Louisiana. 


Wrestlers Groan to 
Get Plumbing Sales 


NASHVILLE, TENN.—Wrestlers are 
promoting plumbing and heating 
sales in Nashville. 

The Tennessee Pipe & Supply 
Corp., which conducts a variety of 
promotional and advertising pro- 
grams for contractor-dealer mem- 





VE New 
VANCE NI-SEAL 


S 
Q 
<4- py 7INGS i aad agi 


STAINLESS 








a 


at 








Patents 
Pending 


embodying the new— 


“all around the corner’’ sealing and tighten- 
ing feature. Vance’s exclusive all-welded, con- 
tinuous uni-seal feature gives you all these 
advantages: 





Underside view show- 
ing exclusive corner 
construction which 
gives “‘all around the 
corner” support and 
rigidity... ; 
No chance of rim 
puckering or wrinkling. 


1. Tighter seal all around—not just at sides. 
2. Reinforced and completely sealed corners. 


3. The welded under-support around corners AND 
edges gives extra strength to the entire sink. 


4. Installation easier—at less cost. 


5. Greater customer satisfaction due to better 


View showing how Vance appearance—greater ruggedness. 


Uni-Seal Sink clamps to 
counter, giving all around 
pressure sealing. 


Available in all present Vance Models, including 
the new compact size sinks, type 302, 18 and 20 
gauge and type 430-20 gauge. N 


Y 





Specify a Vance Uni-Seal Stainless Steel Sink 
on your next job and see for yourself 


i 


7403 W. WILSON AVE.* CHICAGO 31, ILL. 
Check 6-138-273 on Reply Card 
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bers of its Modern Home Comfort 
group, has added television wres- 
tling to the list. 

DE recently featured an article 
on TEPSCO and its owner, Ernest 
Buchi. (DE, April, page 86). 


Businessmen See Upturn 
on the Way, Survey Finds 


New York Crry—About 80 per- 
cent of American businessmen are 
confident of an impending upturn 
in economic conditions, according 
to a recent survey by Dun’s Re- 
view magazine. 

Some 1,100 manufacturers, whole- 
salers and retailers throughout the 
country were queried. 

The magazine said 37 percent of 
manufacturers reported a_ sales 
climb since January 1; 36 percent 
found sales moving “sideways” and 
27 percent reported a decline. 

About 10 percent of the respond- 
ents in all segments of industry 
said they had experienced no reces- 
sion at all. The magazine pointed 
out that previous surveys showed 
businessmen can foresee economic 
upturns before they can be statis- 
tically reported. 


Plastic-Coated Steel 
Piping Hits Market 


Rocuester, N. Y.—A new line of 
plastic-coated steel process piping 
is on the market. 

Described as corrosion-resistant, 
the pipe is being sold and distri- 
buted by the American Vulcathene 
Division of the Nalge Co. 

The plastic coating is a “high- 
temperature material remarkably 
resistant to most chemicals,” ac- 
cording to Vulcathene spokesmen. 

The full product line, made by 
York Industrial Plastics Inc., York, 
Pa., includes steel pipe, fittings, 
pumps and valves. 


Dishwasher Promotion 
Plan Gets Under Way 


Troy, O.—Promotional allow- 
ances and a special carload price 
on smaller shipments are features 
of a sales push on portable dish- 
washers announced by KitchenAid 
Dishwasher Division of the Hobart 
Manufacturing Co. 

The special promotion allowance 
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on portable dishwashers will apply 
to all portables shipped since 
March 15, according to Harold | 
Martin, sales manager. It will re- | 
main in effect until further notice. 

The promotion, billed as a “Bet- 
ter Buy Now Jamboree,” will be | 
supported by national advertising | 
and point-of-purchase materials, 
Martin said. 

He added: “Sales of KitchenAid 
built-in dishwashers have been 
running well ahead of 1960. The 
goal of our Jamboree promotion is 
to accelerate portable sales in a 
like manner.” 


CresLINE KL Plastic Pipe licked 
the corrosion problem at Ma- 
rine Arena. 800-sq. ft. filtering 
system has 4” manifold with 
28 ten-ft. lateral attachments 
of 2” pipe —CresLINE KL. 


Survey Turns Up Facts 
on Wholesaler Salesmen 


Cotumsus, O.—Three out of four 
members of the Northamerican 


Heating & Airconditioning Whole- proves superiority of 


salers Assn. provide fringe benfits 

for full-time outside salesmen, ac- L | N E° K L PLAST | C P | p F 
cording to a survey conducted by 

the association. 


Members reported these facts: 
about 75 percent furnish hospital- Another reason you can be SURE 


ization, 67 percent provide life in- when you install ( he Q LINE i 
surance, 54 percent have a profit- 


sharing plan and 27 percent a pen- Salt water corroded metal pipe within weeks at the famous Marine 
sion plan. Arena of Madeira Beach, Florida. So they switched to CresLINE 
KL, the plastic pipe made of virgin ABS resin that won't corrode. 
Now there’s no danger of failure of the filtering system that pro- 
tects nearly three-quarters of a million dollars’ worth of marine 
life and equipment. 


alIn recruiting methods, 59 per- 
cent use newspaper advertising, 46 
percent use employment agencies 
and 31 percent use formal testing 
as an aid in selecting salesmen. 

Wholesaler members indicated 
the average normal training period 
for a salesman is six months in the 
office, four months in the ware- 
house and one month making calls 
with another salesman. 

Anyone interested in detailed 


findings of the survey may write ‘ ® 
to NHAW headquarters, 1200 W. Typical Applications with LINE KL 


Fifth Ave., Columbus 12, O. 


You probably will never have the chance to install the plumbing 
for a Marine Arena, but you will find countless uses for CresLINE 
KL in your area. It’s easy to install because it’s light in weight. 
And once it’s in, you can forget about it — won’t corrode ... ever. 


Water service lines of all kinds, park and boulevard water- 
ing systems, golf course watering systems, swimming pools, 
- and numerous industrial uses. Make your next installation 
Set Commercial Stds. with CresLINE KL. 


for Medicine Cabinets CALL YOUR WHOLESALER TODAY NSF 
Wasuincton, D. C.—The devel- NOTE TO WHOLESALERS: CresLINE is sold ene ye 
‘ es drinking 
opment of commercial standards only through legitimate wholesalers — 


. : water use 
for adequate and safe storage in never direct to dealers or contractors. Write 
snetlicdiny qabibedia tuin: tele as for prices and full information. PIONEER MEMBER OF 
nounced by William Kramer, ex- CRESC F NT PLAST | cs | N C 
ecutive secretary of the Medicine ’ 
Cabinet Manufacturers Council, at Cig 8 
a recent meeting here. 955 Diamond Ave. * Evansville 7, Indiana 

Kramer also reported on a plan | | ; 

(Please turn to page 140) fis ni tant eit 
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MIGHTIEST DRAIN CLEANER 


wow! LOOKS LIKE 
A JOB FOR THE 
SPEED-KLEEN 


@ This lively little drain-cleaning crew is 
busily making a profit with the mightiest 
machine on the market ... the Kollmann 
KM.-1500 Speed-Kleen. It makes cleaning 
stubborn stoppages easy...and inless time, 
too. The Speed-Kleen drives through traps 


and bends in lines from 114’’ to 10’ up to 
150’ in distance... at 700 powerful r. p.m. 

And look at these new Kollmann conven- 
iences ... instant-acting clutch; fingertip 
control for instant starting,stopping and re- 
versing; bright work light; automatic cord 
reel; cable distance counter; new quick and 
positive coupling on 15’ sectional cable; 
and guide hose to eliminate whipping. 

REMEMBER. . . satisfied customers will 
give you other profitable work, too. 


Ask your KOLLMANN jobber for a demonstration of the new 
KM-1500 “Speed-Kleen” 
«++ or write for descriptive literature 
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MANUFACTURING CO., Ince 
Erie, Pennsylvania 


Check 6-140-275 on Reply Card 
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EMCo 


COMBINED 


FOOT VALVE 
with GUARD 


PATENT NO. 
2,913,995 


@ Hard brass guard pre- 
vents foot valve damage 


@ Neoprene valve disc 
© Stainless steel spring 
@ Heavy bronze casting 
@ Heavy gauge brass strainer 
@ Generous water flow 
@ Superior workmanship 
ORDER FROM YOUR JOBBER 


' 


Check 6-140-276 on Reply Card 
140 
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INTRODUCING THE NEW 


DRYDEN-EAST 


HOTEL 


39th St., East of Lexington Ave. 
NEW YORK 


Salon-size rooms ¢ Terraces * New 
appointments, newly decorated ¢« 
New 21” color TV ¢ FM radio « New 
controlled air conditioning « New 
extension phones in bathroom « New 
private cocktail bar ¢ Choice ;East 
Side, midtown area ¢ A new concept 
of service. Prompt, pleasant, un- 





obtrusive. 


Single $15 to $22 Suites to $60 
Special rates by the month or lease 
Robert Sarason, General Manager 
ORegon 9-3900 
Teletype NY-1-4295 


Check 6-140-277 on Reply Card 
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(Continued from page 139) 

for getting the standards accepted. 

The council, a national associa- 
tion of leading medicine cabinet 
manufacturers, was formed in 1960 
at the request of the U.S. Public 
Health Service, according to an 
association spokesman. He said it 
“represents a concerted effort to 
enlist the industry in a campaign to 
reduce the number of accidental 
poisonings of children due to eat- 
ing and drinking drugs or other 
dangerous products.” 





a Nearly 500 deaths and 600,000 
cases requiring medical treatment 
occur annually because of poor 
medicine storage, the association 
spokesmen said. 

The Washington meeting also saw 
the election of officers for the com- 
ing year. The new president is 
Harker Collins of Grote Manufac- 
turing Co.; Graham Milner of the 
Miami Cabinet Division of Philip 
Carey Manufacturing Co. is vice- 
president. 


| Aermotor Pumps in 


New Color Coat 


Cuicaco—Pumps dressed in fresh 
green, a “revitalized” packaging 
program and revision of catalogs 
and ad mats are features of a new 
sales push for Aermotor pumps. 

A thorough revision of the firm’s 
electric pump catalog and a new 
brochure on its model “S” sub- 
mersible is now available. 

The company also has a folder of 
49 individual ad mats for distribu- 
tion to dealers. 

Aermotor manufactures pumps 
and water systems. 


The Case for Separate 


Mechanical Contracts 


Wasuincton, D.C. — A followup 
folder to its brochure, “Economy 
and Efficiency with Separate Me- 
chanical Contracts,” has been is- 
sued by the National Assn. of 
Plumbing Contractors. 

As the name implies, the bro- 
chure presents a case for the sepa- 
ration of contracts over the single 
contract system. 

The new folder includes endorse- 
ments of the separate contract 

(Please turn to page 142) 
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U.S. LAVATORIES |X 


Vanity, countertop 

or wall hung models \~ 

in vitreous china or en> 
ameled cast-iron. Colors, too. 


aT: 


L 





























U.S. BATHTUBS 


Preferred styles 
and colors in en- 
ameled cast-iron 
or steel units. 


U.S. TOILETS 


with sensible flushing 
mechanisms and famous 


LIFETIME GUARANTEED 


selling advantages! 


SELL THE U.S. QUALITY LINE 
With The Production Record Of 


99 Zo PERFECT FIXTURES 


Customers know a good thing when they see it. 
So handle the line with features that sell on sight. 
See how the sensible flushing mechanisms and 
lifetime guaranteed ceramic features within the 
toilet tanks can stimulate complete bathroom sales. 
Best of all, you can profit more by ordering fixtures, 
vanities, boilers and water heaters all in one load! 


UNITED STATES 


PLUMBING FIXTURE 
HEATING AND COOLING CORPS. 
1130 CITY PARK AVE., COLUMBUS, OHIO 


Check 6-141-278 on Reply Card 
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Prefabricate Your Stacks 


The latest thing that it taking hold fast is PRE- 
FABRICATED, PRE-PLUMBED PANELS. This 
“plumbing tree” includes the use of pressure lines, 
drainage lines, and vent—all of copper. Only two 
on-the-site connections are needed —one to the 
water and one to the waste line. Fittings and joints 
become one integral piece after soldering and may 
be handled with absolutely no chance of weaken- 
ing the joints. 

There are huge savings by using the panels. They 
can be fabricated in dead time, and much on-the- 
job time is saved in their easy installation. THIS 
IS PROGRESS and progress can’t be bucked. Pre- 
fabricate to save costs. For long lasting service 
and satisfaction of fittings and joints look to LEE! 


CAST BRASS 
LEE FITTINGS & VALVES 
ALSO WROT FITTINGS 


Each Tested Under Water 


There are 5,000 LEE’S to please—a full line of cast 
solder fittings, cast drainage fittings, flared tube 
fittings, screwed and flanged fittings and valves— 
all of Quality. Each fitting is carefully inspected 
and individually tested with 100 pounds of air 
pressure UNDER WATER to assure it being 
LEAKPROOEF. Valves are also tested to check for 
pin-holes in their walls. You can have the fullest 
confidence if it’s made by LEE. 


For faster, lower-cost service, 
reserve factory stocks are car- 
ried in Los Angeles, New York, 
Boston, Philadelphia, Cleve- 
land, Dallas, Moline & Atlanta. 


FULL LINE 


99.99% 


COMPLETE 


latest Catalog, 
No. 60. 
FREE! 


Check 6-141-279 on Reply Card 








For Greater 
Unit Heater 


PROFITS 


check the expanded 
Norman Line 

Yes Sir! If you’re going to build 
more unit heater profits in 1961, you 
will need to offer a more attractive 
and complete line of unit heaters. 
And that’s just what Norman offers 
in its expanded line. 


THREE-SIXTY MODEL: Attractive cir- 
cular design, blends with modern 
decor. Sealed combustion. 2 Models: 
Radial-Flo, distributes warm air out- 
ward and downward to the floor; 
Down-Blo where-in the warm air is 
forced directly to the floor. 2 sizes 
in each model, 85,000 BTU/hr, 115,- 
000 BTU /hr. 


PROPELLER FAN MODEL 


CENTRIFUGAL BLOWER MODEL 


PROPELLER FAN MODEL: Quiet, ef- 
ficient heating at low cost. 10 sizes 
25,000 BTU/hr. up to 250,000 
BTU/hr. 


CENTRIFUGAL BLOWER MODEL: For 


free air delivery or use with ducts. 
8 sizes, 50,000 BTU/hr. to 250,000 
BTU /hr. 


JOBBERS! DEALERS! 
Get the facts on the greater profits. 
Write for complete descriptive 
literature. 


“Norman:_ 


PRODUCTS CO. 
1146 Chesapeake Ave. Columbus 12, Ohio 
Check 6-142-280 on Reply Card 
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| principle by U.S. Senators, the 


American Institute of Architects, 
industrial engineers and several 
general contractors. 

The folder cites three advantages 
of separate contracts—direct con- 
trol of mechanical work, economy 
with the assurance of lower over- 
all cost, and pinpointing of respon- 
sibility for mechanical work where 
it belongs — with the mechanical 
contractor. 


a The brochure also cites compara- 
tive figures for four jobs, bid in 
each case both as a single contract 
and as a contract with separation 
of mechanical work. In each in- 
stance, there was a saving of from 
11 to 15 percent in over-all costs 
with separate contracts as com- 
pared with the single contract 
method, according to the brochure. 

Anyone interested in receiving 
copies of the brochure should write 
to the NAPC at 1016 20th St., N.W., 
Washington, D. C. 


$173 Million Slated 
for Chain Store Cooling 


WasuincTon, D. C.—The nation’s 
chain stores will spend $173 mil- 
lion for air conditioning 13,050 new 
and remodeled stores in 1961, ac- 
cording to the Air Conditioning & 
Refrigeration Institute. 

Quoting a survey of 395 chain 
operations made recently by the 
magazine Chain Store Age, the in- 
stitute said air conditioning is the 
largest single item in projected 
construction and modernization 
expenditures for 1961. 

The magazine found that $115.8 
million was spent for air condi- 
tioning in 1959 and $139.3 million 
in 1960. 


‘P-H Industry Needs 
Wholesaler’ - - Bissell 


Cuicaco—“Regardless of trends 
in other industries, I believe the 
fundamental nature of the plumb- 
ing and heating industry dictates 
that it will never do without the 
efficient, aggressive wholesaler.” 

This was the opinion expressed 
by Herbert Bissell to Central Sup- 
ply Assn. members at that group’s 





See Us At 


OBO HALL 


Detroit * June 18-21 


BOOTH 529 


KENCO 
ary 8600 GPH 


ow 5 ft. Head 


HEAD 
6800 GPH at 10-ft. 


MODEL 


Completely Submersible 


Rugged Cast-Bronze 
Construction 


Extra-Deep 2-Vane 
NON-CLOG Impeller 


2” NPT Discharge 


Extra Powerful Pumping 
Action 


Shreds sewage and other 
solids for dependable non- 
clog performance 


Leg supports—threaded to 
use any standard 2” pipe 
for readily adjustable stand 


See Your Wholesaler , ...., 


KENCO PUMP 


Am an 





5 Oberlin Sienue * i‘ rain, "Ohi 0 
Check 6-142-281 on Reply Card 
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recent meeting here. Bissell, a 
leading marketing authority, is vice 
president of merchandising for 
Minneapolis-Honeywell. 

Some of the industry’s detractors 
regard the wholesaler as an “un- 
necessary link that increases the 
cost of distribution,” Bissell said. 
They assert that wholesalers “are 
not promoters, creative salesmen or 
pioneers of new products.” 

On the contrary, Bissell pointed 
out, the wholesaler performs posi- 
tive and necessary functions. These 
include local stocking and handling, 
offering credit and discounts to 
customers, selling thousands of 
products, advising customers on 
their business problems and, in 
general, offering services worth 
much to contractors in terms of 
time and money. 


a There are ways that wholesalers 
can continue to improve their serv- 
ices and also increase their own 
profits, Bissell went on to say. 
These include better over-all man- 
agement of their own operation 
and continued upgrading of their 
services to customers. 

Specifically, Bissell said, whole- 
salers should “pursue doggedly a 
course to attain a higher degree of 
professional management. Among 
the areas for further improvement 
are delegation of authority, mate- 
rials handling, personnel selection 
and training, budget planning and 
control, credit and over-all co- 
ordination of activities.” 


ws One important area for self im- 
provement is in “evaluation,” Bis- 
sell said. This, he said, “is the art 
of knowing what it costs to do 
business and of knowing when you 
can better improve your over-all 
profit picture by turning down an 
order rather than accepting it.” 


Accounting System 


for Wholesalers 


Cuicaco—The Central Supply 
Assn. has re-issued its uniform 
accounting system for wholesalers, 
this time in booklet form. 

The system was set up several 
years ago by the association’s ac- 
counting firm and is used today by 
over half of CSA members, accord- 
ing to secretary Jim Peery. 

Readers interested in receiving 
a copy should write to the CSA at 
221 N. LaSalle St., Chicago. 
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Cuts Price of 
Plastic Fittings 


CLEvVELAND—A “substantial” re- 
duction in the price of its fittings 
has been announced by the In- 
dustrial Plastic Fittings Division 
of R & K Plastic Industries. 

The firm also announced the ex- 
pansion of its line of insert and 
SWP fittings. 


Tells How Warm Air 
Heat Is Upgraded 


Katamazoo, Micu.—‘Will Silver 
Shield Build Your Business?” is 
the title of a new 12-page report 
just published by the National 
Warm Air Heating & Air Condi- 
tioning Assn. It documents the ef- 
fect of the association’s Silver 
Shield program on the business of 
warm air dealers who are partici- 
pating in it. 

Silver Shield programs conducted 
by Indoor Comfort Bureaus are 
now in existence in some 24 cities. 
Their purpose is to promote quality 

(Please turn to page 144) 


new... 


Filter 
Gage 


tells exactly when 
to change filters ... 


We 
“14 


— 


\ 
\ 


Mee WE WA 
LATIN 


\ 


lasts indefinitely .. . 


fits all furnace and air 
conditioning units... $195 


one hole, 60 second installation 


Individually packaged with 
display/merchandising counter 
sales carton. A foolproof filter 
gage that really works sold on 
a satisfaction or money-back 
guarantee. 

and discount. 


F. W. DWYER MFG. CO. 


P. O. BOX 373-E MICHIGAN CITY, INDIANA 
Check 6-143-283 on Reply Card 


“HI-JACK” SAFELY 


~ For installing Air 
Conditioners, Unit 


$135.00 


Easily assembled 
post sections, ad- 
justable for any 
height up to 17 ft. 


Vermette Machine Company, Inc. 


=. | 143rd St., Hammond, Indiana 


Check 6-143-282 on Rep’y Card 











NEW! PATENTED! 


2” Telescoping 
Escutcheon 


® featured on iy I 


Royal 
aia 


41000 SERIES Zz, 
Bath and Tub 
Fittings 


3-Valve Diverter #1045 


J 
Vandal-Proof 
American-Made 
Shower Head 


Smooth Clean Lines 
See your wholesaler 
or write today 


Check 6-143-284 on Reply Card 
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(Continued from page 143) 
warm air heating and cooling. Kalamazoo was 
chosen for this report because it’s the oldest 
Silver Shield program, having been launched 
almost three years ago. 

The report consists of a series of interviews 
with members of the Kalamazoo Indoor Comfort 
Bureau. Each report indicates the name and ad- 
dress of the person interviewed, the questions 
asked of him, and his answers, so that “anyone 
who is interested can contact these men per- 
sonally for further information, validation or 
verification of the responses recorded.” 

Harold Guernsey, president of the Bureau, is 
among the local personnel interviewed. He re- 
ported sales climbs of 10 percent a year. 

Free copies of the report are available from 
the National Warm Air Heating & Air Condi- 
tioning Assn. at 640 Engineers Building, Cleve- 
land 14. 


New Air Conditioning 
Directory Issued 


Wasuincton, D.C.—Certified ratings on more 
than 2,700 unitary air conditioners of 53 manu- 
facturers are included in the latest edition of a 
directory issued by the Air Conditioning & 
Refrigeration Institute. 

The directory is published under the ARI’s 
unitary air conditioner certification program, 
which now includes participation by manufac- 
turers of more than 90 percent of all unitary 
equipment made in the country, the ARI says. 


= Purpose of the program is to make it easier 

for the consumer to buy air conditioning and 
D FPEN D ABI LITY for the contractor-dealer to sell it. It does so by 
“eliminating the confusion” that formerly ex- 
isted in rating capacities—cubic feet, Btu, tons, 
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he probably would if he knew.” 


| “Of course our boss doesn’t object, though 
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horsepower—and rating all equipment in Btu 
or equivalent tons. 

Products listed in the directory must undergo 
rigid performance tests. Those listed are entitled 
to use the ARI’s certification seal. 

Unitary air conditioners are described as “all 
packaged air conditioners, whether in single 
units or in combined units called split systems, 
but not including room air conditioners or heat 
pumps.” The program applies to equipment up 
to 135,000 Btu. 

An article describing the program appears on 
page 115 of DE’s March issue. 

Readers interested in obtaining a copy of the 
afore-mentioned directory should write to the 
ARI at 1346 Connecticut Ave. N.W., Washington, 
D. C. or check “Air Conditioning Directory” on 
the inquiry card, page 166. 


New Oil Heat Prexy 
Tells Expansion Plans 


New York Citry—Plans to push oil heat 
vigorously in present and new markets were 
outlined by Glenn Werly, president of the 
National Oil Fuel Institute, at the group’s 
annual convention. 

Among the new programs in the offing, 
Werly said, is national advertising to team 
up with the present cooperative advertising 
in 76 local markets now totaling $3,000,000 
annually. There also will be expanded mar- 
ket research, stepped up education of per- 
sonnel to raise consumer service to higher 
levels, and wider action in the field of ordi- 
nances to fortify the position of oil heat. 

Werly stressed the “resurgence” of oil 
heating as demonstrated by the activities of 
the Oil Heat Institute and the National Fuel- 
oil Council, which merged this year to be- 
come the National Oil Fuel Institute. 


Says Air Conditioning Sales 
Gained During the ‘Recession’ 


Hot Sprincs, Va.—“The air conditioning 
and refrigeration industry made consider- 
able gains in 1960, even during the so-called 
recession,” according to R. K. Serfass. He’s 
president of the Air Conditioning & Refrig- 
eration Institute. 

Serfass said shipments of unitary air-con- 
ditioning systems in 1960 totaled 336,000, 
with 60 percent of these going into residen- 
tial installations. This is a 10 percent in- 
crease over 1959. 

Unitary air conditioners include all central 
residential equipment, as well as some 
smaller commercial and industrial units. 

Commercial and other big job installations 
showed an increase of 12 percent in 1960 
over 1959, Serfass said. END 
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Only 980 Ibs.! 


= BEAVER : 


PIPE TOOLS, INC. 


DANA AVE 
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WARREN OHIO 
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A refresher course in 


Trouble-Shooting Oil 
Heat Systems for Leaks 


By Fred Feigenbaum, Oil 
Heating Consultant, New York City 


Two GENERATIONS of oil burner men have 
known how to put piping together without 
creating the setup for leaks. 

A review of the techniques to follow in 
avoiding or correcting oil leaks may, there- 
fore, sound somewhat elementary. How- 
ever, this is one of those elementary sub- 
jects that should be reviewed once in a while 
by a heating contractor’s installers and serv- 
icemen for the very reason that it’s so basic 
that servicemen may tend to get a little 
careless. An occasional review of the basics 

. oc Wane —along with keeping abreast of the latest 
THE ONLY * mnt techniques—is part of keeping the oil burner 


FU LLY a mechanic properly up to date. 
ae = The installer who leaves leaks hasn’t been 


ENCLOS ED —_ Nitigay “i properly disciplined to his trade. In a great 


many cases the installer is not a serviceman. 


OIL-FIRED BOILER He seldom gets back to see the results of his 





IN iTS PRICE RANG E ] | job. If he has developed the habit of making 


one error, skipping one step, he may keep 


an doing it for years. Every serviceman who 
nine sizes (from 520-sq.-ft. to 2,000-sq.-ft. net : x : : ‘ 
ratings) of the new REPCO steel boilers are fully | ee _ eae = wee, wut ts —— 
enclosed at the same prices as our previous square- | unable to do anything about it. Some of the 
flush models. | leaks are in the big piping at the top of the 
All controls and wiring are enclosed at the front of tank. which cannot be worked on without 
the deluxe rustproofed electrostatic-painted jacket. a ; eperaeY Is (Fig. 1 
Piping is simplified and accessible at top openings. | cutting pipe and using big tools ( ‘ig. ). 
An ASME relief valve is included at no extra price. | The first and foremost rule in pipefitting 


Available as boiler only, in knockdown package, or | for oil is make the thread right. This means, 
Pre-Pak (fully assembled, wired, and crated). 


... smaller, easier to install 








With hinged door All piping conve- Exclusive REPCO 
easily lifted off, all niently situated ‘*Removabolt’’ in- 
controls and circula- at top. No ugly sures against 
tor are shown at front knockouts, no knocked-off plate 
for more compact drilling of jacket. studs during smoke- 
installation. chamber cleaning. 


Write for full information, including name and address 
of your nearest REPCO representative or wholesaler. 


ASME 


FIG. 1: This is the mark of the careless pipefitter. 
| Poorly fitted fill pipe leaks every time the tank is 
GENERAL-REPUBLIC HEATING PRODUCTS | filled. This kind of leak can’t be repaired by a 
7400 State Road, Philadelphia 36, Pa. serviceman. The pipe must be cut and taken apart 
ers of a complete line of hydronic heating equipment so that permanent leakfree joints can be made. 
Check 6-146-287 on Reply Card 
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— 


for example, that in using ratchet pipe, the 


guide lines should be followed. These lines y " ME we FROM 


are there to help the thread get properly 


started. | : | PCO : 


A second rule is that worn dies should 





not be used. They make rough, undepend- 
able threads. Oil seeps and creeps. It will 


manage to get through microscopic spaces. 


# The third rule is that the threads should 
be cleaned thoroughly. This job and the 
previous two steps are generally left to the 
helper, who does the actual threading. But 
it’s up to the mechanic to see that the helper 
does more than make a quick swipe at the 
finished thread with a rag before putting on 
the joint compound. This is a big element in 
the afore-mentioned trade discipline. 

Oil is used in threading. If any of it is left 
on the thread the pipe dope won’t get down 
to the bare metal, which it must do if it is 














‘SMALLEST \ 
* BASEBOARD 
IN THE BUSINESS 


FIG. 2: When the thread is cut too long, its taper 
won’‘t match the standardized taper in the fitting. 


—ONLY INCHES HIGH 


with same BTU output as much larger units 


going to be effective. The compound may 


just ride out when the fitting is put on, Thi REPCO baseboard radiati ; 

; sea eas ’ is new aseboard radiation gives more 
leaving the oil film. Oil m the joint won't BTU’s per inch of height than you get anywhere else 
hold back oil. It will help it creep out. in the industry. Our secret is in design—a unique 

Before putting on the fitting, its internal slitter-damper included in every length without extra 


thread should be inspected for oil and dirt. 18% Leap po ada baseboard 10 to 
The finished joint will be dependable only You'll find REPCO the easiest-to-install base- 


if both threads are clean. board you’ve ever used (see below). Available in 
A good oil-tight joint compound should be lengths from 2 to 20 feet, assembled or knockdown. 
used. Some fitters use anything they hap- 
pen to be carrying for oil, steam, water or 
any other fluid they may be piping for. Oil 
joints require a compound that won’t be 
dissolved by oil. 
The best practice is to use only one of the 
several compounds accepted in the oil burner 
business for this purpose. 
Compact design and 100% shutoff ac- Strong box-fin element, 
‘ . complished by new REPCO slitter- easy to handle, fool- 
aIn the days before mechanical aids to damper. White baked enamel finish, proof in instailation. 
: , J wax-free to allow color change. Exclusive Brackets and glide 
pipe threading came into use there was prob- new tab-fitting method makes all fittings sleeves at convenient 
. snug in a jiffy without screws. intervals assure gentle, 
ably a much lower percentage of leaking silent support. 
oil joints. This is certainly not to suggest NQ\ Write for full information, including name and address 
that there is anything wrong with mechanical YX of your nearest REPCO representative or wholesaler. 
threaders. They’re good. They speed up the MEMBER 
job, reduce cost and make life easier for the 
pipefitter’s helper. 


But when a man had to use his muscle to GENERAL-REPUBLIC HEATING PRODUCTS 
7400 State Road, Philadelphia 36, Pa. 
Manufacturers of a complete line of hydronic heating equipment 
Check 6-147-288 on Reply Card 
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Easy-to-Move... 
Time-Saving Power for 
Your Shop or on 
., the Job...New 


Bench, stand or truck mounted, this compact 
Riteat> 300 Power Drive quickly pays for 
itself in time and labor savings. Speed chuck 
closes and releases by hand . . . holds tight 
forward or reverse. Cam-action rear work- 
holder holds even long lengths straight for 
perfect threads and cuts every time. 


Converts to Low-Cost Threading Machine 


Add the Ritzaip No. 310 Carriage, No. 360 Cutter 
and a Rial Quick-Opening Machine Die Head, 
and you’re ready to cut, thread and ream. With a 
No. 19 Nipple Chuck you even cut and thread close 
nipples with threading machine speed and ease. 


DRIVES GEARED THREADERS - THREADS CLOSE NIPPLES 


Call your Distributor today. For your convenience, he maintains 


a complete stock of FRI1> Work-Saver Pipe Tools and parts! 


Check 6-148-289 on Reply Card 











(Continued from page 147) 
do the threading job he paid a great deal 
more attention to the condition of his tools. 
Worn dies made his work tougher. So did 
inattention to the guide lines when threading. 

However, with a machine to do the hard 
work for him a careless man may fail to 
notice that he’s running off bad threads or 
that he’s not setting his dies to start correct- 
ly. He does not see that the dies are be- 
coming worn. 

Worst of all, many men get into the habit 
of overrunning the thread, making it too long 
(Fig. 2). This ruins the standard taper and 
causes the fittings to “bottom.” The joint 








L 


FIG. 3: A compression fitting leak often may be 
repaired by tightening. If there is any doubt, the 
tubing should be cut back half an inch and a new 
ferrule and compression nut should be installed. 





may make up tight, but it’s even money that 
it will eventually leak, even with the best 
pipe dope in it. 

The only remedy for this is proper in- 
struction of the helper, frequent inspection 
by the mechanic of the way he’s handling the 
machine and frequent inspection of pipe 
threads before fittings are assembled. It’s 
up to the boss to make the mechanic responsi- 
ble for his job, responsible for the condition 
of the machine and its dies and responsible 
for the way all piping is put together. 

When copper tubing is used across a floor, 
it is trenched. When backfilled the trench 
should be covered with no less than 3 inches 
of good concrete. When run along a wall, 
a good grouting job (thin mortar) should 
cover it to at least 3 inches in depth. 


a Where the burner pump is connected “2- 
pipe”—that is with a suction and a return— 
it is often advantageous to run copper tub- 
ing on the ceiling, secured to the cellar main- 
beam, or between joists, if open. This, of 
course, cannot be done when the pump is 
connected “1-pipe,” in which case the burner 
supply line should always be lower than the 
tank bottom. 

It’s at the valves or fittings at the tank 
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or pump that a leak often develops. The 
business of putting nipples and small fittings 
together requires as much attention to 
thread condition, cleanliness, freedom from 
oil film and the use of oil-tight pipe dope as 
in the fitting of joints made on the job. 

Leak-free tubing joints, whether compres- 
sion or flare, require a good square cut, 
reamed properly. In compression joints the 
cutter sometimes crushes the end of the tub- 
ing out of round, which may be so small as 
not to be noticed. This might require extra 
effort to make up properly. 


# The tipoff to the out-of-round condition 
is that the ferrule does not slip on easily. If 
there is friction in placing the ferrule, it’s 
best to cut the tubing back half an inch, 
more carefully this time. 

Flare fittings are preferred for oil joints. 
Complete reaming is important, or the burr 
will be crushed into the flare. Many me- 
chanics put a drop of oil on the flare former 
to make the job easier and prevent scuffing. 

In a certain percentage of calls the service- 
man is dispatched for the single purpose of 
repairing an oil leak. A less-than-expert 
serviceman is likely to report his job some- 
thing like this: “Oil leak. Tightened fitting 
at pump.” 

Of course the service manager, who has 
to read the reports of his men, does not en- 
courage long or complex reports. But this 

(Please turn to page 170) 
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“How long have you been with us, 
Barkley—not counting tomorrow?” 
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Pays for itself 
fast...in labor 


wy 
Savings alone! 


Pipe & Bolt... 
Threading 
Machine 


A Complete Pipe and Conduit 
Workshop At Your Finger Tips 
..-For High-Speed Threading, 
Cutting, Reaming 


Full 2” capacity. Plenty of power for up to 12” 
geared tools. Universal Die Head included threads 
¥4"' to 2” pipe and conduit with just two sets of dies. 


Four other styles of heads available . . . 4” to 2” 
pipe or conduit, 4”’ to 2” bolts. Fast hand-action 
Rif@aiD Speed Chuck. Cam-Action Rear-Centering 
Workholder. Automatic re-circulating oil system. 
Easy-to-Read Length Gauge. 


See and Try This Time and Cost-Saving 
RIGID 535 at Your Supply House Today 


Check 6-148-289 on Reply Card 
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(Continued from page 100) 
Glens Falls, N. Y. and Nacagdoches, Tex., before 
being made vice president. His appointment to the 
presidency was made in 1959. 

Among the additional industry affiliations for 
which he is best known is his work with the Plumb- 
ing-Heating-Cooling Information Bureau, which 
elected him president in 1960. 

His thorough knowledge of sales fundamentals was 
gained when he helped pioneer the PHCIB Sales 
Fundamentals Course by promoting it, both at 
NIBCO and throughout the industry—efforts which 
have been most influential in getting the course 
started, as well as gaining for it the success and pop- 
ularity it enjoys today. 


= Correspondence Courses for Plumbing, Heating and 
Cooling Contractors—Consultant: Ralph Lowe, In- 
ternational Correspondence Schools, Scranton, Pa. 

Lowe has personal knowledge and experience of the 
International Correspondence Schools from both the 
student and management phases of the business, him- 
self being a graduate of the school’s electrical power 
plant engineer course. 

Prior to his current assignment as superintendent 
of the Detroit area, he served as a representative for 
ICS in the Washington, D. C. area. There he worked 
closely with various agencies of the government. in- 
cluding the Department of Labor. 


a Snow Melting—Consultant: George Lain, research 
engineer for the Committe of Steel Pipe Producers, 
American Iron and Steel Institute, New York City. 

Lain has been associated with the pipe industry for 


Report Cites Plastic Pipe Growth 


New York Crry—Over 30 million separately 
owned water installations are using plastic pipe, 
according to the Society of the Plastics Industry. 

The figure was given by the society in a recent 
26-page report to support its conclusion that 
“plastic pipe today is a practical reality.” 


= These are some of the findings cited in the 
report: 

“Plastic pipe is being used throughout the U.S. 
to an increasing extent in varied services such 
as water, chemical, industrial, natural gas and 
petroleum applications. 

“It’s being used in privately owned public 
water systems, cold water underground pressure 
piping, water service from a utility main to the 
building line and for irrigation and drinking 
water on a new golf course. 

“Other uses include water and sewerage sys- 
tems in 10 states, water service in six states and 
lawn sprinkler service in 13 states. Both the 
food processing industry and the medical pro- 


most of the 45 years of his business life. Upon gradua- 
tion from Carnegie Institute of Technology in 1916 
with a BS degree in metallurgical engineering, he 
entered the pipe business, serving in such capacities 
as industrial engineer, and various research and 
operating positions. This led to the position of general 
superintendent of the tubular division for one firm. 

For the past 16 years he has served in his present 
capacity, dealing with plumbing codes, field and 
laboratory research programs and the development 
of technical data. 


a How to Eliminate Waste Without the Use of a 
Drain, Water or Chemicals—Consultant: Donald 
Frankel, president of LaMere Industries, Walworth. 
Wis. 

Frankel holds a BS degree in Aeronautical En - 
gineering from the University of Minnesota and ob- 
tained wide experience in this field, working in various 
capacities of testing and development with several of 
the big name aeronautical firms in the country. 

It was in 1959 that he got his first exposure to the 
product his present firm produces—the “Destroilet,” a 
toilet that disposes of waste by means of a high tem- 
perature incinerator process. At that time he was 
called in as a consultant by a research and develop- 
ment company that was working on the project; in his 
association with this group he became so enthused that 
he devoted full time to it. As a result, when LaMere 
Industries officially was formed in 1960, he was named 
its first president. 


(Editor’s note: Tentative acceptances have been re- 
ceived from industry authorities in the fields of 
electronic air cleaning, swimming pools and in the 
use of Dodge reports as a means of getting advance 
leads for new construction jobs.) 





fession have found uses for plastic pipe,” the 
report says. 

The report notes that several states have 
either revised or are now revising plumbing 
codes to provide for use of plastic piping in 
suitable applications. 

Plastic pipe and fittings manufacturers have 
developed dimensional and performance stand- 
ards for their products, the society said. 

One of the most important phases of the de- 
velopment of standards for plastic piping, ac- 
cording to the society, was a four-year grant 
given to the National Sanitation Foundation. Its 
headquarters is the School of Public Health at 
the University of Michigan. 

Established by industry members, the grant 
was given to determine which plastic composi- 
tions would be safe for transporting drinking 
water. 

Products that pass the tests are permitted to 
use the NSF seal. 

Readers interested in receiving the 26-page 
report should write to the Society of the Plastics 
Industry at 250 Park Ave., New York City. 


Check 6-151-290 on Reply Card —> 
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NO. 1 IN A SERIES 


Herein, [}would like ta acquaint] you with the four 
major sem in Jélie ingis._... their buyers 


.. anid 


eir catalog facilities. | 


All of thdse suppliers service an 
a miles in radius south- } 
west of Chicago. Each firm has 
an average of four salesmen 


amiaeich ¢ contractors an@— 


mdestri 


plants. All four have 


Domestic Engineering Catalog 
Directory. Now, let’s begin our 


Bill Berglind | 


/ 


F 
-— 
ro ae Catalog.” 
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DWARE.CO... |. MASTER SUPPLY CO. 








Ed Weiss (left) discusses product 
data for job with Barrett sales- 
man, Roy Powers. Roy is one of 
four salesmen who must constantly 
rely on Ed's catalog files. 


“There are four salesmen and 
four office personnel using DECD 
in our office on a regular basis. 
Although | keep a substantial file 
(three 4-drawer cabinets) plus 
several shelves of catalogs, | still 
throw out three-quarters of the 
material that comes across my 
desk through the mails. Conse- 
quently, manufacturers who place 
their 4, 8, 12 page, etc., catalogs 
in DECD stand a much better 
chance of having them ot my 
disposal when | need data on 
their products.” 


E. E. Weiss, Buyer 


Domestic Engineering Catalog 
Directory . . . stands ready for 
action with other bound volumes. 








“This is the only directory used 
in our operation to determine 
“who” the manufacturers are, 
and “where” they are located. 
Not only do I use it every day, 
but it is kept on the shelf in 
our engineering department 
for use by our draftsmen and 
engineers. Our Industrial Sup- 
ply Department also makes 
extensive use of DECD.” 


Stanley S. Stafford, Buyer 


Many famous names surround 
DECD as it stands in its regular 
spot in the design room at 
Master Supply. Previous year’s 


copy is usually passed on to . 


Industrial Supply Dept. on 
second floor. 


TOUR CONTINUED 
ON NEXT PAGE 


Stan Stafford and “girl Friday.” z 4 , 
7: 








“Domestic Engineering Cata- 
log Directory is kept in my 
office so that it will be handy 
at all times. We refer to it on 
an average of three to four 








(Branch of Chicago) 


“We find this book to be a 
very valuable aid to the 
operation of our business. It's 
being used daily for reference. 


If a manufacturer wants to get 
real mileage out of his con- 
densed catalogs, he can be 


times a week. sure of getting it in DECD.” 


Manufacturers who put their J. A. Holloway, Manager 
catalogs in DECD are bound 
to benefit since their product 
information is always avail- 
able, and besides we don't 
attempt to file the loose indi- 
vidval catalogs which won't 
stand on a shelf. This would 
require keeping a person full 
time for filing alone.” 


Henry A. Schultz, Buyer 


And again, we find the big 
orange book prominently dis- 
played along with other “well 
used” catalogs on the shelves 
of Inland Supply. 





NOW 

THE ONE AND ONLY SURE WAY 

Can you positively state that your firm’s product data is strategically 
placed in all four of these key wholesale establishments? If not, 

you stand to lose out to the competitor who has penetrated into the 
highly select catalog files in the offices of each of these buyers. 


WHAT IS YOUR SCORE IN JOLIET? 


to penetrate all four is through Domestic Engineering Catalog Directory. 
Messrs. Weiss, Stafford, Schultz and Holloway are directory-orientated 
and consider DECD the perfect climate for catalog material. 


DOMESTIC ENGINEERING CATALOG DIRECTORY 
1801 PRAIRIE AVENUE e CHICAGO 16, ILL. 











DOMESTIC ENGINEERING 


SERVICE 
SECTION 


12 PAGES OF PRODUCTS, TOOLS, METHODS, IDEAS 


A 36%2-INCH WATER SOFTENER 
has been added to its product line by 
A. ©. Smith Corp.'s Permaglas Divi- 
sion, Kankakee, Ill. The fully auto- 
matic appliance features a pressure- 
type salt storage tank and a motor- 
driven valve. For details, check No. 
2 on the reply card, page 166. 








ELECTROSTATIC AIR FILTERING, 
a gas-fired furnace, a spray hu- 
midifier and a cooling coil are 
combined in a single assembly 
made by Lennox Industries Inc., 
Marshalltown, la. The furnace 
features foil-surfaced glass fiber 
insulation. The cleaner removes 
particles down to 1/100,000th of 
an inch. The humidifier delivers to 
18 gals. per hr. Cooling capacity is 
3 tons. Check No. 1, 
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Products of the Month 





A RESIDENTIAL WATER PURITY SYSTEM in 
a single package has been developed by Fair- 
banks, Morse & Co., Chicago. Pump, pressure 
tank and chlorinator are contained as integral 
parts. It is designed to provide an ‘insurance 
margin’ to disinfect periodic changes in con- 
tamination count. A filter can be provided then 
to remove chlorine odor and taste as well as 
turbidity before the water reaches faucets. Tank 
capacity is 42 gals. The ejector pump is driven 
by a '4-hp motor. Check No. 3 on the reply 
card for more information on this equipment. 


153 














in this section. 





How to use this special section: 


AT THE END OF THIS SPECIAL SECTION of new products, 
trade literature and free DE publications on management, 
selling and technical subjects, you will find a postage-paid 
reply card, numbered according to the items appearing 


® For more data on any of the products or literature—or 
to obtain any of DE’s free publications 
appropriate number on the reply card and mail it, Do- 
MESTIC ENGINEERING'S Readers Service Department will 


rush the requested information back to you. 


merely circle the 








Oii-Fired Boiler 
A line of packaged, oil-fired 


boilers for residential applications - 


has been introduced by Spencer 
Heater, Lycoming Division, Avco 
Corp., Williamsport, Pa. The boiler 
burner units are available in 6 sizes, 
ranging from 74,000 to 149,000 Btu. 
To add to heating efficiency, the 
waterleg has been designed to sur- 
round the entire firebox and reach 
the base on all sides. 


Check No. 5 on reply card. 


Relief Valve 


A series of automatic tempera- 
ture and pressure relief valves for 
hot water heaters and storage tanks 
has been added to its line by A. W. 
Cash Valve Manufacturing Corp., 
Decatur, Ill. Relief capacities of the 
valves are 90,000 Btu/hr in the 
3/,-in. size and 15,000 Btu/hr in the 
14-in. size. They are all bronze 
with stainless steel springs and 
silicone seat discs. 

Check No. 6 on reply card. 


Pressurized Expansion Tank 
Its pressurized, diaphragm-type 
expansion tank is available in an 
increased range of sizes according 
to American Tube & Controls Inc., 
West Warwick, R. 1, The new sizes 
have been produced for commercial 
and industrial installations of hy- 
dronic heating, Retained features 
include pressurized tank and dia- 
phragm to separate permanent air 
cushion from system water 


Check No. 4 on reply card, 


oF 





Water Heater-Boiler 


A series of 3 instantaneous gas- 
multi-point units has been added 
to its line of automatic under-fired 
gas and electric water heaters by 
Mor-Flo Heater Corp., Cleveland. 
In addition to being used for water 
heating requirements the units are 
designed to function as wall- 
mounted, lightweight, gas-fired 
boilers. Btu inputs are 64,200, 85,800 
and 100,200. 

Check No. 7 on reply card. 
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monthly shopping guide for products, tools, ideas, methods 
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Hydronic Baseboard 

An improved model of its hy- 
dronic baseboard has been an- 
nounced by Continental Manufac- 
turing Co., Baltimore. Featured is 
an integral, built-in damper that is 
“3-dimensional”; it continues and 
blends with the lines of the top 
moulding and front panel, It snaps 
into place on the hanger brackets 
and adjusts to any position from 
fully open to fully closed 


Check No, 8 on reply card, 


SS 
GENERAL 
FILTER 


» 


Fuel Oil Filter 

Two filters designed for fuel oils 
4, 5 and 6 for heating plants with 
firing rates to 200 gph have been 
introduced by General Filters Inc., 
Novi, Mich. The low-pressure unit 
(illustrated) is recommended for 
pressures to 100 psi; the high-pres- 
sure model is for 450-psi applica- 
tion. Only 1 nut is removed to 
release the filter element for clean- 
ing. It is made of steel. 

Check No. 11 on reply card. 
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LENZ SERIES 216 TUBE END HOSE FITTING 


Tube End Hose Fitting 

A tube end hose fitting that per- 
mits joining of tube directly to 1 
end of a hose assembly has been 
added to its line by Lenz Co.,; Day- 
ton, O. It incorporates the firm's 
“O” ring seal fitting with separate 
grip and seal. The fitting is avail- 
able for double (illustrated) and 
single-wire braid hose in hose sizes 
from ‘a to 1Y4-in. id with tube od 
sizes from '4 to 14% ins. 


Check No, 9 on reply card, 


Sumo Submersible Pump 
Has 550-Gpm Capacity 


A line of high-capacity, 8-in. 
submersible pumps has been added 
to its line by Sumo Pumps Inc., 
Stamford, Conn. 


® They are available in sizes from 
10 to 50 hp with capacity ranges 
from 150 to 550 gpm in 3 basic im- 
peller sizes. Illustrated is the 50- 
hp, 550-gpm unit. A standard con- 
struction feature is the use of 
bronze bowls and impellers for cor- 
rosion resistance and wearing qual- 
ities. The impellers are colleted 
to a stainless steel shaft which 
runs in rubber bushings. The 
pumps can be used in wells or as 
horizontal or vertical in-line boost- 
ers for industrial, commercial and 
municipal water supply require- 
ments. The firm’s complete line of 
submersible pumps ranges in size 
from 14 to 1,000 hp. 
Check No. 12 on reply card. 
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Porcelain-on-Steel Bathtub 

A porcelain-on-steel bathtub of 
seamless construction has been in- 
troduced by AllianceWare Inc., Al- 
liance, QO. Features of the unit, 
which comes in 8 styles, are wall- 
hung installation, a selection of 
colors, full-length grab rails and 
wide seats, The bottom is designed 
to be slip-proof. The tub is related 
to a line of matching lavatories 
and water closets. 


Check No. 10 on reply card. 





The latest new 


and improved product 





Float Air Eliminator 

A float air eliminator for hy- 
dronic heating systems and chilled 
water cooling systems has been 
developed by Sure-Flow Corp., 
Brooklyn. The automatic unit is 
self-cleaning. Collected sediment 
is flushed out with the system's 
own pressure. It is made of heavy 
non-corrosive brass and copper 
with non-magnetic steel needle 
stem. It has been tested in systems 
working under a pressure of 75 lbs. 

Check No. 13 on reply card. 


DD rrowers 


Food Waste Disposer 

Its food waste disposer has been 
altered to incorporate a larger mo- 
tor, rated at 144 hp, according to 
Pioneer Manufacturing Co., Los 
Angeles. Features of the unit are 
2-speed cutting action by means of 
hard-chrome steel cutters and 
rubber mounting of all sink and 
plumbing connections to reduce 
noise and vibration. The heavy- 
duty motor is permanently lubri- 


cated. The unit fits modern sinks. 


Check No. 14 on reply card. 








in DE. Free to you. 
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How to measure your future in schools 


All phases of school construction that relate to the inter- 
ests of the plumbing-heating contractor are expertly analyzed 
and set forth in a booklet reprinted from a series of articles 


Circle “Your Future in Schools Booklet” on reply card. 


FUTURE IN SCHOOLS... 








MADDEN 
DIOS 


DDEN BRASS PRODUCTS (G 


Thread and Pipe Sealer 

Its thread and pipe sealer has 
been introduced in plastic squeeze 
bottles by Madden Brass Products 
Co., Aurora, Ill. The sealer makes 
a permanent, leakproof, flexible 
seal that lasts until taken apart. 
Used without thinning, it is insol- 
uble in refrigerants, LP gas, gas- 
oline, oils, kerosene and chlorin- 
ated hydrocarbons. The plastic 
bottle comes in 2 sizes: containing 
2 and 4 ozs of the sealer. 

Check No. 15 on reply card. 


Faucet Replacement Handles 
Heavily chromed replacement 
cross handles and lever handles in 
self-service, bubble packages are 
available from Schaul Manufactur- 
ing Co., Cleveland. The handles 
have been designed to fit all fau- 
cets now being manufactured. They 
have a combination of splines and 
flats that accommodate any faucet 
stem and permit secure gripping. 
Two set screws on a handle’s neck 
lock it into place on the stem. 
Check No. 16 on reply card. 
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Underground Pressure Tank 
A line of underground pressure 
tanks for water systems has been 
introduced by Baker Manufactur- 
ing Co., Evansville, Wis. The tanks 
feature hot-dipped galvanized con- 
struction and are especially de- 
signed for use with a float, the 
firm’s device for air volume con- 
trol. They can be used with any 
type of pump, but they are es- 
pecially suitable for application 
with submersibles. 
Check No. 17 on reply card. 


Year-Round Air Conditioner 
A year-round air conditioning 
unit designed especially for offices, 
hotels, apartments, hospitals and 
schools is available from John J. 
Nesbitt Inc., Philadelphia. Two 
features are a control system and 
a damper that permit introduction 
of outdoor air at the unit without 
altering temperature and humidity. 
The unit can be mounted on ceiling 
or floor and comes encased in a cab- 
inet or for concealed installation. 

Check No. 19 on reply card. 
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Young Announces Matching Bath, Kitchen Fittings 


A line of bathroom and kitchen 
fittings featuring a “space ace de- 
sign” has been announced by 
Stephen A. Young Corp., Flora, 
Ind. The handles feature wing- 
like extrusions for gripping. A cap- 
sule containing an additional com- 
plete set of working parts — seat, 
packing and washer — is provided. 
It is illustrated above in the lower 
right-side frame. The snap-in in- 


Watts Introduces High- 
Flow Tempering Valve 


A series of water tempering 
valves designed for large hot water 
supply systems has been added to 
its line by Watts Regulator Co., 
Lawrence, Mass. Featured are 
bronze bodies, streamlined water 
flow ways and high capacities. With 
a 10-lb pressure drop, the 1-in. 
size passes 31 gpm, and the 114-in. 
size, 44 gpm. Thermostatic el- 
ements are interchangeable in the 
series’ 5 sizes to facilitate service 
and reduce spare parts inventory. 

Check No. 20 on reply card. 


dex button at the left is shown re- 
moved to accommodate the parts. 
Some of the types of fittings avail- 
able in the matching line are a 
conventional 4-in. centerset as well 
as a slant-faced centerset, an all- 
model ledge faucet, 2 and 3-di- 
verter sets, and a telescoping bath 
drain featuring a 1-man installa- 
tion lock plate. 
Check No. 18 on reply card. 


Use handy reply card on page 166... 
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Consult your wholesaler for local availability 





Kent Makes Vacuum Cleaner for Boilers, Furnaces 


A competitively priced vacuum 
cleaner for domestic furnaces and 
boilers is available from Kent Co., 
Rome, N.Y. Its motor head assem- 
bly, which may be attached or re- 
moved quickly, is equipped with a 
¥%4-hp motor either of bypass or 
non-bypass design. For wet work 
an integral water shutfff assem- 


Vitreous China Lavatory 

A vitreous china lavatory for 
countertop or wall-hung installa- 
tion has been announced by Mans- 
field Sanitary Inc., Perrysville, O. 
The 18 by 20-in. unit has an ex- 
posed front design. Measurement 
from front to back is 16% ins. Top 
surfaces of the lavatory, available 
in white, coral, tan and yellow, 
slant towards the bowl. The finish 
is acid resistant. 

Check No. 23 on reply card. 
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bly is provided. Three tank sizes 
are offered: 7, 9 and 12-gal., pro- 
viding recoverable capacities of 3 
gal. liquid (% bu. dry material), 5 
gal. (% bu.) and 7 gal. (1 bu.). 
Tanks are made of steel witn rust 
inhibitor lining. The 9-gal. size 
also comes in stainless steel. 
Check No. 21 on reply card. 


ae 


Split-System Heat Pump 

A split-system 3-hp. model has 
been added to its heat pump line 
for residential and medium-sized 
commercial applications by Chrys- 
ler Corp., Dayton, O. Cooling ca- 
pacity is 33,000 Btu/hr. Featured 
is a checklight, a bulb which lights 
on the indoor thermostat if the 
compressor is not operating: a fea- 
ture is also included. Strip heat- 
ers are available. 

Check No. 24 on reply card. 











Storage Tank Water Heater 

Two storage tank-type gas-fired 
water heaters for small to medium- 
sized commercial and _ industrial 
water heater applications have been 
added to its line by A. O. Smith’s 
Permaglas Division, Kankakee, IIl. 
The illustrated automatic, 3-burn- 
er unit heats 210 gph at 100F, and 
it is rated at 250,000 Btu/hr. The 
tank is glass lined. 

Check No. 22 on reply card. 


Centrifugal Compressor 

A series of heavy-duty, single- 
stage centrifugal compressors par- 
ticularly suited for booster duty 
in a variety of applications is avail- 
able from Borg-Warner’s York 
Division, York, Pa. Ratings are 6 
to 600 tons. The compressors can 
be direct-driven by electric motor, 
steam turbine, gas turbine or gas 
engine and operate in an 800 to 
7,000-cfm range. 

Check No. 25 on reply card. 
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Water Closet Display 

A point-of-sale display for its 
Charm water closet has been de- 
signed by Universal-Rundle Corp., 
New Castle, Pa. It consists of 2 up- 
right panels joined together and 
supported by aluminum braces and 
a floor panel. The fixture is posi- 
tioned against the front panel. A 
side panel depicts the flush valve. 
Color chips are also shown. 

Check No. 26 on reply card. 





Centrifugal Pump 

A series of self-priming centri- 
fugal pumps has been announced 
by Barnes Manufacturing Co., 
Mansfield, O. They come with 114 
and 2-in. suction outlets in gas- 
oline engine, electric and universal 
drive models. Capacities range to 
2,400 gph at 95 ft of head and 40 
psi. Pump bodies are of aluminum 
or cast iron. The interior is reached 
by removing 3 nuts. 

Check No. 29 on reply card. 
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Redesigned Furnace Line 

Its redesigned furnace line has 
been announced by Williamson Co., 
Cincinnati. It comes in oil and 
gas-fired models (the oil unit can 
be converted) in hi-boy, lo-boy 
and counterflow styles. Provision is 
made for addition of summer air 
conditioning. The furnaces are 
completely assembled, wired and 
fire-tested at the factory. 

Check No. 27 on reply card. 


KitchenAid Dishwashers 


Come in 3 Series 


A 3-series line of home dish- 
washers is available from the 
KitchenAid Home Dishwasher Di- 
vision of Hobart Manufacturing 
Co., Chicago. Featured are a new 
cycle selection, push-button con- 
trol, increased capacity and inter- 
changeable fronts. Shown is a 
stainless steel-finished unit. Models 
include undercounter built-ins, 
free-standing units with porcelain 
or solid-maple tops, counter-height 
built-ins, dishwasher-sink cabinet 
combinations and front-loading 
convertible portables. Washing ac- 
tion has been improved. 

Check No. 30 on reply card. 


Steel Sink Display 

A lightweight display stand ex- 
hibiting 2 of its stainless steel sinks 
is available from Just Manufactur- 
ing Co., Franklin Park, Ill. A 
double-bowl sink (see DE for Feb- 
ruary, p. 129) and a single-bowl 
model are mounted. The firm makes 
more than 150 stainless steel sinks 
as well as countertops, hospital 
equipment and drinking fountains. 

Check No. 28 on reply card. 





Use handy reply card on page 166... 
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Heating-Cooling Line 
A number of products has been 
added to its heating-cooling equip- 
ment line by Silent Automatic 
Products, Cleveland. Among them 
is the illustrated cast iron gas-fired 
furnace with a heat exchanger 
waranteed for 25 years against 
burning out or rusting out. The 
exchanger is a single-cast unit. 
Other features are a slotted-head 
jet burner, a_rubber-cushioned 
blower and baked enamel finish. 
Check No. 31 on reply card. 


Plastic Toilet Seat 


A solid plastic toilet seat has 
been added to its line by Bemis 
Manufacturing Co., Sheboygan 
Falls, Wis. Hinges of the seats are 
molded plastic in colors to match 
the seats. Color choice available is 
pink, blue, green and yellow as 
well as white and black. The seat 
is fabricated so that the color is an 
integral part of the plastic. The 
material is resistant to most forms 
of salt, acids and alkalies. 

Check No. 32 on reply card. 





It can be done by selling 
your walk-in trade or passers- 
by on the idea that the sales 
potential of their property 
is increased when its value 
is increased by modernization. 
And if you, the contractor, 
handle the remodeling, then 
your dollars and profits will 
grow too. This_ illustrated, 
eyecatching poster — printed 
in green and black on white— 
will bring across your sales 
message. It’s free to DomEs- 
TIC ENGINEERING subscribers. 
Just... 





Make your dollars grow in your showroom 


Circle “Make Your Dollars Grow Poster” on reply card. 
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Drain Pipe Cleaner 


A cold water-type of drain pipe 
cleaner is available from Nyco 
Products Co., Chicago. It is pack- 
aged in 14 oz 5 and 15-lb cans 
and is formulated to dissolve heavy 
deposits of vegetable matter, 
grease, hair, soap, leaves, lint, 
dirt, paper and scum. An auxiliary 
application of the product is the 
thawing of frozen pipes. It can be 
used with porcelain, glass or metal 
(except aluminum). 

Check No. 33 on reply card. 


Variable-Volume Reheat Unit 
A variable-volume reheat unit 
for use with low or high-pressure 
heating-cooling-ventilating sys- 
tems in commercial and industrial 
applications has been developed 
by Titus Manufacturing Corp., 
Waterloo, Ia. For perimeter area 
installation — under the floor with 
outlets flush with the floor or 
above the floor at any height — it 
permits heating only the amount 
of air required at one time. 
Check No. 34 on reply card. 
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10-Year Guaranteed Heater 
An automatic gas-fired water 
heater featuring a lining of glass 
fused to steel — which enables the 
firm to guarantee the unit for 10 
years without mileage clauses or 
prorated costs—has been an- 
nounced by A. O. Smith’s Perma- 
glas Division, Kankakee, Ill. It 
comes in 30, 40, and 50-gal. sizes 
and operates at input ranges of 
30,000 to 50,000 Btu /hr and has a 
built-in gas pressure regulator. 
Check No. 35 on reply card. 


——— 


Circular Steel Lavatory 

A porcelain-enameled steel lav- 
atory of circular design is being 
marketed by Coralware Manufac- 
turing Co., Chicago. The unit fea- 
tures an extra-large and deep 
bowl, and it can be set in mosaic 
or ceramic tile tops as well as 
those fabricated of laminated plas- 
tic. Its line of colors has been 
selected to match fixtures of all 
national manufacturers. Other 
products will be introduced soon. 

Check No. 37 on reply card. 
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Bryant Boilers Feature Thermal-Pin Construction 


Two boilers—one for gas (right), 
one for oil-firing—with thermal 
pin construction to utilize flue gas 
heat have been introduced by 
Bryant Manufacturing Co., Indi- 
anapolis. The pins are matching 
external-internal projections cast 
into the boiler sections to transfer 
heat quickly into the water, caus- 
ing quicker boiler response to the 
thermostat, shortening the opera- 


Barnes Manufactures 


Portable Compact Pump 


A portable, self-priming pump 
especially designed for home, farm 
and light commercial applications 
has been announced by Barnes 
Manufacturing Co., Mansfield, O. 
Weighing 14 lbs and measuring 
914 ins. long, 714 ins. wide and 5 
ins. high, it delivers 1,140 gph at 
pressures to 40 psi when used with 
114-in. hose. It can be used with 
ordinary garden hose as it comes 
with %4-in. hose adapters and a 
suction strainer. The motor of the 
compact unit is 44 hp, 115 v. 

Check No. 38 on reply card. 


ting cycle and saving fuel. Input 
of the gas units ranges from 75,000 
to 225,000 Btu; of the oil-fired 
models, 140,000 to 280,000 Btu. 
Within 15 secs. of fire start in the 
oil-fired unit, the flame is at peak 
efficiency. The gas-fired model’s 
valve opens only if gas pressure 
is sufficient for safe operation; it 
closes by gravity alone. 
Check No. 36 on reply card. 


Use handy reply card on page 166... 
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Gas-Fired Boilers 

A line of packaged cast iron gas- 
fired boilers in a 72,000 to 155,000- 
Btu hr range has been introduced 
by Hydrotherm Inc., Northvale, 
N. J. Included in the units is a 
wired-in circulator and pressur- 
ized diaphragm-type expansion 
tank as well as an air elimination 
system. All accessories are as- 
sembled on the rear of the unit. 

Check No. 39 on reply card. 


“Fishing Neck" Pump 

A specially designed neck that 
can be gripped by a fishing tool 
has been incorporated in its im- 
proved submersible pump accord- 
ing to Deming Co., Salem, O. The 
neck has been formed to aid in- 
stallers should a pump go down a 
well. The neck consists of a series 
of flanged grooves completely 
around the top of the pump. 

Check No. 40 on reply card. 


Robinson Produces 


Clay Pipe Joints 


A number of joints for clay pipe 
is available from Robinson Clay 


Products Co., Akron, O. Three 
basic units are the wedge-lock, 
wedge-lock type “O” and slip- 
joint. The illustration at top is a 
cross-sectional view of the wedge- 
lock type “O”; at center is shown 
wedge-lock clay pipe after bell 
and spigot are shoved together to 
form the joint; at bottom is a slip- 
joint pre-cast asphalt joint. The 
“QO” joint, available in sizes from 
8 to 36 ins. in diameter, is recom- 
mended for installation in problem 
trenches, unstable soils and lines 
near water supplies. The slip-joint 
consists of 2 conical mating sur- 
faces formed on the bell and spigot 
ends of conventional clay pipe. 
Check No. 42 on reply card. 


OMPLETE UNIT 
NOTHING ELSE NEEDED! 


Aerator-Appliance Connector 
A universal aerator and washing 
machine-dishwasher connector 
that fits all standard inside and 
outside threaded faucets has been 
announced by Wrightway Engi- 
neering Co., Chicago. It consists 
of an aerator that remains on the 
faucet and a cam-lock remaining on 
the appliance. To connect, the cam- 
lock is pushed onto the aerator. 
Check No. 41 on reply card. 


Circular Blower Unit 

A circular blower unit has been 
developed by Lau Blower Co., 
Dayton, O. For installation above 
a ceiling, it has 4 attached duct 
collars. With open side facing 
downward and the blower mounted 
at right angles to the floor fur- 
nace, it picks up rising warm air, 
moves it by ducts to colder rooms 
and releases it through grilles. 


Check No. 43 on reply card. 
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bring you details on any of these products and services 





Fittings Mounting Plate 

A chrome-plated plate, 13 ins. 
long, that covers the area sur- 
rounding the opening made in re- 
moving 2 old fashioned valves in 
shower or tub installations has 
been designed by Casco Manufac- 
turing Co., El Monte, Calif. It 
permits replacement with a single- 
handle mixing valve and either a 
Moen or Delta shower valve. 

Check No. 44 on reply card. 


Enameled Steel Lavatories 

Two lavatories, one oval-shaped 
(illustrated) and the other of cir- 
cular design, have been announced 
by Crown-National Co., Chicago. 
The units are made of 16-gauge 
deep drawn steel covered with 
enamel finished in white or colors. 
Dimensions of the oval unit are 16 
by 18 ins.: diameter of the round 
fixture is 18 ins. 


Check No. 46 on reply card. 
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Majestic Introduces Gas, Oil-Fired Furnace Series 


A series of 14 gas and oil-fired 
furnaces has been introduced by 
Majestic Co., Huntington, Ind. 
Models include upflow and down- 
flow for firing with gas or oil. The 
heat exchanger has a round burner 
pouch on 3 sizes of gas models. 
Other features include an inspec- 
tion door for viewing combustion 


Zinc Anode Plug Assemblies 
A line of zinc anode plug assem- 
blies for water protection in all 
types of heat exchangers with 
pressures to 200 psig has been de- 
veloped by Butler Engineering As- 
sociates Inc., Hillside, N.J. They 
are made of electrolytic zinc in a 
wide range of diameters and 


lengths and are fitted with steel or 


brass % to l-in. pipe plugs. 
Check No. 47 on reply card. 


chamber and burner nozzle plus 
blowers that handle 3, 4 and 5-ton 
air conditioning. The 8 gas models 
range from 72,000 to 140,000-Btu 
output, and the 6 oil-fired models 
come in sizes with an 85,000 to 
135,000-Btu output. A _ clogged- 
filter indicator is optional. 
Check No. 45 on reply card. 


Drain Grate Funnels 

Funnels that may be attached to 
any of its floor drain grates are 
available from Josam Manufactur- 
ing Co., Michigan City, Ind. They 
come in bronze, cast iron or 
nikaloy. Two round models, with 
4 and 6-in. diameter tops, are 
available plus an oblong-shaped 
one with a 3% by 9-in. top. All 
models have a 2-in. throat opening. 

Check No. 48 on reply card. 








Chrysler Air Handlers Are Made in Two Sections 


A line of 7 air handling units 
with capacities from 2,000 to 15,000 
cfm has been introduced by Chrys- 
ler Corp., Dayton, O. Built in 2 
sections, fan and coil-filter, the 
units are designed for either hori- 
zontal or vertical floor installation. 
The coil section can be turned end 
for end in the field or mounted 
horizontally adjacent to the fan 


a 4 a 
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Cement, Pipe Joint Compound 
A mortar-like cement and a 
pipe joint compound are available 
from X-Pando Corp., Long Island 
City, N. Y. The cement, requiring 
only the addition of water, ex- 
pands on setting for leakproof 
sealing; it can be colored. The 
pipe joint compound also expands 
as it sets—at any temperature— 
and can be used with all types of 
piping (except aluminum). It with- 
stands high temperature, pressure. 
Check No. 51 on reply card. 
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section. The fan component has a 
square cross section that allows 
the unit to be rotated for a choice 
of discharge. All coils, whether 
direct expansion or water, may be 
removed on the job or installed 
after the unit is in place. Tapped 
openings for venting coil headers 
are provided. 
Check No. 49 on reply card. 


Redesigned Fitting 

A redesigned unit has been add- 
ed to its series of single-handle 
lavatory faucets by Delta Faucet 
Corp., Greenburg, Ind. The cen- 
terset fitting’s single moving part 
—a specially hardened ball opera- 
ting in a ball socket joint—con- 
trols both water temperature and 
volume. Its outward appearance 
has been designed to make the unit 
easy to clean, both as to its shape 
and its chrome finish. 

Check No. 52 on reply card. 


Protective Fixture Coating 

A water base plastic coating 
compound to protect porcelain and 
chrome bathroom fixtures and fit- 
tings during the roughing-in period 
is available from Spraylat Corp., 
New York City. It is brushed on 
(5 mins. are needed to coat a bath- 
tub) and air dries to form a tough, 
rubbery coating. After the bath- 
room is completely installed, it is 
peeled off as shown above. 

Check No. 50 on reply card. 


Adhesive Tape Compounded 
For Heat Applications 

An adhesive tape especially 
compounded for resistance to heat 
is available from Arno Adhesive 
Tapes Inc., Michigan City, Ind. 
Two suggested applications are for 
sealing ducts and as a protection 
for metal surfaces in transit 
through ovens. 

Check No. 53 on reply card. 


Two Models of Air-Cooled 
Air Conditioners Introduced 

A line of air-cooled central air 
conditioning units for residential 
and commercial units has been in- 
troduced by Thatcher Furnace Co., 
Garwood, N. J. A packaged type 
comes in 4 models ranging from 
22,000 to 58,000 Btu/hr.; split-sys- 
tem units come in 5 models, 22,000 
to 82,000 Btu/hr. Both types con- 
tain a capillary tube refrigerant 
system. 

Check No. 54 on reply card. 
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EA DETAILED INFORMATION 


ON ADS, PRODUCTS, LITERATURE, SERVICES p> 


Your no-postage reader service reply card, attached at the right, enables you to ob- 
tain free information on new products, equipment and services described in the Service 
Section; on trade literature listed on the back of this card; and on products advertised 
throughout this issue. Merely check the key numbers.* 


1. Read advertisements and note the number below the ad. Place an X in the box at 
the left of this number on the reply card for complete details. 


. Review the New Products described in this issue starting on page 153. Check num- 
bers on the reply card corresponding to the items listed. 


. Read the Trade Literature reviews on the reverse side of this page. To obtain your 
free copies, use the handy reply card and mark the appropriate numbers. 


*EXPLANATION OF KEYED NUMBERS FOR ADS: 
First number, “6,” represents this issue, the sixth month. Second set of digits 


indicates page on which item appears, thus “-002-” means page 2. Third set of dig- 
its is ad code number. 
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ADVERTISED PRODUCTS 


7} 6-002-200 Relief Valves 

Oo 6-003-201 Flush Valves 

C} 6-005-202 Fittings 

(} 6-007-203 Flexible Supplies 
C) 6-008-204 

F] 6-015-205 


() 6-017-206 Lavatory Fittings 
(-} 6-019-207 Valves 

C] 6-020-268 Toilet Seats 

() 6-022-209 Boilers 

() 6-023-210 Fiber Pipe 

{} 6-027-211 Water Tank 

(] 6-028-212 Boilers 


() 6-031-215 Water Systems 
{} 6-032-216 Flush Valves 
(] 6-035-217 Fuel Unit 
C) 6-036-218 Jet Pum 
(} 6-038-219 Dish 
C) 6-041-220 Vanity Mirror 
[] 6-042-221 Steel 
ie Faucet 


Trucks 
C) 6-047-224 Shock Absorbers 
(} 6-048-225 Bathtubs, Vanities 
Plastic Pipe 


() 6-055-230 Venting Valves 
a aoe hero yg 
6-057- Deep et Pump 

(0 6-058-233 Water Softeners 

(] 2-062-235 Unit Heaters 

() 6-064-236 Trucks 

C) 6-066-237 Zone Control Valves 

C) 6-068-238 Temperature & 
Pressure Valves 

( 6-069-239 Plumbing Fixtures 

C) 6-070-240 Pressure Regulators 

C)] 6-071-234 Gas-Fired Duct 
Furnace 
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- Tube & 
F 6074-243 Bolloee 
() 6-075-244 Construction Reports 
() 6-076-245 Baseboard Radiation 
C) 6-078-246 Valves 
(} 6-079-247 Copper Tube 
(1) 6-080-248 Copper Fi 
Fy 6-116-290 Copper Tuts 
as Tu 
() 6-117-251 Pipe Cutters 
(} 6-121-254 Soil Pipe 
() 6-122-255 Shower Mixing Valve 
() 6-123-256 Steel Pipe 
(} 6-125-257 erant Valves 
() 6-126-258 Sink 
(] 6-127-259 Plumbing Fixtures 
C} 6-128-260 Bester 
C) 6--129-261 Mumic‘fiers, Oil Filter, 
Soot Remover 
C) 6-129-262 Oil Burner Reprint 
[] 6~129-263 Stainless Steel Sinks 


140-276 Foot Valve 
~140-277 Hotel 


143-282 Utility Sean 
~143-283 Filter Gage 


() 6-143-284 Bathtub Fittings 

(] 6-144-285 Sump Pump 

[) 6-145-286 Pipe Threader 

E} 6~146-287 Oil-Fired Boiler 

(] 6-147-288 Baseboard Radiation 


D e-ise-311 Dos 


Burners 
a isan ee 
5 6. ountain Sink 
0 6-188-319 Modine ne Cabinets 
a isan setadon Special 
ties 
(} 6-190-322 Burner Replacement 


(] 6-190-323 Boiler Stop Leak 
6-190-324 Price Book 


() 6-174-298 Laundry Trays 

(} 6-174-299 Pipe Thawer, 

( 6-175-300 Taw heb 
vatory 

() 6-175-301 Tank Ball 
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a Scullery Sinks 
C] 6-181-309 Iron Pipe Fittings 
SERVICE SECTION PRODUCTS (page numbers in light face) 


1—Furnace and Accessories (153) 
2—36-Inch Water Softener (153) 
3—Home Water Purity (153) 
4— Tank (154) 
5—Oil-Fired Boiler (154) 
6—Relief Valve (154) 
7—Water Heater-Boiler (154 
8—Hydronic Baseboard (155 
9—Tube End Hose Fitting (155) 
(1 10—Steel Bathtub (155) 
(1 11—Fuel Oil Filter (155) 
() 12—Submersible Pump (155) 
(0 13—Float Air Eliminator (156) 
Disposer (156) 
() 15—Thread and Pipe Sealer (156) 
(} 16—Faucet Handles (156) 
( 17—Pressure Tank (157) 0 
[} 18—Bath, Kitchen Fittings (157) 1] 45—Gas, Oil-Fired 
( 19—Year-Round Conditioner(157) [] 46—Steel Lavatories (163) 
(] 20—Tempering Valve (157) (] 47—Zine Anode Plug (163) 
(] 2i—Heating Plant Cleaner (158) (] 48—Drain Grate Funnels (163) 
(] 22—Storage Water Heater (158) 
5 24—Split Sy = Lavatory( 33) 
O t-System Heat Pump/( 
tt os Conti trifugal Compressor (158) 
4 26—Water Closet Display (159 oO 
(J 27—Redesigned Furnace Line(159) [] 54—Air Gundbiicusee (164) 


TRADE LITERATURE (see page 168) 


Tube and Fittings 0) 68—Plumbing, Heating Tools 

(] 69—Bronze Valves 

[} 70—Heat Gule-kaes Calculator 

[] 7i—Amprobe Cable Tracer 

C] 72—Foot Control Valves 

oO ny pcm Calculator 

C] 74—Masonry An 

[] 75—Radiant Hinting Cooling 
6—Combustion Analyzer 


7 
G 77—Unions and Union on Fittings 
ft] 78—Boilers, Finned Tu 
pes O] 79—Cube-Type uae 

( 67—Room Air Conditioners ) 80—Gas Venting Materials 
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0 58—Faucet Stem Identification 
() 59—Water Treatment 

(] 60—Welded Steel Tubing 
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This card void after September 1, 1961 





June 1961 Issue 
Please print: 


Name 
Company 
Address. 

City. 


Title Contractor__ 
Wholesaler__ 
Mfrs. Rep.__ 


Other 














166 























SJOUTTI] “91 COBO2145 ‘onusay o1411D4dg 1081 


INIMaINIONG IILSAWOG 


juawizindag a2IAJag seppay 
A@ GiVd 34 THM IDVLSOd 





VW di AYVSSIDIN JDVLSOd ON 


gaa SS4NISNG 


JHL NI G 














SIONITH ‘ODVSIHD 
IZ ‘ON LIWU3d 
SSVTD LSUld 























LITERATURE YOU CAN SEND FOR 


TECHNICAL MANUALS, MANAGEMENT BOOKLETS, PRODUCT LITERATURE, MERCHANDISING AIDS 


COPPER TUBE AND FITTINGS plus related tech- 

nical data such as information on soldering and 

working pressures are presented in a catalog 

from Mueller Brass Co., Port Huron, Mich. 
Check No. 55 on the reply card. 


AIR-COOLED CENTRAL SYSTEMS for old and new 
homes are described in a folder from Chrysler 
Airtemp, Dayton, O. 

Check No. 56 on the reply card. 


A GRAPHICAL SYMBOLS GUIDE, pocket-sized, for 
piping, fittings and valves used in air condition- 
ing and heating is available from Anaconda 
Metal Hose, Waterbury, Conn. 

Check No. 57 on the reply card. 


A FAUCET STEM identification chart illustrating 
major manufacturers’ stems in actual size has 
been compiled by Bowers Manufacturing Co., 
Toledo, O. 


Check No. 58 on the reply card. 


ITS MICROMET WATER TREATMENT to prevent 
rusty water and lime scale is described in a bul- 
letin from Calgon Co., Pittsburgh. 

Check No. 59 on the reply card. 


WELDED STEEL TUBING is covered in a compre- 
hensive handbook ($10) from the Welded Steel 
Tubing Institute, Cleveland. 

Check No. 60 on the reply card. 


WATER SYSTEM SELECTION is the subject of a 
booklet from Deming Co., Salem, O. 
Check No. 61 on the reply card. 


A HOME BUYERS’ GUIDE supplying answers to 

heating and air conditioning questions is avail- 

able from Delco Appliance, Rochester, N.Y. 
Check No. 62 on the reply card. 


ELECTRONIC CONTROLS for its oil-fired boilers 
are discussed in a service bulletin from Carlin 
Co., Wethersfield, Conn. 

Check No. 63 on the reply card. 


ITS MULTI-TEMP HEATING PLANTS for large struc- 
tures are covered in a bulletin from Hydro- 
therm Inc., Northvale, N.J. 

Check No. 64 on the reply card. 


A SWIMMING POOL CARE, MAINTENANCE catalog 

and a 450-item check list are available from 

Paragon Swimming Pool Co., Pleasantville, N.Y. 
Check No. 65 on the reply card. 


CLOTH TAPES — pressure-sensitive, adhesive, 
sealing and coating—are described and illus- 
trated with photos of on-the-job applications 
and tape dispensing equipment in a brochure 
from Permacel, New Brunswick, N.J. 

Check No. 66 on the reply card. 


ROOM AIR CONDITIONERS that cool, heat, de- 
humidify, filter and introduce outdoor air are 
featured in a catalog from Airtherm Manufac- 
turing Co., St. Louis. 

Check No. 67 on the reply card. 


PLUMBING AND HEATING TOOLS are described 

and illustrated in a complete-line catalog from 

R. M. Starbuck & Sons Inc., Hartford, Conn. 
Check No. 68 on the reply card. 


ITS BRONZE VALVES—gate, globe, angle, check 
and special—are covered in a reference booklet 
from Ohio Brass Co., Mansfield, O. 

Check No. 69 on the reply card. 


A HEAT GAIN-LOSS CALCULATOR and companion 

work pad are available to dealers and distrib- 

utors from Fedders Corp., Maspeth, N.Y. 
Check No. 70 on the reply card. 


AN AMPROBE CABLE TRACER, an instruinent de- 

signed to speed the tracing of electrical con- 

ductors in pipe, conduit and non-metallic 

sheathed cable, is detailed in a bulletin from 

Pyramid Instrument Corp., Lynbrook, N.Y. 
Check No. 71 on the reply card. 


FOOT CONTROL VALVES and service fittings for 

automatic water service systems are illustrated 

and described in a catalog from T & S Brass & 

Bronze Works Inc., Westbury, L.L, N.Y. 
Check No. 72 on the reply card. 


A HEATING-COOLING LOAD CALCULATING man- 
ual ($2), a work pad ($.50) and a calculating 
chart ($.25) have been devised by Arkla Air 
Conditioning Corp., Little Rock, Ark. 

Check No. 73 on the reply card. 


MASONRY ANCHOR SELECTION is covered in a 
booklet from Rawlplug Co., New Rochelle, N.Y. 
Check No. 74 on the reply card. 


RADIANT HEATING, COOLING and acoustic ceil- 

ings are covered in an engineering manual ($25) 

from Burgess-Manning Co., Libertyville, Ill. 
Check No. 75 on the reply card. 


AN ELECTRONIC COMBUSTION ANALYZER for fur- 
naces is described in a folder from Victory En- 
gineering Corp., Union, N.J. 

Check No. 76 on the reply card. 


UNIONS AND UNION FITTINGS are the subject of 
a catalog from Stockham Valves & Fittings Co., 
Birmingham, Ala. 

Check No. 77 on the reply card. 


BOILERS, CAST IRON AND FINNED TUBE RADIATION 
and valves are topics described and illustrated 
in a complete-line catalog from Dunkirk Radi- 
ator Corp., Dunkirk, N.Y. 

Check No. 78 on the reply card. 


A CUBE-TYPE REPLACEMENT FILTER for air condi- 

tioning, heating, air handling and processing 

systems is described in a bulletin from Union 

Carbide Development Corp., New York City. 
Check No. 79 on the reply card. 


CORROSION-RESISTANCE OF GAS VENTING mate- 
rials is the subject of the third technical book- 
let from the Gas Vent Institute, Chicago. 

Check No. 80 on the reply card. 
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This is the new Crane Sunnyday-8 compact boiler. You can install it 
quickly anywhere...in any size house and commercial buildings too. 


We can wire and assemble 
it at the factory. You make 


just four simple connections. 


It works fine with 
all gas fuels. 





This versatile Crane gas-fired boiler is 
news. (1) It comes in a big range of sizes. 
(2) It is priced to let you get a profitable 
share of hydronic heat in your area. (3) Its 
total installed cost is remarkably competi- 
tive. You can even offer a tankless water 
heater. And you can install the entire unit 
by simply hooking up the gas, water, 
electric and chimney connections. 

There are nine sizes — from 36,000 to 
180,000 Btuh, net IBR —all perfectly at 
home with steam, vapor or hot water heat- 
ing systems. The Sunnyday-8 is not finicky 
about its fuel. Dollarwise, it gets excellent 


mileage out of all fuel gases — and it’s 
AGA approved. 

It goes in tight places because it’s less 
than 20 inches wide, only 30 inches high. 
You need just unpack it, “walk” it in 
on its off-floor base, make 4 necessary 
connections .. . and turn on the heat! 

If you want more information on Crane’s 
complete line of warm air or hot water 
heating and air conditioning equipment, 
see your regular Crane wholesaler. Or write 
direct to Crane Co., Plumbing-Heating-Air 
Conditioning Group, Box 780, Johnstown, 
Pennsylvania. 
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Check 6-169-291 on Reply Card 


It fits all hydronic heating 
systems. Makes a 
perfect replacement unit. 


AT THE 
HEART 
OF HOME AND 
INDUSTRY 


VALVES AND PIPING 
ELECTRONIC CONTROLS 
PLUMBING 
HEATING + AIR CONDITIONING 





Ewery one admrig DOIN, 


DELTA FAUCET CORPORATIO 
e GREENSBURG, INDIANA 


Delta Faucet of Canada Ltd. e 


Check 6-170-292 on Reply Card 


IF CARLTON 
CAN’T MAKE IT 


—NOBODY CAN! 


For example, this Carlrim Ledge 
Type Extra Deep Single Bowl 
Sink is available in 6 different 
models and sizes, designed for 
Utility Room Laundry tubs, 
Apartment sinks, Laboratory 
sinks. Type 316 Stainless avail- 
able on order. 


2489 Bloor Street, Toronto 9, Canada 


WING For Young Homemalgrs 





Cat. No. Gauge Outside Dim. 


Bowl Size 





1516* 20 
2116-10* 18 
2121-11* 18 
2124-12* 18 
816-10 18 
824-12 18 


16” x 15” 
21" x 16” 
ai" 221° 
21” x 24” 
22” x 17-1/4" 
25-1/4" x 22” 














14” x 10” 
16"x 14” 
17-1/2” x 15” 
16” x 20” 
16”x 14” 
20” x 16” 











*Needs external frame. 


Send us your specifications for quotation. Carrollton Mfg. 
Company, Sink Division, Carrollton, Ohio, 


LOOK FOR THE STARS +--+} TO TELL YOU IT'S 


SCULLERY SINKS * INSTITUTIONAL SINKS * HOME SINKS * CUSTOM SINKS 
Check 6-170-293 on Reply Card 
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(Continued from page 149) 
one is too short. What kind of fitting did he 
tighten? 

Was it a compression fitting? If so, he 
probably stopped the leak. He might have 
done a better job if he had cut the tubing 
back and installed a new ferrule and com- 
pression nut (Fig. 3). 

Was it a flare fitting? A flare seldom leaks 
simply because it was loose. It was probably 
a defective flare, in which case it can be 
expected to leak again (Fig. 4). 

Was it a pipe fitting? If he thinks he 














L 


FIG. 4: When a flare fitting leaks, it seldom can 
be fixed by tightening because the flare is split or 


defective in some other way. It must be replaced. 


\ 


i 














FiG. 5: The cause of oil leaks often is elusive 
and the serviceman may be fooled by the obvious. 
The oil drip at “x” doesn’t mean the return-port 
plug has to be tightened. The leak could originate 
anywhere in the unit, as indicated by the arrows. 


fixed it just by tightening, he is fooling him- 
self or trying to fool the customer. 

There is almost no such thing as tighten- 
ing a pipe fitting to get rid of an oil leak. 
When a threaded joint leaks oil the remedy 
is to remove the leaking fitting, clean it 
thoroughly, along with its mating joint, re- 
dope it (with one of the afore-mentioned 
good oil-joint compounds) and put it to- 
gether again tightly. It might even be 
necessary to use a new nipple or elbow, or 
both, to assure a leak-free joint. 

Servicemen are sometimes careless in re- 
setting a strainer cover or regulating valve 
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cover after working on a pump. These are 
the commonest types of leaks that develop 


after a service call. They occur mainly be- | 
cause the man did not wipe the unit care- 
fully after doing the job, so that he could 


observe any new oil-wetness. 


This is the most important step in any ! 
service call in which any part of the oil 
system has been opened. 


The serviceman should pay particular at | 


tention to the joints he has worked on. For | YOUR FREE BOOK CATALOG is 
example he may have vented the pump after 

a dry-tank job. The plug he removed was NOW READY T0 SEND TO YOU! 
lg pipe size. Familiarity has taught him 

that he can, in 99 cases out of 100, replace 

this plug without doping it. But once in 

every 100 times there will be a callback be- 

cause of a leak. 


# Watching for new oil leaks is an essential 
part in any service call. It will take only a 
few minutes of company time. A leak can 
usually be spotted in three to five minutes 
after the unit has been wiped clean. 

Pump and fuel-unit joints are gasketed. 
Some gasket materials get hard in time and 
leak if re-used. Other gasket materials tear 
or crumble. These should never be re-used. 
It is often a matter of scraping them down 
to the bare flange to get a leak-free seat for 
a new gasket, but it will have to be done. 

When re-using an old gasket, it should be 


(Please turn to page 172) 
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The publishers of Domestic Engineering Magazine have com- 
piled this comprehensive 72-page catalog of Technical and 
Business Books devoted exclusively to the Heating, Cooling, 
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More than 100 Books are listed along with a capsule descrip- 
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Section I: Heating, Ventilating, Air Conditioning, 
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Section Il: Electrical 


Section Ill: Piping, Plumbing, Corrosion, Fire 
Protection 


Section IV: Pumps, Heat Transfer 

Section V: Sheet Metal Layout, Welding 

Section VI: Engineers’ Handbooks, Business 
References 
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BOOK DEPARTMENT 


“For those going to 10, | suggest | DOMESTIC ENGINEERING COMPANY 
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treats 
water 


@ FILTERS @ SOFTENS 
@ REMOVES IRON 
Solve water problems the simple 
way — with a triple-purpose 
Diamond 3T Filter and Softener. 
One space-saving Diamond does 
the work of three specialized 
units, removes all iron, impurities, 
and hardness. Time and meter- 
controlled to regenerate, return 
to service, and refill brine tanks 





— AUTOMATICALLY. Backed 
by 30 years’ experience, full 
guarantee. 


<r | > 
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letterhead for full information to Manufacturers’ Agency 
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(Continued from page 171) 

inspected very carefully and replaced in ex- 
actly the same position as before. But the 
best practice is to carry a complete assort- 
ment of all the gaskets encountered in all 
the standard fuel units, strainers, valves and 
filters. Most standard gaskets can be had in 
package assortments. 

Some gasket joints go together without the 
use of a sealing compound. But if there 
is any doubt, a thin but oil-tight joint com- 
pound should be used. If the mechanic has 
trouble getting a gasket off a flange it indi- 
cates that the joint was originally put to- 
gether with a compound. 


=» One important reminder: The serviceman 
shouldn’t fool himself about the point of an 
oil leak. Too many men do. They see oil 
dripping off the bottom plug of a pump, for 
example, and tighten hell out of it. But the 
leak wasn’t there in the first place—it was 
somewhere up higher (Fig. 5). 

The only way to see where a leak really 
is, is to wipe off the unit completely and get 
down there with a good light and watch. 
Sometimes it helps to sprinkle a white 
powder, such as plaster of paris, in the sus- 
pected area and watch it discolor with the 
oil that is oozing out. 

The one leak that should not be fixed on 
the spot is a pump-shaft seal leak. Not that 
it is impossible with some pumps. But the 
only way to do a reliable job on a seal is to 
change it in a shop, where it can be tested 
properly. There is no reason to use the 
owner’s home for the test. She has already 


“It’s an emergency. Her husband's 
looking for a wrench.” 
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had enough of the leak, which has probably 
been going on for several days. Yank the 
pump and install a replacement. 

One kind of leak that is more offensive in 
odor than it is to the sight is the after-drip. 
This is generally the result of a non-seating 
cutoff valve. It can also cause poor firing 
by overheating the nozzle or ignition trouble 
by carbonizing the electrodes. 

This type of leak is easy to fix in most 
units by installing a new cutoff valve. ENP 


What the P-H Industry Can 
Do to Combat Jacklegs 


By Dewey Dedrick Jr. 
Business Manager, Plumbing 


Industry Program, Miami 


PLUMBING REGULATIONS and licensing laws 
are under constant attack in this country, be- 
cause there are and always will be indivi- 
duals who believe that the Constitution of 
the United States, in granting freedom to the 


individual, endowed him with a right to do 
as he pleases regardless of the effect of his 
actions on his fellow man. 

It has been well established through the 
years, and upheld by the courts of this 
country, that plumbing is a profession which 
affects the health, safety and welfare of all 
of our citizens—including those persons who 
are most vocal in condemning the industry 
because personal or political advantage can 
be gained for themselves. 

We will always have these people with us 
and no amount of education as to the facts 
appear to change their thinking. The plumb- 
ing industry and the public are indeed for- 
tunate that this type of individual comprises 
a very small percentage of the population. 


=» The large problem today in this respect 
is the person who is allowed to present him- 
self to the unsuspecting public as an expert in 
plumbing, heating and gas installations and 
repairs. Domestic ENGINEERING magazine 
has properly labeled this person as a “tinker 
jackleg.” To those in the trade the word 


“jackleg” is understandable, but let us pur- 
(Please turn to page 174) 
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(Continued from page 173) 
sue this term and try to understand what the 
word really means. 

In states, counties and municipalities 
where plumbing is regulated for the protec- 
tion of the public, the word jackleg means a 
person holding himself out to the public as 
being qualified to install, service and repair 
plumbing and heating installations with full 
assurance to the public that they have noth- 
ing to worry about because the place in 
which they live has codes, regulations and 
licensing to protect them. 

He is at times listed in telephone direc- 
tories, advertises in local newspapers, mails 
out or places business cards in mail boxes 
and even may advertise on radio or televi- 
sion. An answer to this problem will be dis- 
cussed in this article. 


= There are also counties and municipalities 
in this country that have no regulations con- 
cerning plumbing. Many of these areas are 
sparsely settled but with the natural growth 
of the country it will not be long, probably 
in this decade, before they have problems 
concerning the protection of their people 
by adopting proper sanitary regulations. For- 
tunately, they will have at hand a multitude 
of experience and precedent from other areas 
to draw upon to aid them in establishing 
proper regulations. 

Let us suppose that we take an area that 
has, over a short space of time, become dense- 
ly populated and which has no regulations 
regarding the installation of plumbing. In 
most of these areas you will find several 
qualified plumbing contractors who perform 
a commendable job. They install their work 
in a proper manner even though no inspec- 
tion is made. They have pride in their work 
and they have a responsibility to their cus- 
tomer which they wish to fulfill. 


# This is a virgin territory for the jackleg. 
He can always do the job cheaper, usually 
gets the owner to buy the material, although 
the owner knows very little about what he 
is buying, and then installs the job, many 
times placing a burden on inferior material 
which cannot function properly. There are 
so many authenticated cases of injury to 
public health and safety experienced by in- 
stallations by this jackleg that repeating 
them here would serve no purpose. Those 
interested may secure this information from 
DoMESTIC ENGINEERING. 

The big question is, “What is the plumbing 
industry doing to combat this situation in the 
public interest?” Much has been done, and 
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I have a few suggestions to give for the 
control of this problem. They are based 
upon the writer’s experience in the fastest 
growing area of the country, South Florida. 

1. The first requirement is that you musi 
have a plumbing code setting forth minimum 
standards covering the installation of a 


potable water supply and the disposal of 
waste material. 























\ 


for the finest in 


LAVATORY 
LEG Ss and towel bars 


the name to remember is 


sA very important regulation in such a 
code, when a public water supply is available, 
should be a requirement that for any con- 
nection to this public water supply for any 
purpose, the plumbing in a building or other 
establishment being supplied by such water 
supply shall conform to the above mentioned 
plumbing code. This will prevent a town or 
municipality without plumbing regulations 
from drawing their water from a public sys- 
tem of another town or municipality with 
regulations and from contaminating the com- 
mon water supply. 


manufacturers of quality 
plumbing specialities, including: 


* bathroem accessories! * vanities! 
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2. After adoption of a code proper inspec- 
tion shall be made. Sold thru the wholesaler + Write for Catalog 


REED-CROMEX CORPORATION 
15757 Euclid Ave. # Cleveland 12, Ohio 


In order to do this a system of permit fees 
should be installed to finance the employ- 
ment of inspectors. The permit fee system 
not only finances the inspection but also gives 
the governing power an opportunity to keep 
records as to the actual installation for future 
reference. 
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talked me into two weeks vacation with 
pay before he even started working here.’ 
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(Continued from page 175) 

tomorrow and knowledge of what is actually 
installed in the sundry store is invaluable 
to the owner and the authorities in planning 
future changes. An inspector should have at 
least 10 years practical experience as a mas- 
ter or journeyman plumber. An inspector 
should never be a person engaged in the 
active business as a master or journeyman, 
but should be a full time employee paid by 
the governing body. 


3. In a great many court cases in which 
| the writer has been involved the courts have 
held that one or more witnesses must have 
; 


actually seen the accused “jackleg” doing 
plumbing work. 


. | aI wish to stress this item strongly because 
: | this is where the jackleg has been getting 
| away with murder. Let us say that you, as 


an inspector, a plumbing contractor or trade 
association person, know that John Doe is 
doing plumbing work. He advertises in the 
telephone directory or he uses other devices 


i previously mentioned. Who has the time to 
Your Perfect iim 


actually see or to actually bear witness 


| against him performing plumbing work? The 
Deal eee ‘ answer to this is obvious. No one. 


If your standards are high, Bee We in the Miami area have prevailed upon 
but your heating require- our regulatory body to include the following 
ments are modest, here’s the : language in our ordinance. 
newest, smallest member of 
Dunkirk’s distinguished — 
Blue Circle family. Compact ; | 
enough to fit anywhere. Its - 
efficiency and economy will 
amaze you. Just the right 
size for small homes, hous- 
ing projects, apartments, de- 
tached wings, service sta- 
tions, small stores and shops. 
And the price is as 
small as the boiler. 
Oil fired... Hot water 
.Cast iron Blue 
Circle Lexington 
Boilers available 
basic units with or 
without burner, or com- 
plete Lex-Pak package with boiler, burner, circu- 
lator, tankless heater if desired, and all controls 
installed ready to hook up. Open front (flush) 
or fully enclosed (extended) jackets. Also 5, 6, 
7,8 section sizes. Send today for descriptive 
literature, specifications, prices, and 
name of nearest warehouse. 


Pee 





This language 
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Dunkirk, N. ¥., U.S.A. ‘Could you call back later, Alice? | 











don’t have time to talk now— 


‘ 





I’m on my lunch hour.’ 
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covers all trades which are licensed in the 
construction industry and I highly recom- 
mend it: 

“Persons without certificate represent- 
ing selves as contractors: Any person not 
possessing a current certificate of com- 
petency and holding himself out as plain- 
tiff or defendant in any court of this state 
or advertising in any newspaper or tele- 
phone directory or airwave transmission 
or issues any card, advertising or device 
indicating to the public that he is a con- 
tractor, or is qualified to engage in the 
business as a contractor, shall be subject 
to the provisions and penalties of this 
chapter, and a certified copy of such 
court record or a copy of such news- 
paper, telephone directory, or other ad- 
vertising making such an assertion shall 
be prima facia evidence in court or in 
any other proceeding authorized by this 
chapter that the person purported to 
have the capacity to act as a contractor.” 


# This language has produced the following 
results in a period of less than three years: 

1. No person, firm or corporation adver- 
tises in the Miami telephone directory as a 
plumbing contractor who does not possess a 
certificate of competency as such. I would 
like to add here that a plumber’s certificate 
of competency covers all sanitary. work with- 
in property lines, gas installations, swimming 
pools, septic tank systems and fire standpipe 
systems. 

2. Advertisements in newspapers by per- 
sons presenting themselves to the public as 
plumbing contractors have mostly disap- 
peared. 

3. Court actions against such persons have 
been duly reported in newspapers, which has 
helped to alert the public. 


aI will be happy to send to anyone request- 
ing it a copy of a report I made before a 
national meeting of the American Society 
of Sanitary Engineering that documents 
many of the hazardous installations of plumb- 
ing and heating made by jacklegs. It includes 
a list of the things the plumbing contractor 
can do now to get plumbing regulations 
enacted in his community, or to get better en- 
forcement of such regulations if they already 
exist. (Mr. Dedrick’s address is 2526 W. 
Flagler St., Miami 35, Fla.) END 


Legal decisions of interest to 
plumbing contractors (page 16) 
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' How Don Gammie Became 
a Nuclear Age Contractor 


The most com plete line of How bors the “ordinary” plumbing con- 


_ tractor become transformed into a nuclear- 
SP b C lA | faq ucets | | age operator—a plumber-physicist who uses 
. radioactivity to trace pipe and find leaks? 
—_— This question has been asked of DE 


oa 5 : i 
Pers. many times in the past year, since the pub- 
\ lication in our April and May (1960) issues 


of two articles on Don Gammie of Alexander 

Gammie Plumbing & Heating Co. He’s the 

Making faucets only plumbing contractor in the U. S. with 

has been our an Atomic Energy Commission license to 

eee aod ee specialty for use radioactive materials in his work. Don 


vacuum breaker, %” hose thread on 

' : over 50 years. 

spout, adjustable supply arms. ic io } : : a 2 4 
Bubblers; glass is a big job contractor in business in Chi 


fillers; bed pan cago with his uncle Alex. 
flushers; faucets for slop sinks, surgeon’s wash-up, 
laboratory sinks, barber shops—Chicago Faucet = (Because of the widespread interest in 
makes them all, with interchangeable spouts, sup- Gammie’s work with radioactives, we’ve ar- 
plies and vacuum breakers to fit every condition. ranged for his personal appearance as a 
Each has the time-proved Chicago Faucet construc- consultant in DE’s booth at the product show 
tion which cuts maintenance to a minimum yet per- to be held in conjunction with the National 


mits complete renovation of the operating mech- 
anism in just a few minutes. The price may surprise Assn. of Plumbing Contractors convention 


you. Because many so-called specials are standard slated for Detroit’s Cobo Hall, June 18-22. 
with Chicago Faucets, the chances are that you'll (This portion of the booth will be manned 
pay no more for this premium quality. by Gammie and others who are experts on 
The Chicago Faucet Co. various management, sales and _ technical 
2712 N. Pulaski Rd., Chicago 39, Il. subjects. The men will be available for in- 


dividual consultation by contractors and 
others. So if you’d like to talk to Gammie 
personally, visit DE’s booth at the show. 
See page 95 for further details.) 


#To trace hidden pipe, Gammie inserts a 
Se ciidhes ious tee? tor solid form of radioactive cobalt into hidden 
hospitals, public washrooms, pipe at the end of a plumbers tape. He traces 
aanyresr > Sag the course of the pipe from the outside by 
means of detectors that are sensitive to the 
radioactivity in the pipe. Hence he is able 
to locate the pipe without having to “dig all 
over the place” to find it. 

To find leaks in hidden pipe, Gammie 
floods the system with water made radioac- 
tive by charged sodium chloride—table salt. 
At the site of a leak the area beneath the 

Bubbler and Basin Faucet . . . . 

No. 722. Bubbler is self-closing, pipe becomes saturated with the radioactive 

has volume control in shank, liquid and reacts to the detection device 
probing the area on the outside. As in the 
case of hidden pipe, the site of leaks in hid- 
den pipe is thus located without expensive 
or time-consuming digging. 

Meanwhile, we've interviewed Gammie 
on how he got started as the country’s first 
atomic age plumbing and heating contractor. 
Here’s how it happened: 

Glass Filler No. 313. Fills glosses He was attending a heating school spon- 
Seem conan ae | sored by the Institute of Boiler & Radiator 
Check 6-178-305 on Reply Card 
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Manufacturers at the University of Illinois 
in 1952 when he received the first inspiration 
for the tracing technique. A professor there 
predicted that the industrial use of radio- 
active substances would cause them to be- 
come so prevalent in sewage that plumbing 
contractors would have to use a radiation 
detector before working on old piping and 
sewer lines. 

The next year, Gammie ran up against a 
rough job at a big warehouse in Chicago. A 
sewer line had collapsed. When Gammie 
attempted to rod the line out, the tape fol- 
lowed the twisting sewer for 150 feet. Then 
it hit a stoppage that could not be cleared. 
This meant that Gammie had to locate the 
sewer block by digging down to find each 
turn in the line. 


a There must be a simpler, more effective 
way to do the job, Gammie thought. 

Then the passing remark dropped by the 
Illinois professor suggested the use of radio- 
active substances. 

Between 1952 and 1953, Gammie waded 
through a mass of books and paperwork to 
ground himself in the rudiments of nuclear 
physics and to qualify for a license from the 

(Please turn to page 180) 























‘‘! wonder what the little woman has 
prepared for a surprise today?” 
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2 * | (Continued from page 179) 
General 4 FEED | Atomic Energy Commission to use radio iso- 


SEWEROOTER SENIOR topes in his work. = 
WITH AUTOMATIC FEED Gammie was not entirely unprepared. He 


holds a degree in engineering from Purdue 
University. 


HAS THE | Finally, in 1953, about a year and reams | 
of bookwork and government correspond- 


| ence later, he received his license for work 

with solid radioisotopes. In 1960, Gammie 

obtained a second AEC license to use iso- 

steele scaneaaaa topes in the more complicated liquid form. 
= Now the real work began. Gammie found 
The Feedomatic cleans 3” to 8” FASTER AND EASIER | to his dismay that, although the atomic age 
lines and has the pulling power =ayTOMATIC = MANUAL was nearly 10 years old, much of the equip- 


to reel in a full length of cable ment he would need was not available on the 
with ease, automatically. A 


quick push or pull on the clutch ¥ > market. ' 

housing controls shift to and Ah NE For one thing he needed something, in 
Heart gc deanee ‘ which to store the potent, potentially dan- 
plete unit, including motor and x | eit : 
snake, is guaranteed a full year | gerous radioisotopes before and after using 
against defects! } | them. Working in his own shop, he fabricat- 
é Patented Flexicore Wiropecenter... ed 200 and 380-pound “pigs” —bucket-shaped 


“The Snake that makes the difference” | lead containers—to do the job. 
*Patent applied for 


GENERAL WIRE SPRING COMPANY eFor pipe tracing work, Gammie had de- 


, : hha aCe 
906 S. SARAH STREET « PITTSBURGH 3, PA. cided to use radioactive cobalt, because of its 


relatively long life and comparative econ- 
WHOLESALERS THROUGHOUT THE U. S: AND CANADA omy. Safety required that the potent slug = 





<= 














__ Check 6-180-307 on Reply Cord held a good distance from the body. The 





handling devices, too, had to be custom- 
made. Gammie jokes, “We had to use 8 and 


fer-V'im re), SCULLERIES 9-foot-long handles made of Allen wrenches 
| and old clinker removers and what not.” 
ANY TYPE, ANY V4 3 An ordinary plumbers tape could be used 


to shove the cobalt slug down a defective 





Scullery, classroom, 
custom, home, institu- 
tional sinks to fit 
any application. 





These are made in one, 

two or 3 Comp. stainless 

steel or galvanized steel in 

a choice of No. 12, No. 14 

or No. 16 gauge, with 

complete square or coved 

{ welded construction. Sep- 

3 Compartment ) arate or Integral drain- 

1] Carlton Scullery Sink Shown boards. Custom made to 

| your specifications. 
i. 


Model No. Over-all Inside Depth 








C-1836-2 21" x 39” 18” x 36” 14” 
C-1848-2 21” x51” 18” x 48” 14” 
C-1860-2 21” x 63” 18” x 60” 14” 
C-2436-2 27” x 39” 24” x 36” 14” 
C-2448-2 27” x51” 24” x 48” 14” 
C-2460-2 27” x 63” 24” x 60” 14” 
































Send us your specifications for quotation. Carrollton Mfg 
Company, Sink Division, Carrollton, Qhio 


LOOK FOR THE STARS +-~+--++-+ To TELL YOU 











“Let's negotiate. Promise not to hook 
SCULLERY SINKS + INSTITUTIONAL SINKS * HOME SINKS * CUSTOM SINKS | it up, and I'll let you out.” 
Check 6-180-308 on Reply Card 
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line. But some way would have to be found 
to securely fasten the cobalt to the tape. It 
would not do for the slug to come loose and 
find its way into the city’s waste disposal 
system. And since cobalt’s radioctivity lasts 
a long time (5.27 years), the slug would 
have to be easily detachable for storage. 
Gammie fashioned a tiny metal container 
an inch in diameter and 1% inches long to 
hold the isotope. The container initially is 
loaded with the isotope by Nuclear Chicago, 
but thereafter Gammie handles its practical 
use, and keeps it in storage between uses. 
Nuclear Chicago is a manufacturer of nuc- 
lear-age instruments. One of its physicists, 
Bob Clark, was Gammie’s consultant in mat- 
ters pertaining to his work with radioactive 
materials during the initial stages of Gam- 
mie’s entrance into this field. He used to 
accompany Gammie on every job and often 
still does. 


«Fortunately, sensitive radiation detection 
devices were available. Gammie’s collection 
now includes a “Cutie Pie,” a portable radia- 
tion monitoring device that looks something 
like a death ray gun straight out of Flash 
Gordon. 

There’s also the familiar Geiger-Muller 
counter, another portable device. 

Among the most novel of Gammie’s de- 
vices is a surgical probe scintillation counter. 
The probe was designed for use at the op- 
erating table. The isotope, fed to a patient, 
gathers in tumors and certain body organs. 
Using the probe, the surgeon can locate a 
brain tumor or an isotope-sensitive gland. 

Radioactive iodine, for example, gathers in 
the thyroid and is, therefore, useful to the 
doctor who wants to make sure that the en- 
tire organ has been removed. 

The instrument was adapted for use by 
Gammie because of the ease with which it 
can be used in hard-to-get-at places on a 
pipe or leak detection job. 


sIn 1953, Gammie was ready for his first 
job, a sewer line clog in the men’s washroom 
of a large department store. 

Gammie’s men first tried to clear the line 
with an electric sewer rod. Strangely, the 
rod did not follow the blueprint directions. 
After taking a few turns, the head of the rod 
hung up and broke off. 

As a matter of convenience, then, without 
charge to the store, Gammie used his cobalt 
rod. The original broken rod, he later found, 
had jumped across and run off into an un- 
expected corner. Gammie tracked the csbalt’s 

(Please turn to page 182) 
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(Continued from page 181) 
T R | DLEX OT WATE R signal to its lair. Then he made a hole just 
eight inches in diameter, recovered the rod 
H FAT| N G 3 D F CIA LT| as | head and cleared the line. 


Up through 1957, Gammie used radioac- 
tive pipe tracing only infrequently and he 


| did no leak detection work. He did not ad- 

SERVE YOU vertise the service. 
One day, he got an eventful telephone call. 
Beller / The party on the other end of the line was 


; a Dr. O. K. Neville, director of Nuclear 
Over 25 years experience k 
in the Hot Water Circulating fied | Chicago, a manufacturer of nuclear age in- 
makes Triplex your outstanding : : P B 
HV. H. HOT WATER CIRCULATOR | Value! | struments. Dr. Neville had a pile of letters on 
his desk, all wanting to know if the firm 
a) rmres af knew of a way to find pipe leaks. 
FLOW a — Dr. Neville knew nothing of plumbing 
nna es VERTICAL matters and could offer no assistance, but 
VALVE = AIR TRAP : a i i 
: the inquiries nettled him, he told Gammie. 
He had talked to an Atomic Energy Com- 
mission man about the problem and the lat- 
ter said: “There’s a plumber who has one 
FLOW TEES of our licenses for use of solid isotopes right 
FOR . ia PRESSURE 
ONE PIPE = REDUCING in Chicago. Perhaps the two of you could 
SYSTEMS ogee y VALVE work something out.” 

















| aFrom that telephone conversation on, 

TRIPLEX HEATING | Gammie’s leak detection work moved into 

SPECIALTY CO., INC. | high gear. “It was like having a meeting of 

PERU, INDIANA | two pairs of pliers to get a bolt and nut 

i Check 6-182-310 on Resly Card | apart. He (Neville) had one and I had the 
sa i other,” Gammie says. 


‘ ing, but required considerable knowledge, 
lig THE experience and an AEC license to handle the 


EASY ee liquid isotope necessary for leak detection. 


Each member of the team was to make a 
DU & ’ APE unique contribution. Gammie knew plumb- 


Nuclear Chicago knew isotope and radia- 
WAY tion instrument use and its physicist, Bob 
n°?) pe | Clark, had an AEC license, but the com- 
GET 7 | pany had no knowledge of how to apply it 
; in plumbing systems. 

NIGHT Now, after nearly four years of exhaus- 
eo) eT om a tive reading, midnight seminar sessions with 
Clark, and work on actual leak detection 
jobs, Gammie is well on the way to becom- 
ing a plumber-physicist and has his AEC 

license. 





=» Use of a solid source is fine for tracing 
pipe or for finding the block in a sewer. But 
it’s physically impossible to use it in the 
: - smaller pipe of heating systems. And unless 
Seals hot air in — cuts losses ‘ | . : Hee 
Sticks tight to all materials | there is a complete break in the piping, the 
Self-adhesive . . . easy to apply \X)) solid source won’t show where a leak exists. 
Conforms to all contours ; Liquid isotopes can “fit” into any size of 
Saves time — no mixing : : 
Ideal for applying insulation ADHESIVE TAPES, INC. | pipe and, furthermore, can so permeate a 
Seals slab ducts .. . waterproof a | system as to “gush out” at the site of the 
Flame-resistant type available 5035 Ohio Street leak, and respond strongly to the sensitive 
— . ont ta >) ichigan City, Ind. r e . 
Ask your jobber for DUCTAPE detectors being used from the outside. 
Manufacturers Agents Wanted for Some Selected Areas 


But liquid isotope work is far more com- 


Check 6-182-311 on Reply Card 
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plex. It’s more difficult to handle—there’s INSTALL THEW... 


the danger of spills. The AEC requires that 

each drop of isotope-spiked liquid be ac- -- FORGET THEM! 
counted for. Before Gammie can leave a 

leak detection job, he must recover the “hot” 

liquid, and he must make sure ‘that any 

traces of radioactivity have been flushed 

away with fresh water. 

The recovered isotope-water mixture is 
stored in a safe spot until its radioactivity 
has died out. 

For a “small” job, the recovered portion 
can be stored in a few drums in Gammie’s 
shop. For a really big job, such as the St. 
John Fisher Roman Catholic Church (de- 
scribed in the May 1960 issue) , storage of the 
3500 gallons of isotope-impregnated water 
can present quite a problem. It may require 
guarding a water tank truck for a few days— 
or until the water’s potency has been re- 
duced to a harmless level—before dumping. 


sIn February 1958, Gammie performed his 
first leak detection job—in a school. The 
leak was pinpointed in an area containing 
2,640 feet of one-inch pipe. 

As Gammie has since found to be the 
“typical” case, he was called into the job 
as a last resort. Another contractor had al- 
ready dug half a dozen holes in the concrete 
slab in a series of unsuccessful efforts to 
locate the leak. 

When Gammie arrived, the other contrac- 
tor cast a skeptical eye at his equipment, 
then said contemptuously, “This job can’t be 


done with a ouiji board!” ELIMINATE 
Quickly, Gammie doped the system with COSTLY CALL-BACKS! 


isotope, then purged it thoroughly with fresh If it's costing you too much call-back time to 
water. Radio-activity remained at the point keep new boiler installations operating at peak 

(Please turn to page 184) efficiency, better get the facts about Penn Boiler 
performance records. Because they’re built for 
performance rather than price, Penn Boilers let 
you keep busy on profitable new jobs instead of 
making costly call-backs on old ones. A 30-year 
record of customer-dealer satisfaction keeps the 
Penn Boiler sales curve moving steadily upward. 
Why not put Penn Boiler dependability to work 
for you? Write today for facts and figures. 


Penn Boiler-Burner units are designed 

and constructed in accordance with the <r 
ASME code ... and have guaranteed ‘SBI. 
ratings in accordance with the rating A444 
code of the Steel Boiler Institute. 


GUARANTEED 20 YEARS 


PENN BOILER DIVISION 
Sean PEBBCO INDUSTRIES INC. 


“Now what kind of talk is that? ...! You | LANCASTER, PENNSYLVANIA 
refuse to be my accomplice!” Fruitville Pike EXpress 2-4175 
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X-PANDOTITE” PATCHING CEMENT 


An easy-to-apply all around white, mortar-like repair cement that 
expands while it sets. Repairs plaster, wood, metal, tile... terrazzo, 
mosaics, travertine, marble, stone and masonry...steatite, porcelain 
insulator, electronic assemblies...anchors boits, screws, dowels, rail- 


ings, posts... fastens terminal wires... 
non-toxic ... economical. 
ae 


X-PANDO* PIPE JOINT COMPOUND 


Incomparable for use on lines carrying water, superheated steam, 
oils, all types of refrigerants, gasoline, propane, butane, oxygen, 
CO:, alkalis. Can be used on all kinds of pipes (except aluminum)... 
for all types of materials (except heavy acids). Non-toxic, non- 
inflammable...withstands extremes of 
pressures and temperatures...expands as 
it sets. Underwriters Laboratory Approved. 


X-PANDOSEAL" WATER-REPELLENT COMPOUNDS 


X-Pandoseal with Silicone. The most advanced water-repellent yet 
developed for treating brick, stone, masonry and concrete surfaces 
(except certain types of limestone). Deep surface penetration pro- 
vides permanent protection against all types of climatic attacks... 
prevents spalling, efflorescence, cracking. Meets Fed. Spec — SS-W- 
00110 (GSA-FSS). 
Standard X-Pandoseal is a versatile compound for general use.. 
provides long weathering repellency on such materials as wood, 
canvas, awnings, tarpaulins, masonry, limestone...it’s also a dust 
inhibitor for concrete floors. 
MORE X-PANDO® PRODUCTS 

X-Pando Pointing Mortar, X-Pando Caulking Compound, X-Pando 

Mosaic Cement, X-Pando Trav-Mar, X-Pando Cauxeal. 
Write for information on the X-Pando line that helps solve your 
repairing, sealing, Caulking and waterproofing problems. Dept. 6 


X-PANDO CORPORATION 43-15-36th STREET LONG ISLAND CITY 1, N.Y. 
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at which the “hot” water had leaked out into 
the soil. 

“Then we told the contractor the ‘leak is 
here’ and his face dropped about two feet,” 
Gammie recalls. “I put an “x” on the floor 
and said ‘This is the center of the pipe.’ Then 
I put x’s an inch and a half on either side of 
the pipe. ‘Now you drill on those side x’s 
because we don’t want to hit the pipe.’ This 
contractor was really skeptical. So we 
knocked out the concrete between the holes 
and put a little pressure on the line. And 
up shot the water like a geyser.” 


s In 1958, Gammie did only two leak detec- 
tion jobs. He’s done about 45 since and has 
five inquiries on his desk right now. 

But the two stars of the process will al- 
ways retain a certain drama. They are radio- 
active cobalt, which Gammie uses exclusive- 
ly for pipe tracing, and radioactive sodium 
chloride, used for leak detection. 

One of the questions Gammie is asked 
most frequently is: Isn’t working with radio- 
active substances dangerous for both work- 
men and others who occupy the premises at 
which such materials are used? All the pre- 
cautions you have to take suggests there’s 
real danger present. 


sHere’s what physicist Clark, who has 
worked with radioisotopes for years, has to 
say: “My philosophy is that any radiation 
that you are exposed to unnecessarily is too 
much. So naturally we always strive to keep 
it down to a minimum.” The precautions 
taken in their use keep workmen and others 
entirely safe. Furthermore, once the isotope 
is mixed with water in leak detection work, 
it’s quite harmless. The mixture is generat- 
ing about one-thousandth of the govern- 
ment’s maximum allowable dose. 


s Liquid isotope is never used in a system 
that has access to the drinking supply. But 
should a highly improbable accident occur, 
there would be no danger to drinkers. The 
resulting mixture would be potable accord- 
ing to government standards. 

Still, isotopes are potentially dangerous— 
just as electricity is—and must be handled 
with caution and intelligence. 

Some of Gammie’s journeymen at first 
feared the isotopes. Then they went to the 
other extreme and became overconfident. “I 
had to get a little stern with them at first,” 
says Gammie. Now he has a select crew of 
men who know how to work with the hot 
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Stuff with confidence, yet thoroughly respect 
its potency. 

Gammie so far has worked only in the 
Chicago area, but he is thinking of estab- 
lishing a countrywide network of contractors 
who could pick up jobs for him and provide 
the labor, while he would supervise the use 
of radioisotopes on the site. 

He also has some high hopes for cutting 
the cost of the process. 

Isotopes cost $7 a millicurie. Counting la- 
bor and equipment costs, Gammie figures 
that one day on the job should come to about 
$1,000. 

Frequently, he will try to schedule two 
jobs per day and split the bill. Even then, 
$500 is too large a bill for the average house- 
holder whose heating system is leaking. 


« Gammie’s jobs have, therefore, been large- 
ly confined to large commercial, institu- 
tional and industrial plants. 

Here there can be real savings. In one 
large department store, Gammie ran up 
these contrasting bills. For one job in which 
traditional methods were used to find a 
break, the charge was $2,700. In a similar 
job, using solid radioisotope, and including 
the repairs, the bill was $650. 

Even more enthusiastic about radio-active 
tracers than Don Gammie himself is Uncle 
Alex Gammie, a 50-year veteran of the in- 
dustry and founder of the 15-year-old Alex- 
ander Gammie Plumbing & Heating Co. 

Did the elder Gammie’s age and breadth 
of experience result in conservative resist- 
ance to the new techniques? Don Gammie, 
35, says the opposite was the case. “I was 
always the one who wanted to go slow with 
the leak detection and pipe tracing work. 
Alex was always telling me, ‘This thing is 
a marvel. Let’s get moving on it now.’ ” He’s 
backing my idea of extending our practice 


of atomic age plumbing throughout the U. S. 
100 percent.” 


= (Editor’s note: A _ limited number of 
copies of the two articles fully describing 
Gammie’s tracing work with radioactive 
isotopes are available to subscribers. Also 
available is a 4-page brochure on the subject 
from the Gammie company. For single free 
copies of either the articles or the brochure. 
write to the editors.) 


Meet Don Gammie in Person at 


the NAPC Show... (See page 95) 
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FAMOUS MICHIGAN AVENUE 
BRIDGE TOWERS HEATED BY 


JO-BLAST 
/E[}CONOMITE 


POWER GAS CONVERSION BURNERS 


The north and south control towers of Michigan Avenue 
Bridge, at the foot of Chicago’s “Magnificent Mile,” are 
now heated dependably, economically by Lo-BLAST 
Economite Power Gas Conversion Burners rated respec- 
tively at 300,000 and 700,000 BTU/hr. This is just one 
of several Lo-BLAST conversion jobs installed in Chicago 
bridge towers. 

Lo-BLAST Power Gas Burners save money because they 
eliminate the fuel waste caused by uncontrolled draft. 
When a power type burner shuts off, there is no rush of 
draft air to carry heat up the chimney, a condition which 
causes serious fuel waste. 

The Lo-BLAST Burner does not depend upon natural 
draft, but upon air supplied by a small quiet blower. It 
provides both primary and secondary combustion air only 
when the burner is on. When the burner shuts off, the flow 
of air shuts off. The heating plant thus retains much of its 
heat between operations. 

Lo-BLAST Burners eliminate 

the need for high chimneys— 
“inshot” design and complete 
factory assembly reduce installa- 
tion and maintenance costs. 
Each unit is factory tested on gas 
before shipment. 








ECONOMITE POWER GAS BURNER 
The Economite is made in capacities from 
75,000 to 700,000 BTU/hr. input. Standard 
Lo-BLAST burners are available in capac- 


ities from 100,000 to 20,000,000 BTU/hr. 
input. 


Send today for complete information 
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Classroom sinks and 
fountains to fit any 
specification. 


For example, this 
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Specifications: 





Cat. No. Gauge | Outside Dim. | Bowl Size 
1624-20 24” x16" 16" x14" 
| 





1624-18 24”x 16” 16”x 14” 
1724-20 24”x17” 16” x 14” 
1724-18 24” x17” 16” x 14” 
1821-20 
1821-18 
2421-20 
2421-18 
1828-20 
1828-18 
1839 D.B. 

N.Y. Code 


21” x 18” 16”x 14” 
21”x 18" 16” x 14” 
24” x21” 17-1/2” x 15” 
24”x21" 17-1/2” x 15” 
28” x 18” 20” x 16” 
28” x 18” 20” x 16” 
39” x 18” 14” x 16" LB. 
12” x 14” RB. | 

















Send us your specifications for quotation. Carrollton Mfg. 
Company, Sink Division, Carrollton, Ohio. 
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| What Jobs for Which People? How 
Organization Plugs Profit Leaks 


(Continued from page 96) 

which might be added to the list, are not so 
much basic ailments of any business as 
symptoms of a more fundamental trouble— 
lack of proper organization. This series of 
studies, of which this is the second, seeks to 
help you eliminate such “symptomatic ail- 
ments” from your business by suggesting 
how to cure the more basic illness from 
which they spring. 

Our first discussion reviewed certain gen- 
eral principles of good organization and sug- 
gested, as a first step toward development of 
a practical plan for your business, that you 
undertake the compilation of lists of all the 
things that have to be done if the business 
is to operate properly and profitably. 


= The question may have arisen as to how 
detailed those lists should be. Should you, 
for example, name the individual steps in- 
volved in handling an installation job, or 
cover everything your bookkeeper must do 
to provide adequate accounting records? _ 

The answer is that the more detailed your 
thinking has been as to all the requirements 
of sound operation, the less likely you are to 
have overlooked anything essential. Whether, 
in the final recording of your organization 
plan, details are listed individually or com- 
bined into generalities, the thought of first 
importance is to be sure nothing has been 
overlooked that must be done to keep the 
business sound, whether a minor, daily chore 
or something of a long-range nature. 

Failure to properly and faithfully handle 
such simple tasks as the posting of Accounts 
Receivable can get a business into trouble. 
So can neglecting to keep on hand an ade- 
quate supply of regularly needed repair parts 
or overlooking the need for insuring a newly 
purchased fixed asset. Responsibility for 
every type of need must be definite if costly 
neglect is to be avoided. 


= Generalities in the setting up of an or- 
ganization plan constitute both an aid and a 
hazard. Responsibilities concerning which 
there can be no doubt as to their unified re- 
lationship can be described generally to 
avoid the laborious process of naming de- 
tailed tasks. However, specific statement is 
advisable with respect to anything that might 
be subject to question as to whose respon- 
sibility it is. If departmental or individual 
assignments leave a lot of things in a “twi- 
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light zone” we are likely to arrive right back 
where we started, with nobody knowing ex- 
actly what is or isn’t his job. 

In working toward correct departmental 
line-ups, we can do no better than to start 
with the five major departments (or func- 
tions) which exist in every business, regard- 
less of size or character. They will, in fact, 
cover all the departmental needs of most 
firms in the plumbing and heating field. 
Whether you call them by the terms we use 
or prefer others, the important thought is 
that groups of activities of each of these five 
types exist—and must be carried on—in 
every business. They are: Finance, Control, 
Procurement, Operations and Distribution. 
Let’s take a close look at each. 


» Finance: This department is responsible 
for all tasks involving the handling of money 
and the protection and conservation of other 
assets representing money. These are such 
as accepting cash receipts, making bank de- 
posits, issuing disbursements, controlling 
credit and taking special steps to make col- 
lections when necessary. Responsibility for 
outside investments, if any, and the protec- 
tion of all assets through insurance and the 
avoidance of legal hazards (obtaining pro- 
fessional advise, when needed) are related 
duties. 

Budget or expense control programs, de- 
signed to avoid excessive obligations and 
thus prevent undue impairment of assets, are 
also responsibilities of a Finance Depart- 
ment. And let’s note once more that even a 
one-man operation needs such a planned 
financial program (and has a Finance De- 
partment, even if the one man heads this and 


(Please turn to page 188) 








“By golly, Wormsly, you ought to get in a 
lot of this after today. You're fired!” 
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1. Built-in Corner Supports! 


No extra parts — one tool —a screw 
driver. Just tap in the corner tabs — it’s 
locked tight. 


2. Ridged Corners for Strength! 


Speeds installation — stops warp and wobble. 


3. Installs Fast — Sells Fast! 


On the line, on the job or in the store. Builds profit — 
cuts time. 


One man, one minute, one screw driver .. . that’s 
all it takes for safe, sure sink frame support with 
KINTRIM! 


Contact your wholesaler or write. 


1. Wide flange — 


~ y)))))) 2272 assures watertight 
/ ZT < seal. 
| BLE 
[x—@ 
/ 2. Guarantees a firm \ 
3. Special anchor secure fastening. 
lug assures 
proper bolt 


positioning. 
Pat. Nos. 2 440,741 and 2,502,553 


KINKEAD 


cM OoOUS TES 


INCORPORATED 


30 46 
w 2nd St Angeles 45 


Check 6-187-318 on Reply Card 





The all-new 
sliding door 
cabinet with 
“Picture Frame” 
Mirror... 

in gleaming 
stainless steel! 
Latest design 
advance! 

—and America’s 





most competitive 
prices without 
sacrifice of 
traditional 


For the most complete line 
of all types of cabinets and 
accessories, write for the 
NEW Grote Catalog! 


Grote 
quality. 


THE OLD minurncruninc CO., Madison, Indiana 


+.» the full line manufacturer 
Check 6-188-319 on Rep'y Card 


“Hi-RED” Plastic 
SCREW ANCHORS 


FASTEN ANYTHING ... ANYWHERE! 
CUT ANCHORING COSTS UP TO 70% 


TREMENDOUS HOLDING POWER—"Hi-RED” 
is the modern (and best) anchor for screws. 
Use indoors or outdoors in concrete, brick, 
cinder block, tile, wallboard, glass, wood, etc. 
Superior holding power proved by Pittsburgh 
. Testing Laboratory. Sold in kits or cartons 





MILLIONS IN USE! 


' 
LIFETIME ANCHOR =| NAME 


Sizes for No. 4 screw | FIRM 
ow te VW ee... a a i 
size marked on every STREET 
anchor. I gaye eee 


eee 


& 
me: a HOLUB INDUSTRIES, Inc. 


TRADE MARK REG 





460 ELM STREET e SYCAMORE, ILL. 
Check 6-188-320 on Reply Card 


(Continued from page 187) 
all other departments) just as much as a 
larger business. 

Control: Record-keeping, something every 
business involves, is the responsibility of the 
Control Department. This includes account- 
ing, statistical work and all other activities 
which tell us “what we own and owe and 
how we're doing.” Control, incidentally, gives 
us a cross-check on Finance since the former 


| always has accurate and independent records 


of the money and other assets which the lat- 
ter is responsible for handling. 

Since Control is the basic “office” function, 
it is also responsible for providing office serv- 
ices such as reception, communications, filing 
and clerical aid to all departments of the 
business. 


= Procurement: All buying activities are 
centralized in the Procurement Department. 
Even where practical facts require that 
others be authorized to place orders, the head 
of this department (again, in some cases 
this may be the same person who directs all 
other activities of the business) must be 
responsible for ordering procedures, to be 
sure that the best sources are selected, that 
prices are the most favorable obtainable, 
that we receive what we order and pay only 
for what we actually receive. 

Operations: The Operations Department 
is primarily concerned with producing or 
handling what we sell—the basically physi- 
cal activities of the business. This includes 
such work as receiving materials and storing 
them, estimating and bidding, installation | 
and service work, or whatever else of this 
general character our business involves. 
Necessary maintenance of our own property 
and premises is also correctly assigned to 
this department. 


« Distribution: The overall job of influencing 
people to patronize us, including everything 
leading to the final closing of sales, is as- 
signed to the Distribution Department. It 
includes such activities as market research, 
advertising, sales promotion, public relations 
and whatever else the business does to help 
locate prospects and sell its products and 
services. 

In an unusually large organization, or one 
which happens to embrace activities not 
usual to a plumbing, heating, air conditioning 
and appliance business, there might be a 
practical need for additional major depart- 
ments. These could involve such activities as 
research, or there could be a need for a 
Personnel Department as a separate major 
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group. However, in most instances the five 
major departments described are the only 
ones needed, and every business needs them 
because every business, regardless of size or 
character, involves handling money and other 
assets (Finance), recordkeeping (Control), 
buying (Procurement), activities which re- 
sult in something salable (Operations) and 
the steps involved in selling it (Distribution) . 

With our pattern established for assigning 
responsibilities to the correct major depart- 
ments, and before considering the need for 
further grouping into sub-departments, this 
is a good point at which to interpose certain 
clarifying explanations. One which may be 
necessary is with respect to the exact mean- 
ing of “responsibility” as used throughout 
these discussions. 





s The person who is responsible for the 
operation of an entire business or the work 
of a major department does not necessarily 
or even probably do everything for which he 
is responsible. The best executive may, in 
fact, do nothing of a detailed nature—being 
too busy planning efficient operation wherein 
he is constantly sure that others are properly 
performing the tasks for which he is responsi- “I’m glad I’m not in business for 

(Please turn to page 190) myself. | wasted the whole day.” 

















G ET ik | D OF F AR M 7 H) L Al .--FROM DRY RETURN LINES OF TWO PIPE LOW 


PRESSURE OR VACUUM HEATING SYSTEMS 


RAPIDLY ! POSITIVELY I Sarco Float Type Air Eliminators (non-thermo- 


static) will do the job. Its vacuum check allows 
AUTOMATICALLY | air to escape, and closes to prevent air passing 
s back into the system. Type 6 for small capaci- 
ties; Type 13S for large. Another, Type 6T, has 
..-With Sarco air eliminators and air vents fH 2,02 plus 2 thermostatic bellows for use 
where steam, air and condensate may be pres- 
ent, as in one pipe heating system. Steam 
pressures to 15 psi. 


...FROM MECHANICAL STEAM TRAPS... 
STORAGE HEATERS...WATER HEATERS, ETC. ...FROM WATER HEATING OR COOLING SYSTEMS 


Air in a steam system lowers temperature — You'll eliminate the air pockets which 
retards heat transfer — uses more fuel — : ; prevent or retard circulation if you install 
slows warm ups — binds steam traps. You F Type 13W or 13WH Sarco Air Eliminators 
can get rid of it easily and economically with at each high point in these applications: 
Sarco Thermostatic Air Vents, Type VS. convector or radiant hot water heating 
Here’s how: systems; high pressure, high tempera- 
The temperature-sensitive element closes ture hot water; circulatory chilled and 
and opens the air vent automatically, on the f condenser water lines in air conditioning 
balanced pressure operating principle. It installations; process liquid lines. Pres- 
opens to discharge a low temperature air/gas sures to 150 and 300 psi. 
mixture; closes as soon as pure steam tem- 
perature is reached. There’s no chance of 


human error. Steam pressures to 225 psi. For more information, contact your Sarco sales representative, 
district office, or distributor, or write. 5962 


SARCO COMPANY ING 
MADISON AVE NEW YO 


BETHLEHEM 


Check 6-189-321 on Reply Card 
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(Continued from page 189) whatever he assigns to them, is one of his 
ble. Thus, responsibility means simply mak- presumed qualifications. 
ing sure it is done, regardless of who actually The correct relationship of a general 
performs a given task. manager to ownership is another principle of 
In application to our organization plan, sound organization which should be clearly 
this means that the general manager is re- understood. 
sponsible for making sure that everything Regardless of the composition of the own- 
necessary to proper operation of the entire ership group, whether an individual, a part- 
business is done. He delegates appropriate nership or a corporation, and whether or not 
groups of responsibilities to major depart- the person appointed as general manager 
ment heads. (The principle applies even if, holds any proprietorship interest, he must be 
as is usually necessary in a smaller business, given full authority over the operating de- 
the general manager also serves as the head partments of the business. He cannot other- 
of one or more separate departments.) Major wise be held responsible for results since, 
department heads, in turn, delegate all or without full authority, he is not in a position 
parts of these responsibilities to sub-depart- to control what takes place. 
ments or individuals until each item arrives This does not nullify the properly superior 
at the level.where “making sure it is done” authority of ownership. Ownership retains 
includes actual doing of whatever is involved. the right to establish basic policies according 
to which the business is to be operated—to 
s Downward delegation does not relieve specify any steps the general manager is not 
the original person of responsibility. Since authorized to take or changes he is not privi- 
he has full authority to select and/or replace leged to make without ownership approval. 
any employee reporting to him, the ability (Such policy limitations should be clearly 
to select competent people to whom to dele- stated at the time of the general manager’s 
gate duties, and to train them properly for appointment, and are assumed to be accepted 





Cut Servicing Time for MORE PROFITS 


with Hydrova/ves QUALITY LINE OF as a PERMANENTLY! 
OIL BURNER REPLACEMENT PARTS Jha “X'" BOILER LIQUID 


Precision Engineering together with Modern Factory 
Inspection Methods are your assurance of 


LONG-LASTING TROUBLE-FREE PERFORMANCE | ans ss 
owe ne , An “X"' BOILER LIQUID repair 
aa oom y <Tunty PERMANENT, not temy 
= 4 i cn Be me r oy NO - Z es ; | t ot and will star 
‘a ' \ \S  Gotiel | 3 : “X"" LIQUID’s leak 
FUEL UNIT PARTS CIRCULATOR PARTS bapound 
y frendly Ou Burner Jobber stocks the HYDROVALVE Lime. Ask him for Cotalog =60, or write direct. | ; ————— canal abatalsie} 
co., 1319 Utica Avenue, Brooklyn 3, N. Y. : Pa ali 
Hydrovalve INC NA 9-1234 ae v. ““K" LABORATORIES, INC. 
ee ; NEW YORK CITY 36,N. Y 
Check 6-190-322 on Reply Card 


PLUMBING & HEATING WHOLESALERS | 
Attention HERE IS YOUR ES 
Two beautifully bound, rugged- sate eb Y kkkkke TA | Te) zkKkKaekK* 
ly constructed loose leaf price c y Gy 


4 
data books for the P & H psi ‘si 
wholesaler. 24 sections of vital | (Exclusive) 


information, fully illustrated. ISS. } ional Su lier of Genuine 
MASTER copy advises on mar- World and Nationa PP 


ket changes, including cost Y | REPLACEMENT PARTS 
sheets. Size: 8%” x 11” x 3%” } | f 
expanding to 5”. The SUP- a 


PLEMENT, for wholesaler and hicing AMERICAN KITCHENS ® CROSLEY 


ina Ser solamms and sumer ANSWERED | SCHAIBLE © TRAGY KITCHENS 


use. Size: same as Master. QUICKLY and 
Published by publi . TT ee 
ee EASILY! | ee AVANCE 


Published In 2 editions : REPLACEMENT FAUCETS & BASKET STRAINERS 


The MASTER and e Si L 
oy ff SUPPLEMENT Copy *® Bottom Mount ® Top Mount Single Lever 


uve EWAN MARKET MANUAL For FREE CATALOG and additional information, write to: 


TRACY AMERICAN KITCHEN PARTS CO. 
QUINCY 69, MASSACHUSETTS Box 7346 Pittsburgh 13, Pa. 


Check 6-190-323 on Reply Card 





Check 6-190-324 on Reply Card Check 6-190-325 on Reply Card 
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by both parties if he accepts the job.) 

The principle of always delegating au- 
thority co-equal with responsibility applies 
at all operating levels. When the general 
manager delegates responsibility for depart- 
mental operation to others and they, in turn, 
may delegate parts of those responsibilities 
to key people in their departments, adequate 
authority must be delegated at the same time. 

The thought applies in a very practical way 
to even the lowest level of detail work. Even 
with respect to the man who cuts pipe or 
sweeps floors, we give him authority to do 
the job in any way he chooses are long as the 
result conforms with all needs. Nor does this 
in any way preclude or discourage offering 
of aid, advice or suggestions. Help toward 
doing a better job should be sought and of- 
fered freely. The significant thought is that 
anyone may accept or reject such assistance, 
as he chooses, as long as he does satisfactorily 
that for which he is responsible. 


« The next step in development of an or- 
ganization plan is the establishment of such 
sub-departments of major groups as our busi- 
ness may require. It is a process of properly 
grouping departmental responsibilities in the 
same manner as that by which major depart- 
ment groups are established. Since the meth- 
od is most easily described with the aid of 
visual presentation, it will be combined with 
our next discussion covering development of 
an Organization Chart. END 
(To be continued next month) 




















“I've had plenty of experience with these 
things, but | wasn’t quite sure if this 
do-funny fit inside the thingamajig 

or beside the whatsis, here.’’ 
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FOR 
NEW 


VOGELIS {«- 


FROST PROOF 
SEAT-ACTION CLOSET 


CONFORMS MANUFACTURED BY 
fom keler-\i 


SANITARY JOSEPH A. VOGEL CO. 
CODES WILMINGTON, DELAWARE 


Check 6-191-326 on Reply Card 


ality that helps 
sell the 
pump! 


FLOATOR “<a 
 halcl hme) 07-4i4°) 


Sumptrol 
...@ Better SUMP SWITCH 


« Easy to install and inspect + Two-pole construction 
for safer operation + Visible, vertical-action contacts 
« Attractive, rugged metal enclosure + Guard protects 
operating lever. 

ALWAYS SPECIFY SQUARE D 
Wrile tor details. Address Square D Company, 
Bingham Road, Asheville, North Carolina 


SQUARE J) COMPANY 


wherever electricity is distributed and controlled 


Check 6-191-327 on Reply Card 





OF F-E-3-3 han -Ke| 


ADVERTISE MENTS 





SITUATIONS OPEN 





SALES MANAGER 


Full line manufacturer of plumbing 
fixture and heating boilers has chal- 
lenging position for aggressive sales 
manager with experience. Real oppor- 
tunity. Address Key 558-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


ESTIMATOR—AGGRESSIVE INDIVID- 

ual for a leading North Jersey plumb- 
ing and heating supply house who is 
able to price customer charges. Write, 
stating age and qualifications. Address 
Key 550-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois 


ENGINEER OR PHYSICIST 
FLUID MECHANICS 


M.S. or Ph.D. in Engineering or Phys- 
ics with strong background and interest 
in hydrodynamics or fluid mechanics is 
sought by a leading paper company. 
Creative ability and a dedicated atti- 
tude toward research is required. Two 
years’ experience in college or indus- 
trial laboratory desirable but not ab- 
solutely essential. 


The work involves research and analy- 
sis in many areas of fluid flow includ- 
ing material transport, turbulence, 
boundary layers, mixing, flow through 
porous webs, free and submerged jets, 
secondary motion and two-phase flow. 
This position, located at our Research 
and Development Center, offers every 
opportunity for professional recognition 
and growth in the presence of stimulat- 
ing associates, working conditions and 
recreational opportunities. 


Salary open. Liberal benefit program. 
Your resume of experience and training 
will be handled immediately and in 
complete confidence. 


For detailed information and applica- 
tion form, write to: 


PERSONNEL PROCUREMENT 
KIMBERLY-CLARK 
CORPORATION 
NEENAH, WISCONSIN 








ceding publication date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including head- 
ings and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. Rates for bold face adver- 
tisements, $6.00 per inch. Address all advertisements to Classified 
Advertising Department, DOMESTIC ENGINEERING, 1801 
Prairie Ave., Chicago 16, Illinois. All Classified Advertisements 
are payable in advance! Closing date: Fifteenth of month pre- 


ALL COPY IS SUBJECT TO THE APPROVAL OF THE PUBLISHERS 











SITUATIONS OPEN 





REPRESENTATIVES WANTED 





COUNTERMAN—TO 

growing plumbing 
ply house in the North Jersey area. 
Write, stating age and qualifications. 
Address Key 551-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


WORK FOR A 
and heating sup- 





SITUATIONS WANTED 





SALES EXPERIENCE 


Selling plumbing and heating materials 
to wholesalers in the Middle Atlantic 
area as Manufacturers’ District Sales 
Manager. Also promotional activities 
with various trade levels. Desire posi- 
tion requiring experience and ability. 
Address Key 564-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


SALES MANAGEMENT. UNDER 40. 

Presently employed as national and 
export sales manager of heating manu- 
facturer. Address Key 560-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois. 


HEATING MAN 


experienced on manufacturer and dis- 
tributor level and capable in sales and 
sales training, engineering, and office 
work. Familiar with Midwest. Willing 
to relocate. Address Key 555-E, “DO- 
MESTIC ENGINEERING,”’ 1801 
Prairie Ave., Chicago 16, Illinois. 





REPRESENTATIVES WANTED 








MANUFACTURER'S AGENT 


to represent manufacturer of complete 
line ‘plumbing fixtures, heating boilers, 
and water heaters, with exclusive prod- 
uct features. A few territories open. 
Send complete information, lines now 
handled, territory covered to POST 
OFFICE Box 221, Columbus 16, Ohio. 








SOUTH TEXAS 
HOUSTON AREA 


We need alert, aggressive manufactur- 
er’s representative calling on whole- 
salers to sell large producer’s line of 
quality tubular products. PRICED 
RIGHT !! We have money-making 
incentive plan for the right organization. 
Address Key 565-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 
MANUFACTURER REPRESENTA- 
tives wanted in midwest and east 
coast states by national manufacturer 
of boilers and water heaters. For fur- 
ther information, Address Key 556-E, 
‘*‘DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


WANTED 
PLUMBING BRASS 
REPRESENTATIVES 


for well established aggressive manu- 
facturer of plumbing brass’ goods. 
Available territories—Arkansas, Okla- 
homa, Texas, Louisiana, Mississippi, 
Iowa, Nebraska, Colorado. Interested 
representatives calling on the wholesale 
plumbing trade send complete resume. 
Address Key 552-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


WANTED, WITH FOL- 

lowing in plumbing supply houses in 
Eastern Pennsylvania and Southern 
New Jersey, to carry line of toilet seats, 
medicine cabinets, kitchen cabinets and 
gas ranges. Address Key 549-E, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


QUALITY MANUFACTURER | 


tubular brass products desires aggres- 
sive representation in Southern Cali- 
fornia and Rocky Mountain States. Ad- 
dress Key 535-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


SALESMEN 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 


| SEE PAGES 194 AND 196 
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inspect these frames 


AIR CONDITIONING 
UNIT ‘'A”’ 


14 Basic Sizes, 24 Different 
Arrangements (500-36,000 cfm.) 


AIR CONDITIONING 
UNIT “D”’ 


12 Basic Sizes, 24 Different 
Arrangements (500-36,000 cfm.) 


Now, who are the 2 manufacturers? 


True, Unit “D” construction could be confused 
with that on any of several well-known central 
station air conditioning units. 


But it would be hard to mistake Unit “A” for an 
industry standard. “A” is the exclusive Penta-Post 
and double drain pan construction offered as 
standard on only Kennard/Nelson Better Air 
(Type A) air conditioning units. 

Unit “D” is a Kennard/Nelson product, too! It 
shows the solid frame of the Standard (Type D) 
line. This is a competitively priced line with many 


Better Air features . . . designed expressly to “meet 
or exceed” all industry standards. 
Two lines. One manufacturer. A Kennard/Nelson 
line for projects where quality comes first plus 
one for those where an “industry standard” is 
required. 
Your Kennard/Nelson representative will demon- 
strate these frame styles in your office. Call him 
or write for literature on these units: American 


Air Filter Company, Inc., 116 Central Avenue, 


Louisville, Kentucky. 


| Aix Litter 


BETTER AIR 


IS OUR BUSINESS 


Check 6-193-328 on Reply Card 
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ADVERTISEMENTS 





REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 





LINES WANTED 





NATIONALLY SOLD 


line of medicine cabinets, mirrors, 
vanity cabinets and glass doors and en- 
closures. Many areas open for this com- 
plete line. Give full resume of lines 
carried, specific area covered, and ex- 
perience. Replies confidential. Address 
Key 547-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicagy 16, 


Illinois. 


AGGRESSIVE REPRESENTATIVE 


calling on the plumbing jo »bber want- 
ed by spec ‘ialty manufacture High 
commission, good volume. Texas, Lou- 
isiana, Mississippi, Alabama, Oklahoma, 
Tennessee, Kentucky, West Virginia 
and Virginia open. Address Key 526-E 
“DOMESTIC ENGINEERING," 1801 
Prairie Ave., Chicago 16, Illinois 


AGGRESSIVE REPRESENTATION 


wanted by full line quality tubular 
brass manufacturer in following states. 
Michigan (except Detroit and suburbs), 
lowa, Nebraska, Kansas, and Missouri. 
Address Key 536-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


HEATING 


The hottest line of residential gas and 
oil-fired boilers—baseboard and convec- 
tor radiation available in some terri- 
tories. If you know how to sell domes- 
tic heating, we'll help you make money 
with us. Address Key 537-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


EXCLUSIVE 
ries 
unique 


PROTECTED 
open for nationally 
washer replacement 

cialty item packaged for 
plumbing supply houses, 
ee rs and retailers 
strati sells S&S out of 
Address Key 504-E 
NEERING 1801 
lt Illinois 


TERRITO 
distributed 
plumbing 
sale to 
hardware dis- 
Unique demon- 
10 on first « 
‘DOMESTIC 
Prairie Ave., Cl 


FIELD REPRESENTATIVE 


One who is thoroughly conversant with 
drainage, waste and vent lines, house 
and building sewer installations. He 
must be personable and capable of talk- 
ing convincingly before groups of peo- 
ple. His headquarters to be in Okla- 
homa or the Kansas City area. Con- 
siderable traveling involved. Salary, ex- 
penses and car furnished. When re- 
plying send photo or recent snapshot, 
tell your qualifications, age and salary 
expected. Only written applications 
considered. 


CAST IRON 
SOIL PIPE INSTITUTE 


205 W. Wacker Drive 
Chicago 6, Illinois 


MANUFACTURER'S REPRESENTA- 

tives for complete tubular brass man- 
ufacturer. Florida and several territo- 
ries open. State territory covered, lines 
now handled, experience, etc. Address 
Key 509-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Illi- 
nos, 


COPPER FITTINGS 


Highly competitive short line copper 
fittings, American made, some territo- 
ries still open, full territory protection. 
MANUFACTURERS DISTRIBUT- 
ING COMPANY, 131 San Lorenzo 
Ave., Coral Gables, Florida. 


CHECK AND FOOT VALVES 


New manufacturer in field with top 
quality, new design and competitively 
priced line. A few territories still open. 
Exclusive territories. Full range of sizes. 
TYPHOON PRODUCTS, 131 San Lor- 
enzo, Coral Gables, Florida. 


FREE SERVICE 


Manufacturers’ agents register now. 
Manufacturers’ Agency Service main- 
tained for years by DOMESTIC EN- 
GINEERING Magazine is for your 
benefit and if you have not already 
registered, write today for necessary 
registration forms and complete details 
of assistance available to agents. As a 
clearing house for information for the 
manufacturers’ agents of plumbing, 
heating and air conditioning equipment, 
DOMESTIC ENGINEERING Maga- 
zine has proved invaluable to many 
leading representatives in the past, and 
if you have not as yet taken advantage, 
get the details today. There is no 
charge. Attach this advertisement and 
mail it together with your letterhead 
for full information to Manufacturers’ 
Agency Service, 1801 Prairie Avenue, 
Chicago 16, Illinois. 





LINES WANTED 





LOUISIANA—MISSISSIPPI 


Aggressive sales agency desires one 
good volume line. Have successfully 
traveled territory since 1939, calling on 
wholesale plumbing and hardware ac- 
counts. HARRIS W. HALL & AS- 
SOCIATES, 1125 Annunciation Street, 
New Orleans 13, Louisiana. 


RECOGNIZED NATIONAL 
turer and marketer of specialties for 
plumbing, mill supply and _ electrical 
supply houses wants additional unique 
counter package items. Have U.S. dis- 
tribution set-up Address Key 563-E, 
“DOMESTIC .ENGINEERING,”’ 1801 
Prairie Ave., Chicago 16, Illinois 


MANUFAC- 





IOWA 


Manufacturers’ representative calling 


on all plumbing jobbers in the state 
can give you good representation. Ad- 
dress Key 559-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


DETROIT AND 
EASTERN MICHIGAN AGENCY 


can use a good line to wholesalers. 
Regular and consistent calls bring re- 
sults. Address Key 557-E, “DOMESTIC 
ENGINEERING,” 18€1 Prairie Ave., 
Chicago 16, Illinois. 


SALES REPRESENTATIVE 

one additional major line. Have been 
selling the North Jersey plumbing and 
heating wholesalers for many years, 
and at present c arrying only one major 
line. Limited warehousing available. 
Address Key 553-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, illinois. 


WATER HEATERS 


Manufacturers’ representatives, mid-At- 
lantic states, interested in a nationally 
known line of domestic-commercial 
heaters. Warehouse facilities available, 
good coverage. All replies confidential. 
Address Key 548-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, | Illinois. 


SEEKING 





' THE SCHUTZE SALES CO. 
1999 North Snelling Ave. 
St. Paul 13, Minn. 


Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 


ENTIRE STATE OF OHIO 
MATHES-FRISCHMAN 
& ASSOCIATES 


3494 Lee Road 
Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 


WILLIAM J. DEBLER 
NEW ENGLAND STATES 
Senior 
—SALES REPRESENTATIVE— 
Junior 
31 Gordon Road 
Needham, Massachusetts 


FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 192 AND 196 
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BURNHAM 


ANNOUNCES 
THE BIG 


LiDAY 


FOR 
APARTMENTS, 
COMMERCIAL, 

INSTITUTIONAL, 

AND 

INDUSTRIAL BUILDINGS 


Now — with the addition of HOLIDAY 80 —a 
full line of HOLIDAY Gas Boilers ...a HOLIDAY 
for every job. The new 80 is available in 29 
sizes, ranging from 1,800 sq. ft. to 14,913 
sq. ft. for steam, and from 2,880 sq. ft. to 
23,860 sq. ft. of water. Inputs from 720,000 
to 5,760,000 B.t.u.h. I=B=R rated. 


4 


So SERIES 


po a en amen a 


GP 
SE 
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A.G.A. approved for 
natural, mixed, manufac- 
tured and propane gases. 
Meets all requirements 
S.U.R., |=B=RandA.S.M.E. 


Here are the 5 top features that make 
HOLIDAY 80 outstanding: 


Corrosion-resistant cast-iron construction 


Top tappings for dryer steam and easier header 
construction 


e Tankless hot water heaters 
e Smartly styled jackets in Hammerloid finish — manifold 


piping for all models fully enclosed 
Cast-iron flue plates, positive asbestos seal 


Large top nipple port for better circulation (3 
nipple ports). Compact boiler sections can be 
moved through ordinary door or opening. Thou- 


sands of scientifically designed, heat-grabbing 
fins absorb maximum heat from the warm gases 


passing over them. 


i 


Heating & Cooling Division 
Irvington, New York 
RADIANT HEATING 


First in the manufacture of baseboard heating 


MEMBER 


® 


Built-in tankless and storage water heaters, installed at top of the 
boiler where. the water is hottest, are available in both Steam and 
Water models of the HOLIDAY 80 Boilers — provision for external 
water heaters. Not necessary to tap all sections. 





Burnham Corporation 
Heating & Cooling Division 
Irvington, New York 


DE-61 


Please send me, without obligation, new descriptive literature and in- 
formation on Burnham's HOLIDAY line. THERE'S A SIZE FOR EVERY JOB. 
61 HOLIDAY (] 70 HOLIDAY [] 80 HOLIDAY [] 








Check 6-195-329 on Reply Card 
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FOR SALE 





MISCELLANEOUS 





FLORIDA REPRESENTATIVE—LONG 

and well established—wants addition- 
al lines to offer fine following among 
the wholesale plumbing and hardware 
trade. Want only products “made _ in 
U.S.A.” Address Key 534-E, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois 


TENNESSEE, ALABAMA 
ARKANSAS 

Consistent, intelligent coverage, all 
wholesale plumbing and hardware ac- 
counts. Ten years in area, warehouse 
facilities. Two men, interested in add- 
ing volume lines. Address Key 540-E, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicasro 16, Illinois. 


CANADIAN DISTRIBUTOR OF PLUMB- 

ing and heating materials, well-es- 
tablished and well-rated, is looking for 
new products, new inventions and new 
features for distribution to the plumb- 
ing and heating trade in Canada. Send 
catalogs, literature and prices. Address 
Key 561-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois : 


NEW YORK AND NEW JERSEY 
Well organized manufacturers’ repre- 
sentative sales organization seeking ad- 
ditional lines for representation through 
plumbing supply wholesalers in New 
York and New Jersey. Warehouse 
available. Address Key 505-E, ”"DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 
WESTERN PENNSYLVANIA AND AD- 
jacent areas, 5 years selling leading 
jobbers, carrying few lines, will devote 
time to good line. Address Key 507-E, 
“DOMESTIC ENGINEERING,” 
Prairie Ave., Chicago 16, Illinois. 


MAX ROTHENBERG CO., INC. 
11-05 38th Avenue 
Long Island City, N.Y. 


Manufacturers’ agency covering New 
York and New Jersey—Warehousing 
available. 


SOUTHERN CALIFORNIA AND NE- 
vada. Direct to jobbers, wholesalers, 
distributors, OEMs. THOMAS E, 
MORSE, 5908 Hollywood Blvd., Holly- 
wood 28, California. ; 


CALIFORNIA—ARIZONA 
NEVADA 


Manufacturers’ representative desires 
one or two major competitive lines. 
Ample coverage. Warehouse facilities. 
Address Key 506-E, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 
NORTHERN OHIO~—WELL ESTAB- 
lished, limited number lines, selling 
leading wholesalers, attending CSA, ag- 
gressive, intelligent coverage. Address 
Key 508-E, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, Illi- 


nois 
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PLUMBING SUPPLY 
CENTRAL OHIO 


Wholesale and retail, doing sizeable 
volume profitable business. Attractive 
building, good personnel, nice trade. 
Wish to retire. Terms arranged. Ad- 
dress Key 562-E, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 


KLEEN AIR POWER VACUUM FUR- 

nace and boiler cleaning truck, 1960 
new. LEN PHILLIPINE, Elysburg, 
Pennsylvania. 


FOR SALE 


Nameplates and numbered valve tags 
manufactured for contractors, Also 
sprinkler signs and pressure-sensitive 
pipe markers. Free catalog and sam- 
ples. SETON NAMEPLATE CO., Dept. 
DE-16, New Haven 15, Connecticut. 








WHOLESALERS PLUMBING SUPPLY 
stock cost $19,750.00. Sell for $12,000.00 
CASH. Virginia. Address Key 566-E, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Iinois. 


BOOKS 











FREE « FREE « FREE 
DOMESTIC ENGINEERING’S Refer- 


ence Library of Books on Plumbing, 
Heating, Ventilating, Air Conditicning, 
Refrigeration. 


This new technical book catalog con- 
tains complete descriptions cf 36 books, 
some brand new, which have been writ- 
ten for the men who specialize in this 
field ... and who want to improve their 
operation. 


Some of the subjects covered by these 
books are Estimating, Drawing and 
Blueprint Reading, Convector Ratings, 
Labor and Material, Oil Heating and 
Burner Servicing, How to Run a Small 
Business, Duct Design, Radiation, Sheet 
Metal Layout, Merchandising, Techni- 
cal Data, Plumbing Design and Instal- 
lation, Mathematics, Plumbing Codes, 
Pumps, and many many more. 


This catalog will be sent to you... . 
Free of charge ... at your request. 
Don’t miss this opportunity to review, 
in detail, books which have been com- 
posed with you in mind. 


Write direct to: Book Department, Do- 
mestic Engineering, 1801 Prairie Ave- 
nue, Chicago 16, Illinois. Ask for the 
“Reference Library.” 


FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 192 AND 194 








Use These Pages to Get 
What You Want 


Are you looking for a competent em- 
ployee? 

Do you contemplate changing posi- 
tions ? 

Do you have a patent for sale? 


Do you wish to buy or sell a plumbing 
and heating business? 


Are you a manufacturers’ representa- 
tive seeking additional lines ? 


Are you a manufacturer seeking addi- 
tional representation ? 


Your advertisements, under the proper 
classification in these pages, will put 


you in touch with the people you desire 
to reach. 


The cost for lightfaced advertisements 
is only 15 cents a word and the mini- 


mum advertisement is only $3.00 per 
insertion. 


Bold-faced advertisements are $6.00 per 
inch. Address your advertisements to 
Classified Advertising Department, DO- 
MESTIC ENGINEERING, 1801 Prai- 
rie Avenue, Chicago 16, Illinois. 


You spent 
$450,000,000 


on bowling last year 


13% times as much as you 
gave to fight cancer 


Shocking? Yes. And here’s another 
shocking fact: in 1961, cancer will 
strike in approximately two out of 
three homes. 

Go bowling. It’s fun. Enjoy yourself. 
But when you spend fifty cents 
to knock down pins—give as 
much to the American Cancer 
Society —to knock out cancer. 

If you do that, you will be 
giving $450,000,000 to fight 
cancer this year. Thirteen and a 
half times as much as last year! 





Fight cancer with a checkup— 
and a check to the American 
Cancer Society. 
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Plan Big Modernization Sales Push 


(Continued from page 112) 
$10,000 budget for study and 
preparation, was described by 
Jack Lewis of Advertising Asso- 
ciates, Richmond, Va. This firm 
was retained for planning and 
coordinating the effort. 

According to Lewis, the pro- 
gram is to meet two specific ob- 
jectives: (1) “To increase con- 
sumer awareness of the benefits 
of quality plumbing, heating and 
cooling products properly in- 
stalled, and (2) to influence the 
consumer to buy a better quality 
of such products.” 


# “Promotional efforts,” he said, 
“should be localized under the 
campaign, and emphasis should 
be directed toward selling total 
home comfort rather than 
dividual products. 

“The program should promote 
remodeling as an investment in 
living,” he said, “rather than as 
a luxury.” 


in- 


Plans call for making the pro- 
gram available to all interested 
participants in the association’s 
geographical area, Lewis said. 
“All contractors will be invited 
to participate, although we in- 
tend to observe closely the work- 
manship, attitude and progress of 
each. We intend to change the 
consumer’s attitude toward the 
contractor through the develop- 
ment of a new image of quality 
and progressiveness.” 


= Dr. Robert Filer, another con- 
vention speaker, declared that a 
“poor image of contractors” is 
high on the list of reasons why 
consumers resist remodeling at 
the present. 

Dr. Filer’s firm—Psycholog- 
ical Consultants—made a moti- 
vational research study of whole- 
saler and consumer attitudes as 
a basis for the new SWA pro- 
gram. He also stressed “reluct- 
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ance to finance plumbing work 
and the feeling that moderniza- 
tion is not a profitable invest- 
ment” as variables from which 
consumer resistance to remodel- 
ing stems and which must be 
overcome. 


s Another speaker at the meet- 
ing was Arch DeLancey, sales 
manager for the T. D. Gustafson 
Co. of Minneapolis. The Gustaf- 
son Co. utilizes many of the sell- 
ing principles envisioned for 
SWA action, and which won first 
place for the firm in DOMESTIC 
ENGINEERING’s 1958 “Big Push 
Remodeling Sales Contest.” 

DeLancey stated that much of 
the success of his firm in the field 
of remodeling has been traceable 
to two policies: “Giving the con- 
sumer a complete job, and giving 
him just one contractor at one 
price.” 

George Milne, president of 
DoMEsTIC ENGINEERING Co., re- 
ported on the size of the remodel- 
ing market as found in the first 
definitive study of the remodel- 
ing needs, intentions and abilities 
to buy of a typical American 
community (Bay City, Mich.). 


= Milne characterized the mod- 
ernization market as a “virtually 
bottomless well of created sales 
and created profits,” but warned 
that immediate, cooperative ac- 
tion by industry members is 
needed to counteract the “en- 
croachment of profit-seeking 
groups outside the industry.” 
Robert Burnett, marketing 
manager for Better Homes & 
Gardens magazine, outlined the 
market potential and the com- 
petitive pressures faced by the 
industry. He urged better finan- 
cing plans and better advertising 
of those plans by the contractor 
as important to a successful pene- 
tration of the market. END 


DELANCEY WAS “living proof” to his 
wholesaler audience of the profits 
waiting in modernization. The Gustaf- 
son sales manager helped raise his 
company from a no-showroom firm to 
the winner of DE’s 1958 “Big Push 
Remodeling Sales Contest.” He said: 
“The consumer wants to buy a com- 
plete job in remodeling, preferably 
from one place of business. Our plan 
(which has reaped profits) is to give 
him one contractor, one price.” 


THE WAY 
TO MORE 


SALES 


AND 


LEWIS VERBALIZES the possibilities sug- 
gested by the theme of the program: “Mod- 
ernization—the Way to More Sales and 
Profits.” Lewis’ advertising firm helped 
plan and coordinate the campaign. 
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MUELLER. 


H-9300 Regulator 


Mueller H-9300 Regulators convert fluctuating pres- 

sures to constant flow. A one-piece yoke, held in 

perfect alignment to provide accurate control and 

positive seating, transmits motion of the highly- po 
sensitive diaphragm to the valve. The wear-resistant — give. from Vo" through 21%” si 
valve, precisely proportioned in diameter, contour __ Inlet pressures to 250 p.s.i. 

and stroke, permits maximum flow or provides posi- Qvtlet pressures from 5 to 125 p.s.i. 


“ é Easily-cleaned inlet strainer 
tive lock-off to produce constant outlet pressure. included. 


Controls water, 


Write for | y MUELLER CO. 
complete information. ae ' 
DECATUR, ILL. 


Factories at: Decatur, Chattanooga, Los Angeles 
In Canada: Mueller, Limited, Sarnia, Ontario 


Check 6-199-332 on Reply Card 
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This mark tells you a product 
is made of modern, dependable Stee! 


“We've been buying from 
National Tube Distributors 
for almost 25 years—and 

they've never let us down.” 


So says Mr. Stanley Carter, President, 
Stanley-Carter Company, Mechanical 
Contractors, Detroit, Michigan. ‘“‘Good 


distributor service is tremendously im- 
portant to our profit margin. That’s why 
we've been working with National Tube 
Distributors as long as we have. 


**We’ve never had a single project held 
up because of a late delivery from a 
National Tube Distributor—men and 
equipment tie-ups because of late ship- 
ments can waste a lot of money.” 


“We kept a big job right on schedule 
in Nashville, Tennessee, when the USS 
National Pipe arrived exactly at the time 
they promised it. 

“It looked like we were headed for 
trouble on a big Detroit job this year. We 
needed a lot of pipe ina hurry. All it took 
was a few phone calls. We received the 
pipe within 24 hours.” 


200 


**National Tube salesmen and distrib- 
utors back us with technical assistance. 


Tney not only keep us abreast of changes 


in specifications but offer recommenda- 
tions if specifications need to be changed.”’ 


“On this job, the distributor worked 
with the architect when a spec change was 
needed—the new specification was just 
as good for this particular job, and it 
saved us serious delays. 

**A National Tube salesman helped 
recommend a specification equal to the 
original spec but for a less expensive 
material on a plant expansion job we 
were doing. Cut the cost about 10°.” 


“Another thing we like. These Na- 
tional Tube Distributors carry a complete 
stock of pipe sizes. 

“And the quality is excellent. In the 
past 20 years, we’ve had no trouble with 
USS National Pipe. If trouble were en- 
countered, we know help is as close as 
our telephone. We can call our National 
Pipe Distributor or National Tube, and 


the team goes into action immediately.” 
USS and NATIONAL are registered trademarks 
Check 6-200-333 on Reply Card 


National Tube 
Division of 
United States Steel 


Columbia-Geneva Steel Division, San Francisco 
Pacific Coast Distributors 


United States Steel Export Company, New York 
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low pressure 


s to high pressure standc 


i iH RS) 

WW te 
UNIONS 

250# with brass seat, 

300# withintegral 

steel or brass seat, 

ground joints, taper 

threads, U.L. approved. 


INSULATING 
UNIONS 


Eliminate electrolysis 
or galvanic action. 
Copper-from-steel; 
Brass-from-steel; 


COUPLINGS 


More than 28 types of 
couplings in full range 
of sizes are stocked for 
prompt shipment. 


The most important part of any fitting 
the threads. The same Army-Navy gauging pro 
cedure used on CAPITOL high pressure fittings 
is also used for standard pressure fittings to as- 
sure perfect threads for leak proof joints and 
fast make-up. 


Steel ensures maximum tensile strength, elim- 
inates any possibility of sand holes or porosity 
CAPITOL _ fitting ws 
and te 
spg 


Also 3000# — 6000# 


Steel-from-steel. 
Forged steel unions. el-from-stee 


} 


—( 


SQUARE and HEX HEAD PLUGS .. 


Individually thread protected. 
in convenient cartons, 


fy 
im 
f 
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BUSHINGS — 


Sizes 1/,/’ 


Ls 


\ 


staal 


All sizes, carefully 
chamfered, threaded 
and rigidly inspected. 
Black aa ipped 
alvanized, 

caps * 
Screwed and Socket 
Weld. Sizes 4” 
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LASTIC 


faleoal iin. 


ave proved most effective. 
available when needed. 


All of these extras plus conve 
aging are available to you at no additid 


WELL SUPPLIES 


aa 
wpeebebet 


WELL POINTS and EXTENSIONS 


a 
DRIVE 


COUPLINGS 


CAP-TITE 
Sanitary well caps with 
exclusive BOND- 
TITE-BEAD. 


DRIVE SHOES DRIVE CAPS 


ELLS and TEES 


2000#, 3000# and 
6000# screwed or 
socket weld. Conven- 
iently cartoned, labels 
color-coded to save 
time and reduce errors. 


Double galvanized — hot-dipped 
galvanized after forging, electro-zinc 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


plated after machining. Metal 
assures trouble-free installations 
.-.no possibility of crushing or 
acking while tightening. 


STREET ELLS 


CAPITOL } 


MANUFACTURING CO. 


DIVISION OF HARSCO CORP. 
COLUMBUS, OHIO 





But it takes more than a sign 
to stop low water... 


.. . and the hazards that can accompany a low water For the average school heating boiler, McDonnell 
condition in both a steam and hot water heating boiler. Feeder Cut-off Combinations are a simple, time-proved 
We are all agreed that our schools must be made as answer. They add water automatically when needed to 


safe as possible. With schools so crowded today and facili- 
ties overtaxed, there is greater need for vigilance than 
ever before. 

One thing you can do is to see that the boiler water line is 
under the endless vigil of McDonnell boiler water level 
controls. Low water can strike anywhere, for any of a ‘ : f 
score or more reasons, bringing with it the threat of Right now is the time to act. Your local school board 
serious and costly damage. And make no mistake about must rely on you to bring it to their attention. You'll be 
this: Low water is just as much of a possibility in hot doing your community even a bigger favor than you 
water boilers as in steam boilers. do yourself. 


MCDONNELL & MILLER, Inc., 3500 N. Spaulding Ave., Chicago 18, Ill. 


Se 


No. 51-2, the Boiler fe 
Water Feeder and Low 
Water Cut-off combina- 
tion that fits most school 
jobs. For steam and hot 
water space heating boil- 
ers. Other combinations to 
fit all boilers. 


maintain a safe water level in the boiler, then stand by 
to stop the burner if any emergency condition drops the 
water line to a dangerous level. There is nothing better 
available for the vital task of protecting a boiler against 
hazardous low water. 


= 
=a 


Ne. 150 Pump Control, 


mA Cut-off and Alarm Switch. 
sure Relief Valves fer : : For boilers up to 150 Ibs. 
hot water space heating ge The most widely used, 
boilers. Meet ASME pee time-proved control of its 
Boiler Code in every re- ~~ type. Also available with 
spect; rated and certi- f } integral water column, as 
fied by the National No. 157. 

Board. : 


230 or 240 Series Pres- 


He tirete) 


f 
\ 








